. <i, 
*One Dollar a Year i 
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IN THIS ISSUE: 


EDITORIALS—Giving Them What They Want— 
“Squandering Good Will Abroad”—Warning to Be 
Heeded — Overlapping Territories Costly — Henry 
Ford for President 
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Novel Price Book Has Proved Big Time-Saver 
W. H. Fraser 
Personality Big Factor in Machinery Sales 
George R. Woods 
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What Makes Order Binding? 

Elton J. Buckley 
Let Your Motto Be “Cheerio” 

Frank Farrington 
Rise of Henry Calkins, Mill Supplies Salesman 

James H. Collins 
Sample of Old Time Advertising 


Pi 


Making Sales Conventions Pay Real Dividends 
J. R. Hopkins 

Jobber Distribution Economy to Manufacturer 
Raymond Seabrook 
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Educational Belting Exhibit 
Four Generations Contributed to the Business 


Extreme Fluctuations in Production and Price 
Alvin M. Dodd 
Display Stands Prominent’ Among Dealer Helps 


A New Collection Stunt 
Harry Botsford 
General News From the Field (Six Pages) 
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Entered as second-class matter August 3d, 1917, at the post 
ofice at Chicago, Illinois, under the act of March 3d, 1879. 
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Force Feed Oilers Standardized for Stock 


HE “Genuine Detroit” Force Feed Oiler, Model JTS, 

has been so designed that it is universally adaptable 
to all types of steam engines, gas engines, pumps, air com- 
pressors, etc. 


Manufactured in 1, 2, 3 and 4 feed sizes, with shaft extend- 
ing through the oiler permitting it to be driven from either 
end and furnished complete with the necessary connections 
for easy and substantial installation. 


IN ADDITION TO BEING SUPERIOR IN APPEAR- 
ANCE AND FINISH THIS NEW AND BETTER 
FORCE FEED OILER EMBODIES NUMEROUS 
OTHER DISTINCTIVE FEATURES. Let us tell you 
about them. Write for Catalog No. 100 and prices. 





FoR small steam engines and pumps where a correspondingly small 
sized oiler is desired we offer the Model LS. 


This oiler is manufactured in one-feed, one quart capacity only and like 
the Model JTS finished in lustrous black enamel, furnished complete with 
all necessary fittings for installing. 


THESE OILERS ARE, BECAUSE OF THEIR SUPERIOR FEA- 
TURES, READILY SOLD AND CARRY A HIGHLY SATISFAC- 
TORY PROFIT TO JOBBERS AND DEALERS IN MILL SUP- 
PLIES. 


G DETROIT L[UBRICATOR (OMPANY. G 


DETROIT, U.S. A. 























Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


Sell 
Themselves 





SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 
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SSIS SSS SSS SSSA RELERARUARERANLUL 
AN Chicago Belting Product 
The best bar _ time that the ——— Belting Com- 

* pany brings out a new product, you can rest , 
belt dressing assured that it is a good one—and that it 
proposition will be supported with a live, successful job- 
on the market ber proposition. Our Gripstick belt dressing 
for mill supply proposition has everything—quality—price— 

d 1 profits—advertising. It is the stick dressing 
neceataiaiees proposition on the market today and those 
who write first will receive first consideration. 
This is an opportunity on which you will 
, have to act quickly as our lists of distributors 
are now being made up. 
Sign and 
mail this 2 
Seu Get in on the ground floor 
~~ ——_——_— 
| 1 Chicago Belting Co. - ‘ > oth ads a , 
| | 113-125 North Green st. cL pL OS a eae 2 
| Send | Chicago, Il. : . e 33 Yukat ape 
| 
| for this | — us one of your free sample sticks of Gripstick bar belt dressing with 
| } prices and proposition to us. We sell approximately .................... sticks of 
free URE Gey te FON. DOW BI ois s nicsckrrcresicnicncnGieidstnnsdencmnms 
| sample | 
| | 
| | | 
' 
De. 








SELL CAPITAL Brooms and adinn: 


The superior quality of the CAPITAL Line makes sell- 
ing easy against any competition. The service your cus- 
tomers get from CAPITAL Brooms and Brushes builds 
steady, profitable business. 


And We Help You Sell! 


Jobbers handling the CAPITAL Line enjoy good busi- 
ness right from the start of their association with us, be- 
cause we give them sales cooperation that keeps the goods 
moving. 

If you are not handling CAPITAL Brooms and Brushes, 
it will pay you to know the full particulars about the line 


and about our selling assistance. Write us for Catalog 17 
and for our proposition. 


Indianapolis Brush & Broom Mfg. Co. 
126 Brush Street, Indianapolis, Ind. 


for this 
Book! 


Industrial Brooms and Brushes 
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Made vf Heavy Pattern Air 
Furnace Malleablie Iron 


“SATISFIED” 


That Is What You Will Say After Trying 


C. D. RAILROAD UNIONS 


The Unions With the Brass Vaive Seated Disc 
NO GASKETS REQUIRED 
DURABLE, ECONOMICAL AND SAFE 


ILLINOIS MALLEABLE IRON Co., CHICAGO, HLL. 


Manufacturers of a Complete Line of MALLEABLE AND 
CAST IRON PIPE FITTINGS Write for Catalogue 





















£ your 


ile Shite 


The Highest 
Grade File Made 


‘‘The File You Will Eventually Use’’ 
DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 
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Swartwout 


Steam Specialties 


ONSISTENTLY adver- 
tised for years in lead- 
ing trade journals to con- 





Separators 
Steam 
Oil 
Air 
Traps 
Steam 
Air 
Exhaust Heads 
Cast Iron 
Strainers 
Sediment 
Feed Water Heaters 
Open Type 





sumers and dealers. 


AIAN: 


Long known to all users 
of high pressure’ steam. 
Your salesmen can _ take 
orders and be assured of 
prompt delivery. 







A Sign of the 


Times 


It tells what Brush 
users are buying. 

Whiting-Adams 
Brushes are for 
sale everywhere. 


Most jobbers stock Swart- 
wout Traps and Junior Feed 
Water Heaters. 


Swartwout Steam Special- 
ties made exclusively by 








THE SWARTWOUT COMPANY 


Successors to 


Cleveland, Ohio 






Send for Illustrated Literature 


JOHN L. WHITING-J. J. ADAMS CO. 
Boston, U.S.A. 


Brush Manufacturers for Over 114 Years 
and the Largest in the World 


Cleveland, Ohio 
The Ohio Body & Blower Company 


Plants at 


88 





Orrville, Ohio 
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A “TOLEDO” FOR THE BIG JOB 


This “Toledo” No. 4 tool threads 9” to 12” pipe, and does it anywhere. 
The illustration shows a 10” inverted header high up in the boiler room being 
threaded in position, with the tool operating upside down. 


















Notice its sturdy construction, its clean cut lines, devoid of all complicated 
parts, that are so liable to get out of order. These same characteristics apply 


to every “Toledo” tool from 1%” to 12”. Nothing fancy, nothing showy but 
every one built for cutting or threading pipe in the most efficient manner. 


“Toledos” have become standard equipment with thousands upon thousands 
of piping contractors, and wherever pipe tools are spoken of ‘‘Toledos’’ are 
always given first place, because of their proven ability to do their work easier, 
quicker and better. 

Our new catalog G is off the press and ready for distribution. We will gladly 
send you on request, one or more copies as you need. 


THE TOLEDO PIPE THREADING MACHINE CoO. 
TOLEDO, OHIO NEW YORK OFFICE, 50 Church St. 















TRANSMISSION MACHINERY 


HE Caldwell line is complete. Bear- 
ings—heavy, properly designed, and am 
well finished. Pulleys of ample weight 
and accurately turned. The entire line I N J E C T O R S 
has achieved outstanding recognition ee ee 
under hard service. 
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500,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 
placements, together with an as- 
H. W. CALDWELL & SON CO. LInk-BELT Company, OWNER sured and proper profit to the job- 
Dallas, Texas, 709 Main Street—Chicago, 17th Street and ber through eae’ established resale 
Western Ave.—New York, Woolworth Bldg. prices, make U. S. Automatic 


Injectors a satisfactory and profit- 


able line for any jobber to handle. 
NAAR 


Let us figure on your requirements. 


















American Injector Co. 
| DETROIT, MICH. | 
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WALWORTH 





Walworth’s full-line advantage 
works both ways 


Wherever there’s a line of pipe there’s a 
job for a Walworth product—for valves to 
control, fittings to complete, and fools to in- 
stall and maintain any steam, water, gas, oil 
or air pipe line. 


Dealers who stock the Walworth line gain 
a double advantage from the completeness of 
its range of items: They can supply every- 
thing that somebody wants as well as some- 
thing that everybody wants. They can fill 
the bill for the man who specifies “Walworth 
throughout,” or sell him some outstanding 
specialty like the Walworth Stillson Wrench 
or the Kewanee Union. 


A full stock of the Walworth line will 
simplify his ordering and your selling. And 
the standardized quality of Walworth prod- 
ucts means profit for both of you. 


WALWORTH MANUFACTURING CO., Boston, Mass. 


Plants at Boston and Kewanee, III. 


Chicago Cleveland Kewanee, IIl. London, Eng. New York 
Philadelphia Portland, Ore. Seattle San Francisco Youngstown 


WALWORTH INTERNATIONAL CO., NEW YORK, Foreign Representative 














23,000 Different Items 


Valves, Fittings, Tools for Steam, Water, Gas, Oil and Air 
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Type A Drill 
Sensitive, accurate, 
portable. Capable of 
drilling holes to 4%”. 


Equipped with 
sturdy universal 
\. type motor, oper- 
» ating on either 


alternating or di- 
rect current. A 
quality tool rea- 
sonably priced. 


No. 1-BD Drill 
No. 2-BD Drill 
Bench _ type. Capacity 


1/4” in steel. Drills to 
center of 8” piece. Rack 
and pinion feed. Adjust- 
able table. 


. Type-A Motor 
Stripped 





No. 


3-GM Type 


OP 
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Grinders for Every Grinding Need 
MERICA’S leading metal working 
PA: ntoten, desiring to obtain exact- 
ing limits at the least possible cost, 


are equipping their plants with DU- 
MORE High Speed Grinders. Experi- 
ence has shown that these precision 
tools are invaluable because of their 


ability to economically perform a wide 
variety of close grinding operations in 
tool room and shop. In many instances 
these handy tools are being used ex- 
clusively for production work where ex- 
treme accuracy is required. 


Used Wherever Small Holes are Drilled 


OR those who like to do a good job 

quick, there is no greater saver of 

time and labor than DUMORE Gear- 
ed Electric Drills. Easy to handle— 
convenient to operate, these light weight 
tools can easily be carried about from 
place to place. They eliminate expensive 
teardowns and do away with slow, tire- 
some handwork. 


Special Motors for Special Applications 


UMORE Fractional H. P. Motors, 
because of their unfailing dependa- 
bility, appeal strongly to those man- 
ufacturers of electrical appliances who 
appreciate the merchandising value of a 


motor which does not have to be pampered. 


Proved Sellers! 


OU run no risk in stocking up with 

these universally accepted, quality 

tools. Dominant advertising, plus 
an established reputation for consistent, 
long-lived performance, makes it. easy 
to sell grinders, drills and motors bearing 
the DUMORE name. That’s why num- 
erous hardware and mill supply jobbers 
are experiencing quick turnovers at a 
good profit on DUMORE products. 


The same opportunity is presented to 
you—why not grasp it? Jobber’s dis- 
counts and full details of our selling 
plan furnished on request. Write to- 
day! 





Vg 


No. 1-JG Grinder 









No. 3 Multi-Speed 
Grinder 


Grinder 


No. 2-CG 
Grinder 


No. 2-OG 
Grinder 








g 
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WISCONSIN ELECTRIC COMPANY 


4660 Sixteenth Street 


Racine, Wisconsin 
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THE BEST PULLEY TO BUY— 


BECAUSE of its united or amalgamated 
construction, whereby the arms and rim 
are made a single unit and practically in- 
separable and unbreakable 


“ WooD 
inl SPLIT 
St PULLEY 


WILL carry heavier loads, run 
at higher speeds, withstand 
more severe jerks and jars of 
intermittent or unsteady drives, 
endure greater strain and hard- 
ship than any other pulley. 


THEREFORE, [IS THE 
peor PULLEY FOR 
DEALERS TO SELL 


Write for P-33 catalog 


Reeves Pulley Co. 
Columbus, Ind. 


























Ge _ bdaogemont Eriction Clutch 


HEREVER there 
Safety is power driven 

machinery, every depart- 

ment of the plant should 
Demands be provided with means of 
cutting off its power, 
easily, quickly and surely, 
the instant any emerg- 
of ency requires stopping a 
machine. Seconds count 
when a life is in danger. 


the use 


_ oo 

Friction Friction Clutches are 

' ideal equipment for this 
Clutches purpose. Edgemont 
Clutches and Edgemont 
Engineering Service are a 
combination that appeals 
to the mill supply house 
and machinery dealer. Let 
us tell you more about 
them. 






THE EDGEMONT 
MACHINE Co. 


DAYTON, OHIO 

















Know— 











THAT if they are using old style transmission 
bearings, their production costs are higher 
than they should be? 


THAT friction and wasted lubricating oil are 
a continual drain on net profits? 


THAT from 15 to 25 per cent of fuel or power 
can be saved by installing Bond Roller Bear- 
ings? 


Tell them that 





are simple in design, self-aligning, dust-proof and 
durable. 


THAT they can be installed without much labor 
and with no loss of operating time. 


THAT they are used in a great many mills and 
factories where standards of transmission equipment 
are high. 


It is to your advantage, as well your custom- 
ers’, that you call these facts to their atten- 
tion. Our illustrated folders can help you. 
Tell us how many to send you. 


Bond Foundry & Machine Co. 


Manheim, Lancaster County, Pa. 


Chicago Office: Reeves Bond Sales Co. 
Clinton and Monroe Sts. 


New York Office: Bond Foundry & Machine Co. 
173 Lafayette St. 




















Patented and Patents pending 
“Be Sure it’s a ‘Bond’ with 


Electrically Welded Steel Collars” 
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“Universal Giant” Ring Oil- 
ing Ball and Socket Hang- 
ers are made of Cast Iron 
and are 
Practically Indestructible 


CAST IRON is the only material 
that will give the rigidity and 
strength needed to support line 
shafting. 


“UNIVERSAL GIANT” Cast 
Iron Hangers are non-flexible and 
hold the shaft in position without 
bending or working apart. 


BALL and SOCKET ADJUST- 
MENT reduces friction and in- 
sures perfect alignment of shaft- 
ing. 


BY INVITATION 
MEMBER OF 


RING OILING BEARINGS pro- 
vide positive automatic lubrication. 


Send for dealer plan. 





NEW YORK, U. S. A. 


T. B. Woop’s SONS Co., CHAMBERSBURG, PA. 


Manufacturers of Shafting, Couplings, Set Collars, Hangers, Pillow Blocks, 
Pulleys, Rope Sheaves, Friction Clutches, Belt Tighteners 
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Are Your Customers Wasting 20 to 50% 
of Their Power in Merely “Making the Wheels Go Round?” 


O you realize how much power is wasted in 

merely “making the wheels go round” —in 
driving your customers’ shafting and counter- 
shafting preliminary to setting the actual earning 
part of their plants into useful motion? 


Hundreds of plants are generating power and 
then wasting 20 to 50 per cent of the total en- 
ergy on the unproductive shafting and counter- 
shafting when they should be concentrating 
their power direct on the earning section of the 
plant—the machines themselves. And the cause 
of this power waste is friction—friction which 
can be practically eliminated by installing Skayef 
self-aligning ball-bearing drop hangers, post 
hangers and pillow blocks. 


Power-transmission appliances of this type are 
equipped with SKF marked self-aligning ball 
bearings which have an extremely low co-effi- 


1015S 





HANGERS 


(IMPROVED TYPE) 


cient of friction and which have the exclusive 
inherent ability of compensating automatically 
for shaft deflections like a ball and socket joint. 
Two rolls of balls roll practically frictionless 
between hard races of steel, no wear being no- 
ticeable after years of service. As a result bear- 
ing adjustments and renewals are unnecessary 
and as the bearings operate in sealed housings 
lubricant need only be applied once every three 
or four months. 


Stop the theft of energy in the non-productive 
part of your customers’ plants by means of Skayef 
self-aligning ball-bearing hangers. They concen- 
trate the energy at the machines themselves, sav- 
ing enough power to pay for themselves in two 
years and yielding a good annual return thereafter 
on one’s investment. May we send you details 
of our attractive-jobber-dealer proposition? 


165 Broadway 





THE SKAYEF BALL BEARING COMPANY 
New York Citv 
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Under strain, Morco frames 
bear against protecting 
shoulder milled into the bar. 
This allows extra gripping 
surface on teeth and relieves 
frame rivet of all strain. 


Bar of steel selected for spe- 
cial heat treatment which 
puts extra strength in the 
teeth and extreme toughness 
in the rest of bar. 





Jaw subject to special heat 
treatment which puts ex- 
treme strength in teeth, 
preserving their sharpness 
and leaves rest of jaw tough 
and strong. 


Frame, semi-steel casting; 
stronger than the ordinary; 
less liable to break under 
severe continuous use. 


2 












‘Selling Points’ - 
that Mean- 
More Sales 





THIS MARK IS YOUR 
GUIDE IN GETTING 
THE BEST. 


Selling a consumer on the merits of a product is distinctly dis- 
played in the MORCO Wrench. For you can point out extra 
features which speak for themselves and set MORCO Stillsons 
apart from the ordinary. Whether home putterer or expert 
mechanic, there’s a feeling of pride built up in the way MORCO 
Stillson Wrenches stand the abuse of constant use. 

To sell MORCO Stillsons is to share in the user’s appreciation 
of MORCO superiority, for he regards your store as a dealer 
in merchandise of merit. 


Moore Drop Forging Co. 
SPRINGFIELD, MASS. 


NEW YORK OFFICE 
74-76 MURRAY ST. 


CHICAGO OFFICE 
34 N. CLINTON ST. 


LONDON OFFICE 
27-28 ANNING ST., E.C. 


PARIS OFFICE 
18 RUE CORBEAU 


ORCO 


STILLSON WRENCH 
THE ORIGINAL STILLSON PATTERN PIPE WRENCH 
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2MEDART> means EVERYTHING “LINE SHAFTING EQUIPMENT 








V-Groove Friction Clutches 


Medart Clutches—solid or split—combine rugged simplicity of con- 
struction, ease of adjustment, and positive action. They insure an 
excess of mechanical strength to care for sudden, heavy loads, and 
the specially machined V-groove gives unusually large starting ca- 


pacity—free from shock or jar. Easily and quickly adjusted and 
lubricated. 


Everything in Line Shafting Equipment 
Medart means everything in line shafting equipment—shafting, 
couplings, collars, hangers, bearing supports, gearing, friction 
clutches, rope sheaves, belt tighteners, fly wheels, etc. These and 
many kindred items form the basis of the Medart line and place 
the organization in a position to successfully serve every power 
transmission requirement—immediately ! 


Get Catalog No. 43 


Our new complete catalog No. 43 is a handy reference book for 
Engineers, Designers, Mechanics and Power Users. Send for your 
copy today and submit specifications for estimate. 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 


General Office and Works, St. Louis, U. S. A. 
Offices in Chicago, Philadelphia, Pittsburgh and New York 


Office and Warehouse in Cincinnati 














Gearing. Whatever your 
needs, we can supply them 
Gears cut to 72-in. diameter. 






























\ 





Dro p Hanger. Double 







































brace, four-way adjustment, Cast-Iron Pulley. Sizes 





Flange Coupling. Pressed 
on shaft ends and faced to with either ring, collar, wick range from 3-in. to 15@-in. di 
insure accurate alignment or plain oiling bearings. ameter, and up to 50-in. face 
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Master Salesmen Want New Connections 


Over thirty-five years of experience under 
keen competition have developed O-B Disc and 
Gate Valves into master salesmen. Always 
prepared to do their part, they are willing to 
join your group of salesmen in creating and sat- 
isfying new customers. 


Sixty seconds each minute—sixty minutes 
each hour—twenty-four hours each day—365 









&) Sane Bee 75) sae days each year—they are ready to serve you. 
Ss Bee i SO Can you use two real business getters on 
7 .MEMBERS \ your sales force? 
[TRADE EXTENSION BUREAU, 





|} PLUMBING AND HEATING INDUSTRY 
PERMIT. ee 


CIS TER 








The 





Mansfield 


NEW YORK, 50 Church Street PHILADELPHIA, 71IO Witherspoon Bldg. CHICAGO, 343 So. Dearborn Street 
WM. P HORN CO., Pacific Coast Agents San Francisco Portland Seattle Los Angeles 

















ARMSTRONG 


TOOL HOLDERS 


Leaders Now and For Twenty-five Years 
The Only Complete Tool Holder Line 


Often Imitated But Never Equaled 


OTHER TOOLS WE MAKE 
Drop Forged Wrenches, Chain Pipe Wrenches, Clamps, Ratchet Drills 


Have You a Catalog? 


Armstrong Bros. Tool Co. 


“The Tool Holder People” 
305 N. Francisco Ave. Chicago, U. S. A. 
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BUNIIN 


ED22BARS 














Wy] 


OU can do a more profitable and 
satisfactory business in bearing 


Bunting 
Phosphor 


metal year in and year out when 


you specialize on Bunting 


Cored and Solid Bars. Na- Bronze Cored 
tionally advertised and na- and Solid Bars are 
tionally preferred for carried in stock in 3] 
years, Bunting Phos- different sizes. The 
phor Bronze = splendid uniformity of this 
deed the national te aol 

inne imam | metal, and the undeviating 
seas: Sensi . high quality make it a line that 
ing metal. will abundantly justify the selling 


effort you put behind it and the 
labor your customer puts upon it. Write 


for Stock List 9. 

















The Bunting Bronze & Brass Company 


Toledo, Ohio 
BRANCHES AND WAREHOUSES AT 


NEW YORK CLEVELAND BOSTON 
245 West 54th St. 710 St. Clair Ave. N. E. 36 Oliver St. 
Circle 0844 Main 5991 Main 8488 
SAN FRANCISCO CHICAGO 
198 Second St., Cor. Howard 722 So. Michigan Ave. 
Douglas 6245 Wabash 9153 








I 





4 ig RRB aaah 











When writing to Advertisers please mention Mitt Suppties. 








Rererces Te 


Se ta Ee 


PLL QUPPLIES 
















































Is Your City Listed? 
Would a stronger 
manufacturing and 
selling policy help 
you? If your city is 
not listed, write to 


A Complete Source 


Putting Sterling Grinding of Supply 


“‘Cleveland’”’ Grindstones 


e Power or Hand Operated 
ervice on t & ap Mounted and Unmounted 
Iron and Wood Frames 
Commutator Stones 
With seventy-seven years of grinding experience and the large and powerful Oil Stones 
organization of The Cleveland Stone Company behind —— 2 we aap it Etc. 
has been the work of but a few short months to arrange the distributing con- : : 
nections shown in the picture. Sterling Abrasives 
Sterlith Wheels 


Listed below are the people in these centers who offer to the industries in Sterbon Wheels 
their respective territories the advantages of local source of supply and the Vitrified Wheels 
benefits of Sterling Grinding Service. Silicate Wheels 
Elastic Wheels 
of every size and shape 
Sterbon Round Knife Sharp- 
eners 
Sterbon Abrasive Files 
Sterlith Scythe Stones 
Sterling Bricks 





And this service and all of the things behind it that have made possible the 
rapid strides forward of Sterling Abrasives, offers to mill supply jobbers oppor- 
tunities just as rich in business-building possibilities. 


In those centers where we have not yet made connections we seek outstanding 
people to join hands with us as those below have done. Write to us at Cleve- 
land and let us tell you more about Sterling policies and their business-building 
opportunities for you. 





Sterling Grinding Machinery 
Bench, Floor, Swing Frame 
and Wet Tool Grinding 

Machinery 


Sterling Distributors 


BOSTON Lombard & Co. MILWAUKEE Shadbolt & Boyd Iron Co. 5 — 
CHICAGO The Sterling Grinding Wheel Co.NEW YORK L. Best Co., Inc. The Sterling Grinding 
CINCINNATI The W. J. Johnston Co. PITTSBURGH Pittsburgh Gage & Supply Co. Wheel Co. 
CLEVELAND WwW. M. Pattison Supply Co. PORTLAND John T. Rowntree, Inc. Division of 
DENVER John T. Rowntree, Inc. SALT LAKE John T. Rowntree, Inc. The Cleveland Stone Co. 
DETROIT W. J. McKee Machinery Co. SAN FRANCISCOGeneral Machinery & Supply Co. 

ERIE The United Hardware & Supply Co.SEATTLE The Seattle Hdwe. Co. 

LOS ANGELESJohn T. Rowntree, Inc. TIFFIN The Sterling Grinding Wheel Co. 


LOUISVILLE The Belknap Hdwe. & Mfg. Co. WATERTOWN W. W. Conde Hdwe. Co. 


The Cleveland Stone Co. 


CLEVELAND, New York and Boston 
THE STERLING GRINDING WHEEL CO., Tiffin, Ohio, and 30 No. Clinton St., Chicago 


L. Best Co. Inc., New York Distributors 


STERLING ABRASIVES 


AND STERLING GRINDING MACHINES 
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SS 
Comparisons ~ 


The quality of any product is determined by com- 
paring that product with others of similar kind— 





tool thru a combination of sci- 
entific design, good workman- 
ship and accurate heat treat- 
ment; the close adherence to 


From its modest beginning the 
organization of the NATION- 
AL TWIST DRILL& TOOL 


CO., has been developed upon 





the basic idea that our product 
must surpass others by com- 
parison. 


The analysis and close inspec- 
tion of raw materials; the inher- 


manufacturing limits,and lastly 
the insistence on a carefully 
finished product, all are part 
of a pre-determined plan toever 
maintain our slogan:— 





ent quality builded into every “NATIONAL FIRST” 


MANUFACTURERS 
of pARABOL); 
MILLING CUTTERS 


TWIST DRILLS - REAMERS - MILLING CUTTERS 
NATIONAL TWIST DRILL & TOOL COMPANY 


DETROIT, U:S:-A 
NEW YORK, N Y 
73 Warren Street 


BRANCH'E S 


CHICAGO, ILL SYRACUSE, N. Y. 
565 Washington Blvd 107 Gifford Street 








PHILADELPHIA, PA 
43 North Sixth Street 


- SPECIAL TOOLS 


BUFFALO, N. Y. 
76 Pearl Street 


“NATIONAL 
FIRST" 
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= | progressive jobbers in the 

pong 'Packings _ on country stock GARCO Pack- 

5 Fy Line, ings. For over 26 years, the 
er Blae Packingr packing trade has recognized = 
High, Low and Medium Pressure e = 
Shate SOF See ieee in all GARCO products that L 
= Asbestos Wick and Rope inherent quality and econom- = 
= Electric Heater Cord . . . = 
Ashestos Textiles ical service which assures = 
Corded Pare ay satisfaction under every con- = 
ceivable condition. = 
ARN E = 

SB YF 
Built by the Largest Manufacturers 

of Asbestos Textiles in America | 
GENERAL ASBESTOS & RUBBER CO. = 
Main Offices and Factories: Charleston, S. C. = 
= Branches: = 
= New York, 299 Broadway Chicago, 14 North Franklin St. Pittsburgh, 311 Water St. = 
= Canadian Distributors: Canadian Asbestos Co., Montreal, Can. = 
LAA [Mie 
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The 
JONES 


Universal 
Drop 
Hanger 


—Duplex 
Oiling 





PARTIAL LIST 
OF 


JONES PRODUCTS 


Spur Gear Speed Reducers 
Enclosed Worm Gear Drives 
Worm Gears—Spur Gears 
Bevel Gears—Mitre Gears 
Rawhide and Bakelite Pinions 
Cut Gears—Cast Gears 


Cast Iron Pulleys 





Lemley Friction Clutches 











Substantial Friction Clutch Pulleys 
: Friction Clutch Couplings 
Neat _ ' 
} Ball Bearing Loose Pulleys 
; or Finish Ball Bearing Clutch Pulleys 
Super oe j Rope Sheaves—Belt Tighteners 
x ; 7 Shaft Hangers—Couplings 
Efficient ' Pillow Blocks—Collars 
Lubrication Tm § 











W. A. Jones Foundry & Machine Company 


Main Office and Works: 4411 West Roosevelt Road, CHICAGO 
Branch Sales and Engineering Offices: 


NEW YORK MILWAUKEE PITTSBURGH BUFFALO SAINT PAUL 
26 Murray St. 425 E. Water St. Union Arcade 184 Main St. 2482 University Ave. 


yones 


Power Transmitting 
Machinery 
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WM. CRAMP ®& SONS 
SHIP BUILDERS 
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William Cramp & Sons, Philadelphia, are one of 
America’s foremost ship builders. 
In addition to giant ships of war for the govern- 
: ment, Wm. Cramp & Sons have long been noted 
i for the mammoth freight and passenger ships 
: which their great yards produce. 
if Few industries place greater requirements on 
twist drills and reamers. 

The great steel skeletons of ships must be bolted 
and riveted where drills and reamers have first 
produced the holes. 

Whitman & Barnes twist drills and reamers 
produce these holes for Wm. Cramp with their 
customary speed and economy. 











Manufacturers of TWIST DRILLS AND REAMERS Exclusively 





It is an almost daily experience that “W & B” twist 
drills and reamers distinguish themselves on work 
which offers new or unusual difficulties. 

Where such conditions are encountered it is never a 
matter of wonder that “W & B” drills and reamers 
perform with such remarkable ease and efficiency. 

This unusual capacity is of course expected by all 
users who have been familiar with ““W & B” drills and 
reamers over a period of time. 

In the ship building industry, Whitman & Barnes 
attained their maximum distinction during the war, 
when bomb proof armor plate failed to halt or hamper 
the excellence of ““W & B” performance. 


“W & B” Warehouses 
64 Reade Street, New York City 
565 W. Washington St., Chicago, Ill. 
139 Queen Victoria St., London, E. C. 4 


hitman & Barnes 


AKRON, OHIO 
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CO Yheres Oxtra Wear 
Built Into Gvery 


Indestructible 
(Sonveyor Belt 





Rubber Goods for 


Mechanical Purposes 


Indestructible Conveyor Belting 
Inspiration Elevator Belting 
Test Special Transmission 

Belting 
Indestructible Air Drill Hose 
Indestructible Water Hose 
Indestructible Steam Hose 

Firo Superheat Sheet Packing 
Indestructible Sheet Packing 

Cobbs Piston Packing 
Pump Valves 


— 



































It’s the plus wear that counts—the wear beyond the ordinary length of useful life you 
expect of a conveyor belt. Extra tonnage carried over and above what may be reasonably 
efficient service is the true test. 


The thorough knowledge of conveying conditions that enters into the planning of every 
Indestructible belt results in a type of wear-defying construction that comes through the 


test of heavy work with cost figures well on the credit side. 

The correct weight and kind of duck in the right number of plies, bonded with a tenacious 
rubber friction and amply protected by a properly resistant rubber cover—these go to 
make up a conveyor belt possessing inherent quality. 








Our conveniently located branches enable 
you to put your conveying problems up to 
advice 


our representatives for competent 


and solution. 


NEW YORK BELTING & PACKING LV. 


New York Boston Chicago Philadelphia Pittsburgh 
St. Louis Salt Lake City San Francisco 
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When All Advertisers 


demand their money's worth, all publications will pro- 
vide circulation reports verified by the Audit Bureau of 
Circulations. 


It is one of the mysteries of the advertising world that 
while all manufacturers demand verification of weight 
and quality in materials purchased, some of them still 
buy advertising space without knowing what they are 
paying for. 


Such advertisers, however, are now exceptional. Most 
of them demand verified A. B.C. circulation statements 
before placing contracts. 


There are two factors that determine the value of a 
publication as an advertising medium. 


Editorial excellence will indicate its influence with its 
readers. 


Membership in the Audit Bureau of Circulations indi- 
cates its business ethics and methods. 


The first shows whether the paper is worth reading. 
The second shows how many people read it. 


In both the advertiser is vitally interested. 


In the case of JWLL, Quppuwes the demand is imme- 
diately met. J{MWLL QUPPLIES is a member of the Audit 
Bureau of Circulations, and its circulation reports are 
open to all advertisers. 
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the CHICAGO ine 


Power Transmitting Appliances 
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Ball Bearing Loose Pulley 


Mr. Dealer: 


The CHICAGO LINE of Power Equipment is a 
complete line of all standard appliances with many 
up-to-date specialties, such as Ball Bearing Loose 
Pulleys, Ball Bearing Friction Clutches, Ball Bearing 
Hanger Boxes, Ball Bearing Emery Grinders, 
Ball Bearing Countershafts, etc., all guaranteed 
to eliminate troubles caused by the use of or- 
dinary equipment. These specialties are in de- 
mand and profitable for any dealer to handle. 





It is a known fact that Ball Bearing Equip- 
ment eliminates friction, reducing power bills, 
and all live dealers will be looking for a connection 
along this line. 


We list above only a few of our many trouble sav- 
ing specialties. Are you handling up-to-date equip- 
ment, enjoying the profits of THE CHICAGO LINE 
DEALERS? 


Catalog and Prices sent on request. 


Chicago Pulley & Shafting Co. 


MAIN OFFICE 
30 So. Clinton St., 
Chicago, Ill. 


FACTORY: 


Menomonee Falls, 


3, - j 
ee 
— 


Wisconsin 





The Marvel Bell Bonting Grinder 
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A Line That Satisfies 
These Live Wires 
Must Be Right 


Naturally we are proud to present the following list 
of Dealers who stock Jeffrey Machinery—who can in- 
sure to their customers quick delivery of Elevating 
and Conveying Equipment with 40 years of experi- 
ence back of it—Equipment which has demonstrated 
its ability to give long service with a minimum of 
repairs. 


H. C, Freeman Co.—- Boston, Mass, 
Ingersoll-Erskine-Healy, Ine.—Rochester, N. Y. 
Syracuse Supply Co.—-Syracuse, N. Y,. 

Chas. Millar & Son Co.—Utica & Binghampton, N. Y. 
Ryther & Pringle-—Carthage, N. Y. 

H. P, Weller Co.— Erie, Pa. 

Carey Machinery & Supply Co.—Baltimore. Ma 
Jasperson Supply Co.—st. Marys, Ohio 

The Wirthlin-Mann Co.—Cincinnati, Ohio 
Smith-Courtney Co.—Richmond, Va, 

The Noland Co.—RKoanoke, Va. 

Taylor-Parker Co.—Norfolk, Va, 

Moore-Handley Hdw,. Co.—Birmingham. Ala 

J. E. Dilworth Co.—Memphis, Tenn, 

Keith-Simmons Co.—Nashville, Tenn, 

Cotton States Belting & Supply Co.—Atlanta, Ga. 
Georgia Supply Co.-—Savannah, Ga. & Jacksonville, Fla 
Hyman Supply Co.—New Bern & Wilmington, N, 
Standard Supply Co.—New Orleans, La 

Mill & Mine Supply Co.—Mulberry & Lakeland, Fla. 
Briggs-Weaver Machinery Co.—Dallas, Tex, 

San Antonio Mach. & Supply Co.—San Antonio & Waco, Texas 
General Machinery & Supply Co.—San Francisco, Cal. 
Salt Lake Hardware Co.—Salt Lake City, Utah. 

K. C, Horne Machinery Co.—-Denver, Colo. 

American Supply & Machinery Co.—Omaha, Nel 
ulard Tool & Supply Co.—lKansas City, Mo. 
Feenaughty Machinery Co.—Portland, Ore, 





Regardless of what kinds of conditions or services your cus- 
tomers have to meet, their elevating and conveying machinery 
demands can be met with Jeffrey Chains and Attachments, 
Buckets, Sprockets, Spiral and Belt Conveyor Fittings, and 
other supplies. 


Write for our Dealers’ Proposition. Your territory may be 
po ‘ i 
available 


Address Mill Supply Dept. 


The Jeffrey Manufacturing Co. 


968-99 North Fourth Street Columbus, Ohio 


JEFFREY 





Steel Helicoid Continuous Flight Conveyor, and Steel Spiral Sectional Conveyor, 
and Fittings, Manufactured and carried in stock. 
















‘“‘Reliance”’ 
Riveted 
Malleable 
Type 
Chain 


A Good Gen- 
eral Service 
Chain for 
Elevators and 
Conveyors— 
also make ex- 
cellent Drive 
Chains. 


Detachable 
Link 
Chains 


Steel and Malleable Iron Elevator Buckets 
for handling all kinds of material. 
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HEWITT 


DISTRIBUTORS can have no more pow- 


erful selling force, than dependable goods and 
factory service. 


The in-built value of HEWITT Products 
_ and the remarkable service of the HEWITT 


organization have always been maintained. 


HEWITT Mechanical Rubber Products for 


every industrial purpose, are built for true 
operating economy,—the beginning of serv- 
ice. 


INVESTIGATE 


Your territory may be available 





HEWITT RUBBER COMPANY 


Factory and Executive Offices 


Buffalo New York 
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CLE*FORGE “!24.. DRILLS 
Make New Worlds Record 








in Cast Iron 


and 


A? inches in Steel 
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DEMONSTRATIONS 


at the INFORMASHOW of the 
National Association of Purchasing 
Agents held May 15-18, 1923, in 
the Public Hall, Cleveland, Ohio 









Hole after Hole 


CLE*FORGE *:?7-. DRILLS 


showed their SUPER-CUTTING 
Qualities and STRENGTH during the 


LRT US eae, A 








\ entire Public Demonstrations. 
CLE*FORGE “:22.. DRILLS combineall theadvan- a 
tages of both the forged and milled type of Drills. 


CLE*FORGE “:-2.. DRILLS will meet the severest conditions 
re o where accuracy and production 
are vital factors. 








TWIST DRILL CO. 


CLEVELAND, OHIO, U.S. A. 
NEW YORK LONDON CHICAGO 
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THE WASTE OF STANDARD PRACTICE 


Siig ingle tl cca ienscanieinkeh 


In additiofi to the savings shown in 
the blue print, Stewart Brons Bearing 
Metal makes more important savings 
in factory operation by eliminating the No. 1 
often replacement of bearings, scored s ” ; 
shafts and injured machine parts. a 
This because it is the long life perfect 
bearing metal. 

It is made in four degrees of Brinell 
hardness to suit all service conditions, Waste 58.3 
iS lensihe FINISHED ALL OVER, 0 Ge SO RE 
13” lengths 
Bushings over 44" diam. or special STANDARD WASTE WASTE PRACTIC: 
designs on order. 


Melting point—1700°F. 
Our Grade “*D”’ Metal meets most 
requirements. 
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~ 


1 Rough Cored Bar 234" x 134"x 12”... 
*Cost at $ .35 per pound... Slaacageskaastuacaiacses aviciei meme puasalenearaaouie hie 
Cost to macki ine (2 hours at $ -80).. MLLER SEER seaaah acene dacagaesvncaniia 1.60 
Overhead 100%. . Ve 


1 Bushing 6" long \ ‘weight 5 ‘65 Ibs. ‘Waste 58.3% or a cost $7.94 
2 Bushings 2” long of $1.40 per pound for finished bearings. 


THE SAVING OF STEWART PRACTICE 
— s3= —+ 
” 2° 


Receiving { 





No. 2 6° 





74 


STEWART SAVING 





Ss 





STEWART FINISHED CORED BAR 2%” x 2” x 
Cost at $ a per pound.... 





Ba rertnschatecctssnne ..Weight 7.88 Ibs. 
$3.94 


Bushing 6” long zy “weighing ie 27 Ibs. Waste 7.74% or a cost of $ ‘54 per 
Receiving { 5 Bushings 2” long { pound for finished bearings. 
A saving | 4 50.56% of the waste incurred when using 12” Rough Cored Bars. 


These price figures are used for comparative purposes only. 


. Why Not Save 50% of 
Your Bearing Metal Cost? 


HE chart above is a typical case. Figures may vary for bushings of other 
OOF sizes—but not materially. What does it show? Ordinary bearings at 
PR $1.40 per pound after you pay for waste. Stewart Brons bearings at 54c per 
— pound. The difference in cost is by elimination of waste. 
was kept in molten state 8 hours, cooled The standard 12-inch rough bar gives you only 10 net inches of bearings—you 
— —, en - morning. — lose 58% of your metal in machining and cutting, as well as the machining time. 
three samples showe Variation © ess 
don S128 te coe eee, le We make — = 13 — long and machine them all over. We can 
copper lead metals varied 8% to 30%. do that — ining at a fraction of your cost and save you both time and 
Mititmetitinnm T= 7 dition ig get 12 net inches of bearings. {Study the blue print — 
placed on a 1 15/16” shaft running 750 you'll see how simple it is.} 
R. P. M. under a load of 660 Ibs. and Greater than that—Stewart Brons Bearing Metal is the most remarkable 
—- —— wd “ ——— lu- —_ copper-lead bearing metal in the history of the industry. It is a successful 
eee eae ee eee ot ~—s union of copper and lead—never a trace of segregation is found. Will not 


apyrometer inserted in the bearing showed ; este 
a temperature of 1020°F. The shaftwas Score a shaft. Its uniformity is guaranteed. 


red hot, showing that the shaft tempera- Call upon our Service and Engineering Departments for assistance—our en- 
ture was about 1200°F. Upon removing gineers, trained in all phases of bearing requirements, can suggest consider- 
the bearing, it was found it had not yet able savings for you. Jobbers—we have an exceedingly interesting proposal. 
worn in to a perfect fit—the shaft was 
not even scored or the bearing harmed. STEWART MANUFACTURING CORPORATION 
Trailer truck brasses of Stewart Brons 4504-87 Fullerton Avenue Chicago, Illinois 
Metal have given service as high as 5 to For detailed information write the factory direct or 
aed standard practice in railroad use. ‘. — with wre a ne es iceten 
imilar results are being reported continu 30 Church Street 7321 Woodward Avenue 57 Erie Street 
ally from nearly every branch of industry. New York, N. Y. Detroit, Mich. Milwaukee, Wis. 
J. FRANK LANING & CO. E. P. GRISMER 
327 First Avenue 1986 E. 66th Street 
Pittsburgh, Pa. Cleveland, Ohio 


SBrons 
Bearing Meta 


The Perfect Metal for Bearings 








When writing to Advertisers please mention M1LL Suppitgs, 
















ULL QUPPLIES 




















WICKWIRE SPENCER 


WIRE ROPE 
From Ore to Finished Product 























From Wickwire mines in Michigan, across 
the Great Lakes in Wickwire ore boats to the 
Buffalo steel mill, and the process of making 
Wickwire wire rope is begun. 


Selected steel, carefully drawn and tested 
wire and correct construction insure you a 
stock of wire rope that will please your present 
customers and make new friends for your 
business. 
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You can count on 
Wickwire Spencer 
service at all times 


Wickwire Spencer Steel Corporation 
41 East Forty-second Street, New York 


Worcester Buffalo Detroit Chicago San Francisco 
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Michigan Brass Goods: 











Me 
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We Cooperate With Ow obbers 


























If you are one of our jobbers carrying our Brass goods 
on your shelves, you can have the satisfaction of knowing 
that we will not compete with you in your field. We want 
only two avenues of distribution,—the legitimate jobber 
who carries a stock,—and the manufacturer using our goods 
on his products for resale. 


We have been doing business for over forty years and our 
products are well known for their quality and for the house 
that stands back of them. Our catalogue No. 229 de- 
scribes our entire line and our jobbers price sheet No. 
23x03 gives our latest costs to legitimate jobbers. Samples 
for inspection or a call from one of our salesmen on request. 


Michigan Lubricator Company 


Manufacturers of Brass Goods 


Detroit Michigan 
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DIAMOND DISTRIBUTORS 
are Making Money! 


Some of them find Diamond Belting, Hose and Pack- 
ing the Most Profitable of the many lines they handle 


Rubber Products are used by every cus- 
tomer on your list. Therefore you can 
solicit the business with but little extra 
expense. 





l 





Diamond quality is never subject to 


y soit It brings the customer back 
for more. 





| Diamond prices are competitive, enabling 
3 ee Diamond Distributor to get his full 


share of all rubber business in his territory. 


~ Distributor’s percentage of profit on 
4 Nother Goods is larger than on many 


other lines. 


Reasons 


Our advertising and selling organizations 
help Diamond Distributors to build 
profitable business today and for the 
future. 
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why you can 
do the same 





Send for a copy of our catalog, just issued, and . 

: ij 

look the line over for yourself H 

THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio b 
Branches in the following cities, with stocks to draw from: a 

Atlanta Chicago Kansas City New York San Francisco ce 
Boston Dallas Los Angeles Philadelphia Seattle s 


Diamond 


BELTING ~ HOSE ~ PACKING 




















30 When writing to Advertisers please mention M1Lt Supp ies. 




















SELTERSTSSR 
nr herrnaneneee 
PASTE RARSS ohne 







EE ESE NS SN ARO RAIS ee 


tS Seat 


g 
a 


The Recognized Standard 
of Wrought Pipe 


for power, refrigerating, and manu- 
facturing plants;railway, waterworks, 
shipbuilding, mining, oil and gas 
industries ; large buildings, pipe lines, 
and numerous other important pur- 
poses. Ask for ‘‘NATIONAL’’ Bulletin 
No. 1—Characteristics and Advan- 
tages of ‘‘NATIONAL’’ Pipe—of in- 
terest to all users of wrought pipe. 










Remember! There is a 


"NATIONAL PIPE 


For Every Wrought Tubular Purpose 


FE NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


General Sales Offices: Frick Building 
DISTRICT SALES OFFICES 


& Atlanta Chicago Denver Detroit New Ofleans New York Salt Lake City — delphi: i h St.Louis St. Paal 
% PACIFIC COAST REPRESENTATIVES : U.S. Steel Products Co. San Francisco Poland Seattle 
ab EXPORT REPRESENTATIVES: U.S. Steel Products Co. New ¥ York cis 


HERS BEE 


ARSENE Ie 



























When writing to Advertisers please mention M1Lt Supptigs. 








ALL, CQUPPLIBES 



















































































P ll : 
Imestone ulleys 
& 
Fa 
| or Forty Years iy 
he Best |] 
: THE OHIO VALLEY PULLEY WORKS, Inc. 
: MAYSVILLE, KENTUCKY, U.S. A. 
IRENEW GLOBE IRON BODY : 
VALVE—IRON BODY PILOT GATE VALVE 
Steam working pressure Steam working pressure 3: 
up to 150 pounds. up to 100 pounds Fig. 168 5 
UNEQUALLED FOR SERVICE 5 
Cast of a Close Grained Iron of High Tensile ie 
Strength. Disc and Seat Ring of “lrenew” Valve re 
east of Powellium Metal to Resist Corrosion. 4 
Specify “Powell Valves” F 
on Your Next Requisition iy 
to Your Jobber or Dealer. ts 
THE A WM. POWELL Co. : 
aS 
y TG (DEPENDABLE ENGINEERING SPECIALTIES. 4 
CINCINNATI,O. 4 
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GIVING THEM WHAT THEY WANT 

For thirty years Engineering Directory has been 
published, with various changes in form and scope 
in the years preceding its issuance by The Crawford 
Publishing Company—thirteen years ago. The 
Buyers’ Reference Section, cloth bound, has to date 
contained the names and addresses of all manufac- 
turers in the United States of mill, mine, steam, 
plumbing, heating and general industrial supplies, 
machinery and tools, in alphabetical form, as well 
as Classified lists of their products, with trade or 
brand names. 

The Sellers’ Guide Section, a leather bound, pocket 
sized book, has contained lists of jobbers and deal- 
ers in all the above lines, arranged by states in each 
line, and alphabetically by cities, not only in the 
United States, but covering the Dominion of Can- 
ada. This section has apparently served the manu- 
facturers well not only as a mailing list guide, but 
for the use of road representatives, and no change 
in this section is contemplated. 

Radical changes in the Buyers’ Reference Section 
are contemplated in the preparation of the 1924 
edition. In size and general form it will remain the 
same, but a marked improvement will be made in the 





system of classifying products by separating them 
into eight major divisions, instead of arranging 
them alphabetically throughout the book. For in- 
stance, all belting and power transmission equip- 
ment will be found under that heading. Steam, 
water, gas, air and oil supplies will be found segre- 
gated, as will industrial transportation and material 
handling equipment. This system will be followed 
throughout the book, which will hereafter be known 
as Mill Supply Buyers’ Guide. To make this section 
live up to its title, there will be omitted from the 
1924 edition the lines that are handled exclusively 
by the plumbing jobber, such as bathtubs, closets 
and other strictly bathroom equipment. Lines of 
special machinery and boilers, heretofore listed, that 
never were and never could be carried by mill supply 
jobbers, will be omitted. 

For years the buyers’ section has been criticized 
by jobbers and manufacturers because it listed many 
manufacturers who either produced nothing that the 
mill supply dealer stocked, or, if they did so, manu- 
facturers refused to deal with the jobber or protect 
him in the business built up. As this section was 
admittedly published for these wholesale buyers, 
appealing for its support to manufacturers who 
desired to sell these distributors of all industrial 
supplies, the publishers have been compelled to 
admit the justness of these criticisms, and will in 
the forthcoming edition prove we have heeded their 
criticisms and demands for a change. 

While it is admitted there will be in the 1924 
edition errors of both omission and commission, the 
publishers of MILL SUPPLIES and the directories 
have but one purpose, and that is to truly serve the 
manufacturers and distributors of industrial ma- 
chinery, tools and supplies in a co-operative sense. 

MILL SUPPLIES stands firmly and broadly on a 
platform of belief in the efficiency and economy of 
distribution through the 2800 jobbers of and deal- 
ers in industrial supplies in this country, and its 
publishers now thoughtfully and willingly obey the 
mandate of its supporters in reorganizing and re- 
vising the buyers’ section of the directory. There 
is not only hope, but belief, that future editions will 
fully meet your every requirement. 

At the recent triple convention of the three mill 
supply associations in Cincinnati, the subject of 
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jobber support of manufacturers who refused to 
play the game with them, received more attention 
than usual, with sentiment crystalizing in favor of 
a policy of either compelling manufacturers to give 
a living discount to the recognized dealer, with ter- 
ritorial protection, or to cut them out entirely as 
‘sources of supply. To none of these jobbers did this 
mean that manufacturers should adopt a policy of 
dealer distribution alone, but only that in territories 
where he sold the jobber, he should refrain from 
selling the consumer direct at the same or lower 
prices than he gave to the jobber. That seems like 
a reasonable demand, and one not difficult to grant. 








“SQUANDERING GOOD WILL ABROAD” 

That is the title of a constructive piece of liter- 
ature recently sent out from the Department of 
Commerce, written by Julius Klein, one of Secretary 
Hoover’s most able assistants. As director of the 
Bureau of Foreign and Domestic Commerce, Julius 
Klein occupies a position giving him an unexampled 
opportunity to feel the pulse of both foreign and 
domestic commerce, and business men generally 
should give heed to his conclusions, advices and 
warnings. The keynote in the warning to Amer- 
ican exporters is sounded in this statement: 

““An old abuse, so costly in the past to American 
prestige abroad, is again creeping into our export 
trade. Under the allurements of domestic boom 
conditions many of our manufacturers are showing 
increasing apathy to the legitimate requests and 
orders of foreign contacts, whose patronage they so 
carefully solicited during the past few years. The 
sound policy of definite allotments for export is 
now ignored in far too many cases. Unless this dis- 
loyalty to firmly established foreign contacts is 
promptly overcome, American commercial prestige 
and good will abroad is likely to suffer serious 
damage.” 

Our commercial attache in London has recently 
been informed by a strong group of British ex- 
porters, that they are through with their American 
connections—weary of being accorded service and 
goods only when it suited the market convenience of 
American manufacturers. Those who attended the 
recent conventions of mill supply associations in 
Cincinnati, and were fortunate enough to hear 
Charles W. Beaver, of the Yale & Towne Manufac- 
turing Co., address the manufacturers on our 
foreign trade, will recall that he gave a warning to 
our exporters direct!y in line with that quoted from 
Dr. Klein’s article. Mr. Beaver’s company allots a 
certain percentage of factory output to take care of 
foreign customers, and regardless of domestic pres- 
sure or seductive domestic prices, fills the foreign 
quota. When the reverse is true, and foreign con- 
nections are severed because of unusual home mar- 
kets, not only are loyal foreigners, who have labored 
for years to build up a business, left stranded, but 
a serious blow is dealt to the basic integrity and 
good faith of American business men. Our foreign 
friends remember their treatment long after the 


matter is forgotten here, and the facts are used by 
our foreign trade rivals in endless repetition of our 
unreliability and business selfishness. 

Presumably every business man in this country, 
whether manufacturer or exporter, now realizes 
the value and necessity of our foreign trade. 
Our production in many cases is far greater than 
our ability to consume, so we must sell the surplus 
abroad. During the war, and for a long time there- 
after, our annual foreign trade balance was in our 
favor to the tune of billions, but in April this coun- 
try imported goods costing $41,000,000 more than 
the value of our exports, and in May the excess of 
imports over exports was $51,000,000, with the bal- 
ances against us steadily increasing month by 
month. For the first four months of this year our 
imports exceeded our exports by $139,894,359. With 
foreign countries owing us billions of dollars, and 
unable to pay in gold (we already having much more 
than our share), it seems a matter of congratulation 
that Americans have at last realized that our credi- 
tors must be allowed to pay us in ways that are pos- 
sible, meaning in goods, or in services that they can 
render. A bankrupt creditor is an exceedingly poor 
asset. Treating him rough is poor business, if 
nothing less. Our British friends learned the for- 
eign trade game before we knew by experience what 
the word meant, and are today reconstructing their 
war-shattered industrial and commercial life with 
wisdom and patience, so that we can ill-afford to go 
on “squandering our good will abroad.” 





WARNING TO BE HEEDED 

The note of warning which N. A. Gladding, vice- 
president of E. C. Atkins & Co., sounded in his con- 
vention remarks at Cincinnati, against the growing 
power of certain statistical disseminating organiza- 
tions in this country, is a timely one. The wide- 
spread growth of the tendency of business men to 
study statistics on general conditions is commend- 
able, but when certain statistical sources have 
reached the point where the personal deductions of 
one man are influencing millions, it is not difficult 
to realize that Mr. Gladding is not far from right in 
picturing these organizations as one of the most 
dangerous monopolies in the United States. 

Statistics are necessary to the proper conduct of 
business, but they should be used only as the basis 
for individual deductions by business men. Mr. 
Gladding’s belief that ‘one man’s guess is as good 
as another man’s,” is true in a general sense. It is 
not difficult to foresee that a single organization 
whose views are adopted as “Gospel truth” by hun- 
dreds of thousands of business men, might easily 
become a bearish figure in our business life. 

A prominent educator recently advanced the view 
that schooling should end in the primary schools, 
and that education should begin in the colleges, and 
that when that educational process begins the ulti- 
mate aim should be to make the student take facts 
as a basis and from them form his own opinions. 
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In other words, the student should be taught to 
think, and not to accept the views of any one pro- 
fessor, or any one school of thought. 

This same principle may well be laid down for 
business men. They should learn to take the facts 
as laid before them, and then not be influenced 
entirely by what one man or one group of men 
believes. Conditions applicable to the nation may 
not apply to local communities, and what governs a 
mill supply organization selling in the national mar- 
ket does not necessarily have the same governing 
principle for the dealer whose territory does not 
extend beyond his own community. 

If business men allow their personal opinions to 
be subordinate to the opinion of a statistician, we 
are soon going to arrive at a point where that 
powerful dictator can instill optimism or pessimism 
into the business world at will, work the stock mar- 
ket up and down at about his own desired schedule, 
and play havoc with the stability of the nation’s 
business. 





OVERLAPPING TERRITORIES COSTLY 

One of the big problems of the machine tool indus- 
try, in which the dealer is vitally interested, is that 
of overlapping territories. It is to be one of the 
subjects of study by the conference committee of the 
Machine lool Section of the National Supply and 
Machinery Dealers’ Association. A solution will 
undoubtedly prove a big money saver, not alone for 
the manufacturers and dealers, but eventually for 
the consuming public, for savings in selling costs 
would be reflected in the selling price. This portion 
of the conference committee work alone constitutes 
a gigantic task, for it means a survey of the entire 
United States. 

To illustrate one way in which the present system 
of overlapping territorial assignments causes an 
unjustifiable pyramiding of selling costs, let us con- 
sider that a prospect for a machine tool in Erie, Pa., 
enters the market. Let us suppose that this terri- 
tory is covered by machinery houses in Buffalo and 
Cleveland. The representative of the Buffalo house 
may be offering the same machine as the representa- 
tive of the Cleveland house. Each makes his sales 
calls. Then, perhaps, the Buffalo man decides to 
call in the assistance of one of his manufacturer’s 
representatives. <A little later, the Cleveland man 
does likewise. Trips to and from both Buffalo and 
Cleveland by representatives of both houses to help 
along the salesmen on the ground, all add to the 
expense of the sale. Sometimes it is possible that 
some house in still another territory is after the 
same prospect. It is easy to appreciate that by the 
time the sale is made the fortunate dealer has cut 
down his share of profit, and the total expense of all 
involved may easily have been as much, or almost 
as much, as the profit on the sale. 

In the automobile field, there has been in existence 
a widespread policy of dividing the territories in 
such a manner that it is not to the advantage of the 
dealer to go into the other man’s territory, for if he 
does, he must give over either the whole or part of 
the commission on the sale. It operates to the dis- 





tinct advantage of the dealers as a whole, for it 
assures them of the benefits of their work in their 
respective territories. 

This question of split commissions is one that 
must be solved in connection with the territorial 
arrangements in the machine tool industry, but as in 
the broad problem, it cannot be a solution based on 
arbitrary decisions. 





HENRY FORD FOR PRESIDENT 

There are undeniably some very level-headed men 
in this country who would be willing to see Henry 
Ford president of the United States, and there lies 
the danger. Ford has made a remarkable success 
of his automobile business, and is reported to have 
more ready money than has any other man in the 
world, and would be a serious factor in any political 
race because of his appeal to a class of malcontents 
in this country who are against all existing govern- 
ment, against “Wall Street,” against the army and 
the navy, and in favor of an international code that 
not one of them understands or even dares to try to 
interpret in anything even approaching definite 
terms, however wild. 

No man dares attempt to outline what Ford’s 
stand would be on any national or international 
question that might arise, because Ford himself does 
not know. But from his past it is fair to assume 
that in case we were in danger of attack from any 
foreign country, Ford would send out a peace ship, 
possibly commanded by some distinguished socialist, 
to meet our enemy’s war ships, and by conversation 
convince them of the error of their ways. If in 
trenches, he might disband our army and expect the 
enemy to retire when he gave the signal. 

Because he is a poor little rich man, coming from 
ihe ranks, he is more dangerous than La Follette, 
Berger, Debs or a Sockless Simpson. He is piling 
up millions at a speed never before known, but has 
shown no disposition to dispose of any of it to alle- 
viate suffering in either this or any other country. 
Starving millions in Russia do not appeal to him. 
Tuberculosis, paralysis, hookworm, goitre and other 
diseases may rage in this country, but Ford is not 
sufficiently interested to spend any of his fast-in- 
creasing millions to aid in preventing them. Ford 
has never been mildly enthusiastic over the gold 
standard in this country, the standard that keeps 
all our dollars worth one hundred cents, and this 
despite the disastrous experience of Russia, Ger- 
many, Austria and other foreign countries as a 
result of inability to maintain a proper ratio between 
gold reserves and currency issues. 

The brightest spot in the political sky is Ford’s 
statement that he is too busy making automobiles 
and tractors to monkey with politics, and that any- 
way he does not want to be president. Just like 
that. The danger is, naturally, that someone may 
say something to make Henry Ford angry, and then 
he might change his mind, invite the presidential 
lightning to strike, throw a month’s profit into the 
game, and start something that would resemble a 
riot. Add that to our income taxes, daylight sav- 
ings and the Volstead proposition, and life would 
be hardly worth living. 
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Novel Price Book Has Proved a Big Time-Saver 


San Diego Jobber Has Developed an Efficient System of Indexed 
Cards Which Has Resulted in Solution of a Business Problem 


W. H. FRASER 
Vice-president, Machinery, Pipe & Supply Co., San Diego, Calif. 


I have read with interest many letters from contrib- 
utors to MILL SUPPLIES, and feel that I have gained some 
points that have helped me materially in my business. 
We have had a problem in our busi- 
ness on which we have been working 
for a long time in order to effect a 
betterment, and we believe that we 
have now solved it. With a view of 
bettering conditions generally, we are 
passing this information along to 
those who may be interested. 


ing a 


Our problem was to develop an effi- 
cient method of pricing to be used by 
our price clerk. The price book such 
as is carried by our salesmen is not 
efficient when used by a price clerk, as 
will be generally agreed. The card 
system that many of us used in days 
gone by is not efficient, because it 
means the getting out of an entirely 
new set of price cards for but one or 
two men. 


Diego, of 
Mr. 


have proved 

In studying the various possibil- 
ities of different systems, we experi- 
mented with the Acme system of 
indexing, and after considerable use have found it most 
satisfactory. Our price clerk uses a frame-work supplied 
by the Acme people and containing three long holders, 

















W. H. FRASER 


or leaves as they call them. On either side of each leaf 
are the wire frames for holding the cards. 

In place of putting our prices on these cards, however, 
we take a regular price sheet such as is issued to all of 
our salesmen. This sheet is about 514,x9 inches long. 


By punching two holes in the top of this sheet and fold- 


The novel system for maintain- 
price clerk’s book, 
scribed by W. H. Fraser in the 
accompanying article, has proved 
a great time-saver im the office 
of the Mlachinery, Pipe & Sup- 
ply Co., 200 Ninth street, San 
which 
Fraser is 
This information is passed along 
to readers of MILL Supplies in 
the belief that it may prove the 
solution of the problem in other 
mill supply houses. 
that other readers will follow 
Mr. Fraser's example by sending 
in descriptions of systems which 
money-savers in 
their own business. 


ing it over, it hangs nicely between the cards. It is very 


easily attached and as easily removed. 


The bottom of the card, then, on which this rests, is 
indexed with the articles on the sheet. 
The back of the card is also indexed, 
so that, in throwing the cards in 
either direction, a complete index of 
each page is always in front of the 
price clerk. 

If the price sheets are gotten out 
in our office, and if both sides of the 
sheet are to be used, we simply in- 
vert one sheet in our carbon copies 
so that it can be turned from the 
bottom up rather than from right to 
left, thereby enabling us to read 
down the sheet as is proper. 


de- 


organization 
vice-presiden t. 


If cost sheets are kept separately, 
they can be placed in the same index 
and the two sheets are covered by 
the one index. If any special perma- 
nent information regarding an article 
is desired, it can be written on the 
card, which, of course, remains per- 
manently in the file. 

The advantages we have found in this system are, first, 
that the price clerk can actually save about 25 per cent 
of his time in pricing charges; second, we can use 
exactly the same system in getting out our price sheets 
for all of our salesmen and our price clerk; and third, 
we can accomplish the entire transaction with very little 
initial expense. 

It is obvious, of course, that any size price sheet one 
may desire can be used and the cards cut to suit the 
price sheet. 

Should any of your subscribers desire any more 
detailed information on this, I will be most pleased to 
give it.” 


It is hoped 
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A Difference of 450,000 


When referring to German marks the difference of 
one figure more or less does not affect the total involved 
to any great extent, but when the number refers to good 
American dollars, or of the total distribution of a com- 
pany’s product, one figure does make a great deal of 
difference. The typographical omission of one cipher 
in the advertisement of the American Injector Co., 
Detroit, in the June issue of MILL SUPPLIES, misrepre- 
sented the extent of that company’s sales of injectors 
by nearly half a million. It was intended to state that 
there are 500,000 satisfied users of U. S. automatic in- 
jectors, so well distributed through the industrial world 
as to make them a profitable line for any jobber, who 
would find a steady demand for repairs and replace- 
ments. The typographical error in the number made it 
appear that there were only 50,000 U. S. injectors in 
use. It is hoped that everyone who received a wrong 
impression from the advertisement will have it corrected 
by reading this explanation. 
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Personality Is Big Factor in Machinery Sales 


Investigation of Systems in Vogue Among Dealers in This 
Country and Europe Shows That They Have Much in Common 


GEORGE R. WOODS 


I recently had an opportunity to see the systems used 
by six or eight of the leading American machinery and 
supply dealers. These systems were most interesting 
when contrasted with those employed by the two large 
European machinery and supply houses with which I 
have been connected for the past twelve years. 

When you ask me to particularize and point out 
wherein any one system is better than another, or what 
composite system built out of all of 
them would be the best, I cannot make 
definite statements. Every system 
that I have seen has usually been suit- 
able for the particular business and, 
with modifications, could be used in 
any other business. However, when 
you analyze a sales organization, you ideas to 
find that the outstanding factor 
which surpasses all others in impor- 
tance is the character of the leader- 
ship. Selling is such a personal mat- 
ter that it cannot be standardized in 
the selling of engineering products— 
otherwise it might very easily be put 
on a Piggly-Wiggly or Woolworth 
basis. One thing usually found in 
every large machinery and supply 
house is that it is founded by one or 
two unusually strong personalities, 
men having some of the characteris- 
tics of our pioneer developers and em- 
pire builders. In fact the big ma- 
chinery and supply houses, it seems to me, have all been 
built up by men of the pioneer type, men of vision and 
men who had many of the attributes of James J. Hill, 
Lord Strathcona and Cecil Rhodes. You find the same 
observation true in Europe where the leading houses 
have been built up by men who foresaw the possibilities 
for high grade American metal working machinery, over- 
came the inertia of European shop practices and intro- 
duced American methods. These vigorous spirits who 
built up the machinery houses were men of courage, and 
very early in their business practice saw the advantage 
of carrying large stocks. From this they developed the 
practice of putting machines under belt, conducting dem- 
onstrations, having specialized salesmen and all the other 
attributes found in every high powered sales organiza- 
tion. There is one point more on this phase of the sup- 
ply business which resulted from the commanding per- 
sonalities engaged in this trade. So strong were the 
personalities of these men and so great was the mag- 
netism that they possessed, that they gained and held the 
confidence of the suppliers as well as the customers in 
their territory, and became industrial leaders and prime 
factors in the development of their section of the country. 

When it comes to comparing system with system, we 
find a great deal in common whether the house is in 
Europe or in America. The different mentality of the 
buyer in Europe results in quotations and propositions 
of double the detail that we find in America, but that 
is simply the right kind of salesmanship for that kind 
of customer. Then too, in Europe, the competition is 
three to four times what it is here. In other words, any- 


Some months ago George R. 
Woods wrote to a dozen of the 
leading machinery dealers in the 
United States for an outline of 
their systems in order to secure 
incorporate in the 
European system of R. S. Stok- 
vis & Sons, Inc., for which com- 
pany he is American manager. 
Mitt Suppties recently learned 
of this investigation and asked 
Mr. Woods if he would con- 
tribute an article, outlining some 
of the results of his survey. His — men. 
reply, which he characterizes as 
an “informal treatment” of the 
subject, stresses the importance 
of the character of leadership in 
a machinery sales organization. 


one quoting on an American machine must be familiar 
not only with all competing American tools, but the 
leading competitors in England, Germany and France 
who have their agents also on the deal. In brief, the 
European buyer takes more meticulous care about his 
purchasing than the American buyer and forces the 
dealer to maintain a higher standard in preparing his 
quotation and his catalog. On the other hand, we find 
the European dealer recognizing just 
as well as his American brother that 
successful selling depends upon quick 
quoting after the inquiry is received, 
and this rapidity of quoting is some- 
thing found in the better houses here 
as well as in Europe. Many ways 
have been developed to meet this de- 
sirable method, and the most effective 
that we have seen practiced anywhere 
is that of having expert quotation 
clerks in the office who send out quo- 
tations based on the daily mail re- 
ports received from the salesmen or 
on telephone requests from the sales- 
Other sales activities such as 
intensively canvassing a_ territory, 
generously distributing catalogs and 
other obvious selling necessities, are 
recognized by all dealers who all have 
the same recognition of the value of 
the work, although some are more 
competent than others in carrying out 
this practice. 

The mechanics of a sales organization, such as the 
cataloging, quoting and order handling have been worked 
out in a simple and satisfactory fashion by nearly all big 
dealers, and there is considerable similarity in the sys- 
tems we have seen. One large American dealer has an 
exceedingly effective way of handling his orders. At 
one operation on a billing machine he typwrites an ac- 
knowledgment, factory order, a customer’s invoice and 
the copies needed in his own accounting and shipping de- 
partments. Systems such as this, of course, are based 
on considerable volume and are in themselves pretty ob- 
vious, and would be adopted automatically by every dealer 
whose business reached proportions that warranted such 
a system. Other practices that are not so common but 
have been found effective, have been the establishment 
of a master catalog file, using the ordinary letter size 
cabinet, the catalogs being fastened in heavy folders. 
All filing is done numerically with an alphabetical card 
index. This numerical filing has an advantage in giving 
quick detection of any missing catalogs. Labels are 
placed on the folders so that they are recognized as be- 
longing in the master catalog file, in order that they 
may not be used personally or given away to customers 
without an obvious violation of the office rule. A sim- 
ilar system has been found profitable in the filing of 
price lists which are kept in folders in a master price 
list file, which is the final authority on all questions of 
price, discount and delivery terms with all manufactur- 
ers. In this folder abstracts from the manufacturers’ 
letters are filed so that actual reference to the authority 
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Standards of Practice 
of A. B. P. Papers . 


The Associated Business Papers, Inc., includes in its membership 
the most important business publications in practically all indus- 
trial and vocational fields. The members of the A. B. P. have ded- 
icated their best efforts to the cause of business and social service, 
and to this end have pledged themselves to abide by the following 
standards of practice— 





1. To consider, first, the interests of the subscriber. 


ERE EE eS ce 


2. To subscribe to and work for truth and honesty in all 
departments. 


SRE VIR 


3. To eliminate, in so far as possible, his personal opinions 5a 
from his news columns, but to be a leader of thought in his 
editorial columns and to make his criticisms constructive. 


4. To refuse to publish “puffs,” free reading notices or paid 
“write-ups”; to keep his reading columns independent of 
advertising considerations, and to measure all news by this 
standard: “Js it real news?” 


CRORE ETE i 
GaN ih wey eae 


ow 


To decline any advertisement which has a tendency to 
mislead or which does not conform to business integrity. 


6. To solicit subscriptions and advertising solely upon the 
merits of the publication. 


7. To supply advertisers with full information regarding 
character and extent of circulation, including detailed cir- 
culation statements, subject to proper and authentic veri- 
fication. 


8. To co-operate with all organizations and individuals en- 
gaged in creative work. 


9. To avoid unfair competition. 


10. To determine what is the highest and largest function of 
the field which he serves, and then to strive in every legiti- 
mate way to promote that function. 


The entire membership of the Associated Business Papers, Inc., 
has its circulation books, orders and cash audited by the Audit 
Bureau of Circulations. Every advertiser knows, therefore, exact- 
ly what circulation he is buying—and knows, too, how that circula- 
tion was obtained. 
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MILL SUPPLIES is a member of the Associated 
Business Papers, Inc., Audit Bureau of Circulations, F 
and Chicago Business Papers Association. 
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for any statement is possible, without going to the reg- 
ular correspondence file where all letters from the man- 
ufacturers are kept regardless of whether they refer to 
prices or not. 

You have asked me especially about the systems used 
by European dealers, but I find that selling is selling 
the world over, and the European practices are very 
much those of Americans, with the exceptions above 
mentioned, which are due to the characteristics of the 
customers and the nature of the competition. 

I find that the point of following up quotations has 
not been mentioned. On this score the best system I 
have seen has been developed by an American dealer on 
the Pacific Coast, who provides his salesmen with a loose- 
leaf book with a page for each customer, with a provi- 
sion on each page for each day in the year so that the 
salesmen can automatically check themselves up, and the 
boss can check them up by going over the book and 
looking at the symbol in the daily division showing the 


What Makes Order Binding 
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result of the salesmen’s calls. This warrants slight ad- 
ditional comment to the effect that routine memoranda 
made by salesmen or anyone can be simplified a great 
deal if symbols as developed by Frank T. Gilbreth, the 
well known American engineer, are employed. In this 
way a simple shorthand system is used instead of the 
lengthy longhand system. 

In conclusion, I have found that the mechanics of a 
machinery house comprise principally the preparation of 
catalogs and circulars and other printed matter, all of 
which is pretty well standardized; secondly, the devising 
of a system for precision and rapidity in quoting; thirdly, 
a system for recording orders and the ensuing details of 
the transaction. The rest of the business is sheer per- 
sonality. Until the day when humans are standardized 
and become universal robots the selling of machinery and 
supplies will still remain a sporting and adventuresome 
proposition, where individuality will still predominate 
and have a chance to reap the reward for its efforts. 


Explanation of Legal Status of Acceptance of a Quotation by a Buyer 
ELTON J. BUCKLEY 


I think perhaps I should write something making clear 
the legal status of the acceptance of a quotation by a 
buyer, where the acceptance contains stipulations or 
terms which were not in the seller’s quotations. The 
point is when does such an acceptance become a contract 
which will bind the seller. 


A thousand times a day a seller, by request or not, 
submits a quotation to a buyer. The buyer writes or 
sends a form accepting it, but in his acceptance various 
conditions are included which were not in the seller’s 
submission. The seller receives this and does nothing. 
Is he bound to do anything? He is not, though a great 
many buyers wrongly believe otherwise. The acceptance 
of a quotation sent in this manner is not the final closing 
of an order, it is merely an offer made to the seller to 
buy on certain terms. If the seller accepts the terms, 
and so notifies the buyer, there is a contract which binds 
both parties. There is no contract, however, until 
specific acceptance by the seller of every condition which 
the buyer or the purchasing agent has newly introduced 
into the transaction. 


Sometimes the terms and conditions which a buyer 
puts in his acceptance are changes or modifications of 
conditions in the seller’s offer, and sometimes they are 
brand new. In either case if they go beyond the strict 
terms of the seller’s offer they must be accepted by the 
seller before there is an order. Merely doing nothing 
is not an acceptance and no court would hold that the 
seller who received such an acceptance in silence and 
continued to be silent concerning it, had tacitly accepted 
it, any more than a buyer who pays no attention to an 
offer of a seller can be held to have accepted it. There 
must be an absolute meeting of the minds at every point 
before there is a contract or a valid order binding both 
seller and buyer. 

I remember a recent case in which a seller quoted a 
buyer certain merchandise, but said nothing about ship- 
ment. This would mean under the law prompt shipment, 
which is shipment within a reasonable time. The buyer 
wrote accepting, but included this additional provision, 
“Shipment 100 cases first half of January, balance first 


half of February.” Under the existing conditions this 
was not prompt shipment. The seller having another ac- 
ceptance in exact accord with his offer, ignored the first 
one and did not answer it. Almost immediately after 
this the market advanced, and when the time came the 
first buyer made demand for the goods and sued for his 
damages, when the seller refused to respond. The court 
held that there was no contract; the first man to whom 
the goods were offered had merely said in substance to 
the seller, “I will take your goods if you will ship them 
in such and such a way.” The seller had not replied and 
his failure to reply was tantamount to a refusal. There- 
fore the minds of the parties never met, and there was 
no sale. 

There are other cases which also hold that some such 
answer by the seller, as “Your order of date is 
received and will have our attention,” is not an accept- 
ance, it is merely a statement that ‘‘we will consider the 
matter in due course.”” Unless there is a further specific 
acceptance by the seller and a promise, express or im- 
plied, to fill the order on the precise terms stipulated by 
the buyer in his acceptance, the seller is not bound. If 
the seller writes, “Acknowledge receipt of your order 
of 6th inst. for 100 gross No. 3s, which will be shipped 
from our Cleveland branch within ten days,” he has ac- 
cepted the buyer’s stipulations, no matter how widely 
they differed from those which the seller made originally. 

In a nutshell, the point is that if in accepting a quota- 
tion you depart even one iota from the original sub- 
mission, you must get the seller’s agreement to the 
changes you have made or you have no order. 


- —4eor 


Iron Ore Tax Constitutional 

The United States Supreme Court has declared con- 
stitutional the tonnage tax levied on iron ore by the 
state of Minnesota. The law imposes a tax of six per 
cent on the value of iron ore at the mine, after all 
deductions are made for cost of mining. It is the first 
tax of its kind imposed on iron ore in this country. It 
is estimated that the tax will mean a levy of nearly 
$5,000,000 annually on the producers. 
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Ball and Socket Iron Drop Hangers 


Strong — economical 
easy to erect — perma- 


nent alignment. 











‘Th 


_228 6a — wae - 








Guaranteed by Dodge 
quality—recognized for 
over forty years. 


A quality line attracts 
quality trade— 


No matter what the conditions of service may be you can recommend 
the Dodge Ball and Socket Hanger as having all of the features of great 
strength, ease of erection, alignment and economy of power necessary 
to meet the most exacting requirements. 


Many years of successful performance—all of the prestige that has 
made Dodge the recognized leader in the power transmission field will 
help to establish your store as the headquarters of quality products when 
you stock the Dodge line. 


Interchangeability of bearings and frames reduces your stock invest- 
ment—Dodge service through fourteen branch warehouses and immense 
factory stocks backs your offer of prompt shipment to your trade. 


Connect with a leader—write for proposition. 


DODGE MANUFACTURING CORPORATION 


General Offices: Mishawaka, Indiana. Works: Mishawaka, Indiana and Oneida, N. Y. 


° ae ‘ Sn iat UNE. — 4 ; >itts sae : 
Dodge Ring Oiling Bearing New Yorl Chicago Philadelphia Boston Pittsburgh Cincinnati Atlanta 


St. Louis Minneapolis Seattle San Francisco Newark Houston 
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These features 
help sales 


1. Will maintain bal- 
ance and running 
truth under all con- 
ditions. 


2. Rim turned, ground 
and polished. 


24X8 — 
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3. Interchange- I 
able bores and CI? 
bushings to fit, all 
sizes of shafting 
within its range. | 
4. Rim fractured, Le 
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Stock this pulley—it is easy 
and profitable to sell 


A complete stock of standard splits can be stocked at only a moderate in- 
vestment. Successful performance of the pulleys in thousands of large plants 
plus consistent advertising means easy selling, frequent turnover and steady 
profit. 

Fourteen branch warehouses backed by a large factory stock of all sizes 
carry the big burden for you. This perfected distribution enables you to offer 
exceptional service to your trade. 

Now, when demand is on the increase you should stock standard splits 
because of Dodge facilities for quick delivery and because Dodge advertising 
and Dodge prestige makes this line the easiest and most profitable to sell. 


Write for dealer proposition. 


DODGE MANUFACTURING CORPORATION 


General Offices: Mishawaka, Indiana. Works: Mishawaka, Indiana and Oneida, N. Y. 


New York Chicago Philadelphia Boston Pittsburgh Cincinnati Atlanta St. Louis 
Minneapolis Seattle San Francisco Newark Houston 
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PYROMETERS—CLOCKS 
SPEEDOMETERS 


Instruments of Precision 


Every endeavor of mankind, whether it be under, on or above 

the earth or sea calls for the use of some sort of measure- 

ments, calls into play instruments of precision, more or less. 

Many manufacturers devote their entire energy to the manu- 
facture of these instruments—and practically all of 
them find aid and comfort in using 


“sate SAND BLAST 
PATENTED 
CONTINUOUS FEED 
Most all metal parts need sand blasting—some for 
cleaning purposes, others to quicken the plating 
process and still others retain the sand blast effect as 


a mat or satin finish—whichever they select, they are 
all in accord in recommending the sand blast process. 
BRISTOL — SETH THOMAS — VAN SICKLEN 
Makers of thermometers, clocks, speedometers to 
mention but a few—but others from 
every line of manufacture— 










HARDWARE ALUMINUM JARS 

NAME PLATES SILVERWARE 
BRUSHES CASKETS 
GAS FIXTURES ELEVATORS 
GLASSWARE BUTTONS 
CAMERAS MACHINERY 
COMBS GEARS 
ELECTRIC BULBS FIREARMS 
MEDALS BAG FRAMES 
DIES AND TOOLS SUSPENDERS 
JEWELRY TELEPHONES 
SKATES ELECTRICAL GOODS 

There are no weaknesses in these ma- NO MATTER WHAT YOU MAKE 

chines—They’re simply constructed so s ' 

they can’t get out of order—We can fit The sand blast will cut down the work necessary to make it 

any line of manufacture — Just tell us —that is why all these lines of trade use them; they have 


what you make and how much. tested—now you can do the same. SEND SAMPLES. 


LEIMAN BROS. < 
NoszLess ATR PUMP 
Used by manufacturers in every line and for all sorts of pur- 
poses— 





They take 
up their 







AGITATING PLATING SOLUTIONS means quicker 
and more durable plate. 


SAND BLASTING can be done only with a positive pres- 
sure blower—no other kind give satisfaction like Leiman 
Bros. 


HEATING WITH GAS or OIL for forging, hardening, 
annealing, soldering, brazing, preheating, glass bending, not 
to mention a host of uses in connection with vacuum or air 
pressure operated automatic machines such as bottle fillers, 
printing press feeders, gatherers, mailers, addressers, label- 
lers, banders, etc. 


POSITIVE STEADY VACUUM or PRESSURE 


LEIMAN BROS. Manufacturers NEW YORK 


60-62 Lispenard St., near Broadway & Canal St. 
MAKERS OF GOOD MACHINERY FOR 35 YEARS 
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There is a Japanese proverb to 


the effect that “Luck hovers 
around the house of smiles.” 

Some wise anatomist has made 
the discovery that it takes 65 
muscles of the face to produce a 
frown, and only 13 muscles to pro- 
duce a smile. That is a _ fact 
worthy of some consideration. 
Some of us go through life weary- 
ing 52 more muscles to make 
glooms and business joy-killers of 
ourselves than would be needed to 
make ourselves pleasant, agreeable, 
companionable. 

There is always a welcome for 
the man who is known as a cheer- 
ful, happy minded fellow, ready 
with his smile and good cheer, and 
always inspiring good feeling 
among the folks he meets in busi- 
ness or otherwise. He is the kind 
to make people glad he came. 

When I see the faces some trav- 
eling salesmen bring into the 
offices of the men whom they want 
to interest in their products, I 
wonder that they ever get farther 
than the office boy at the gate or 
the girl at the “information” desk. 
The natural inclination must be to 
send such men on their way, to tell 
them the buyer is out, or busy, or 


something. When a man comes in 
with a grouch do we naturally 


want to do all we can to help him? 
To help him out again quickly? Yes. 
To help him to see the buyer. No. 

The office employe who stands 
between you, the mill supplies 
salesman, and the buyer you want 
to reach, is going to be influenced 
and impressed by your manner. It 








By Frank Farrington 
il Rights Reserved 


Let Your Motto be “Cheerio!’’ 
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the kidding, is the courteous, pleas- 
ant manner; the happy optimism 
of the man who obviously is feel- 
ing good. The smile that is not a 
smirk, the optimism that is not 
forced but that plainly comes from 
the belief that ‘“God’s in his 
Heaven, all’s right with the world,” 
are what warm people’s hearts 
toward a man. 

There may be buyers toward 
whom you have learned to show 
only the serious side, because that 
is what they prefer, but you are 
not selling to the office girl. What 
you seek to do in her case is to — 
make her feel friendly toward you, 
and you will never accomplish that 
by presenting a solemn counte- 
nance, a sour face. Of the two it 
is better to be solemn than silly, 
but why be either? 


Your position with reference to 
the buyer is that of trying to inter- 
est a busy man enough so that he 
will lay aside other business for 
the time being and give up some 
moments to you. You are prob- 
ably, in many instances at least, 
running counter to his  inclina- 
tions. At the outset he does not 
care anything about seeing you. 
You are very likely going to try to 
get him to do something he does 
not want to do. It is reasonable 
enough to believe that it will be 














FRANK FARRINGTON 


Frank Farrington has for more than | 
twelve years written articles on sales- | 
manship for MILL SUPPLIES, and never 
missed an issue; that says something for 
his depe ndability and energy. 

We have many evidences that our read- 
ers have approved of and enjoyed these 
articles all the time, and that says some- 
thing for their fine, discriminating taste. 

The editors of MILL SUPPLIES have 
read the articles with more interest, and 
gained more points on selling than ob- 
tained from any other similar articles, ! 
and that says something for our willing- 
ness to learn. 





There is more slush and pure bunk harder to get a Perens to feel an 
written on the subject of salesmanship | interest in you and in your propo- 
than on any other, save alone the Vol- | sition, or to show a willingness to 
stead Act, and that says something for | 


listen to you when you are the liv- 
ing image of the Grouch devil than 
ae when you radiate good feeling. 

The first sale you have to make 


American patience. 














is worth while to create a good impression right then 
and there. The subordinates and the employes surround- 
ing the buyer can help or hamper your efforts at selling 
to that concern. When smiles and agreeable manner will 
line them up on your side, what excuse for anything less 
than the best you can give? 

Right here is where some salesmen make the mistake 
of thinking that being cheerful and good natured, agree- 
ably happy minded, toward the office girl means jollying 
her, kidding her. They think that all girls in such posi- 
tions want to be “kidded.” Well, there are a few who 
seem to prefer that treatment, but the one successful 
method, successful even with those who take kindly to 


to the prospect is the sale of yourself. You need to sell 
him on your presence; interest him in feeling that he is 
willing to give you a chance to talk to him. Your per- 
sonality has a great influence at the beginning. Later 
on he might forget all about what you are like, after you 
have him interested in the line you sell, but at first he 
regards you personally, and you attract or repel by your 
manner. How can you attract if your countenance is 
that of an undertaker at a funeral? 

Doesn’t a cheerful personality influence you favorably ? 
Don’t you know that you cheer up and feel better if, 
when you take a seat in the hotel dining room after a 
day of discouragements, you are waited on by a waitress 
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Price tion PRICE 
Ye-inch Portable Electric Nei] | s 82 | $7 |$ 75 
V4-inch Portable Electric Drill | $100 | $10 | $ 90 
5%-inch Portable Electric Drill) $105 $10 | $ 95 
%e-inch Portable Electric Drill) $105 $10 | $ 95 
7%-inch Portable Electric Drill) $125 $15 | $110 
No. 1 Electric Screwdriver...... $ 65 $17 |$ 48 
No. 2 Electric Screwdriver...... $80 | $12 |$ 68 

















in price earlier in the 





Old 


Price 





1/,-inch 


Portable Electric Drill} $39 





14-inch 


Special Port. Elec. Drill) $85 





Bench Drill Stand ___............. $33 





Post Drill Stand . 


we 











6-inch Electric Bench Grinder} $56 








Rion’ | PRICE 
$11 | $28 
$17 | $68 
$5 | $28 
$4 | $32 
$18 | $38 











uckis quality has been maintained in spite of the reductions; 
ts have been made which make these tools better than ever. 
le p ible by reason of the ever increasing demand for Black 
ic uh is increased our volume thereby reducing our costs, and the 
ed on to you. 


“BACKGROUND PATENT PENDING 


SLACK & DECKER MFG, CO. 


Towson Heights, : :: 


a 
Ped 


Write for miniature catalogue. 


THe BLACK & DECKER MFG.CO. 
Baitimore, Md., U.S. A. 


Branch offices and service stations carrying 
complete stocks of parts and operated by 
factory trained men located in 


Boston San Francisco 
New York Philadelphia 
Atlanta Kansas City 


Canadian Factory, Lyman Tube Bldg., Montreal, P. O 





Detroit 
Chicago 
Cleveland 
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who greets you with a smile—who appears to be glad 
to serve you? Not that you want to flirt with her, or 
that you value the cheap smirk of the jane who believes 
that all traveling men aim to be lady-killers. Not that, 
but that you value any indication of a pleasant, happy 
personality. 

When the ticket agent at the railway station smiles 
at you and willingly gives you the information you want, 
doesn’t it make a good impression upon you and send 
you along feeling that you liked that chap? If a rail- 
road has a good reputation with you, isn’t it more likely 
to be that you get cheerful service from its employes 
than that its trains are better than those of other roads? 

When the autocrat of the hotel desk smiles at you 
and calls you by name as you walk up to register, and 
when he has the manner of a man who is glad he is 
alive, and glad you have come, don’t you feel better, 
and isn’t that the hotel you recommend to your fellow 
traveling men? The rooms and fare may be no better 
than at rival houses, but the cheerful personality back 
of it all makes the place pleasanter. 

It is the same way in a store. You like the clerk who 
smiles and greets you as if glad to serve you. We 
accuse the non-smiling clerk of being independent and 
of not caring whether we buy or not—of not being will- 
ing to exert any effort to please. We want people to 
make an effort for us. We think they ought to when 
we are considering spending money with them. Whether 
we have a right to expect it or not, we do expect it. 

A smile is a great thing, and you can get almost any- 
thing by smiling in the right way at the right time. 
You can win the good will of the employes who can gain 
for you entrance to the buyer you are anxious to see, 
or who fairly or unfairly, honestly or otherwise, can 
prevent you from gaining access to that important 
individual. 

Doubtless it is possible to assume too much with a 
smile. You may smile too broadly or too soon upon 
entering the buyer’s presence. His mood is something 
you cannot predict, and you discover it only upon seeing 
him and talking with him, but at his first words you 
know how soon to smile and how much. You can govern 
yourself accordingly. 

For the buyer who may happen to be in serious per- 
sonal difficulties, who may have sickness or trouble at 
home, who may himself be half sick, you will have to 
exhibit sympathy, and there are occasionally men who 
even resent an optimistic attitude on the part of the 
salesman if they themselves are sure everything is going 
wrong. Feel your way to the first smile if you are in 
doubt about your man, but smile the right kind of a 
smile just as soon as you know where you stand. 

A part of the gospel of cheerfulness in your manner 
ought to be a suitable sympathy. It is important to 
develop a properly sympathetic attitude; an ability to 
sympathize while encouraging an upward look. A man 
who feels discouraged and unhappy, and buyers have 
those and all the other moods that all of us have, is not 
to be laughed out of his mood. You may cheer him up 
and get him out of the dumps by tactful optimism, but 
you cannot do it by the “Haw-haw-haw” method. If the 
buyer thinks you do not understand his difficulties or 
sympathize with them, he will resent your implication 
that he need not be gloomy; that it is something he can 
throw off easily if he will. To the man in low spirits 
his troubles seem serious and important, even though 
you may believe that they are largely imaginary. 

Yes, I know the mill supplies salesman has troubles 
of his own, and he may find it hard to be cheerful and 
to smile, but it is important to make sales. You prob- 





ably are anxious enough to make sales so that you will 
willingly compel yourself to adopt the cheerful manner 
at the expense of considerable effort. This much you 
will probably find true, if you make a distinct effort to 
be cheerful with others—smiling when possibly you feel 
least like smiling—the result will be a better feeling. 
You can smile your own troubles away as well as you 
can smile away the troubles of others. 

The mill supplies salesman who has carried a grouch 
over his route for a trip has experienced the results of 
that grouch in reduced sales. He may have developed 
the grouch as a result of a bad start, or the grouch at 
the start may have caused an unfortunate beginning. 
Whether the grouch is the cause or the effect of poor 
business does not matter. The two are sure to go 
hand in hand. 

Try smiling your way over your territory, just to see 
what will happen. If you do not come in on Saturday 
night with a feeling that the smiles have paid their way 
—that they have made business better and also given 
you a happier week—then I shall be very much mis- 
taken. Smiles and a cheerful manner will accomplish 
wonders in lubricating the wheels of trade. 

If it is an effort to smile, smile just the same. No 
success is to be achieved in selling mill supplies unless 
there is effort. 

Cheer up! Tackle your problems with a smile. Smile 
and the business world welcomes you; frown, and it 
turns you down. 


~<t. > 


WIRE ROPE IN ACTUAL USE 


Bureau of Standards Has Recently Made Practical Tests to 
Determine Strength Over Sheaves 


Wire rope in actual use is generally weakest at the 
points where it passes over sheaves, especially those of 
small diameter, but hitherto few strength tests have 
been made under these conditions, although many have 
been made on the straight rope. The Bureau of Stand- 
ards at Washington has made tests under these condi- 
tions, the rope being connected between two sheaves, one 
on each head of the testing machine. The rope was 
socketed and was made continuous after placing on the 
sheaves by joining the sockets. 

Under the load it was found that the rope usually broke 
where it left the sheave. Ropes used were 5%, 34, %, 
1 inch, and 114 inches in diameter, and the sheaves were 
10, 14, and 18 inches in diameter. It was found that the 
strength of the rope was less the smaller the sheave. 
Taking the strength of the straight rope as unity the 
strength of the 5, inch rope over sheaves was 87.4 per 
cent for the 10 inch sheave and 95.3 per cent for the 
18 inch sheave. The larger ropes had a much lower 
strength, as the 144 inch rope had a strength of only 
75.8 per cent on the 10 inch sheave and 84.7 per cent on 
the 18-inch sheaves. 

Some of the tests were made under repeated loads 
representing approximately the working loads, others 
were made under loads which were gradually increased 
to the ultimate. The elongation and decrease in diameter 
were measured and conclusions drawn about the behavior 
of wire ropes under service conditions. 

It is probable that one heavy load squeezes more lubri- 
cant out of the core than does a lighter load repeated 
many times. Rapid wear of the wires may result from 
this loss of the grease which was provided to lubricate 
them. A worn rope which was tested with the others 
showed surprisingly high strength considering its 
condition. 
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MODERN METHODS DEMAND 
DROP FORGED FITTINGS 


The new Hartford Electric 


Light Company’s plant, Hartford, Conn., 
designed and built by Stone & Webster, Inc., is 
one of the most modernly equipped in the country. 
The present day methods of generating light and power 
demand equipment which will stand up under high pressure 
and temperature work. The use of Vogt Drop Forged Steel 
Fittings is endorsed by Stone & Webster and other well known 
engineers and builders thruout the country. 


Drop Forged ff 
O~ 0 Steel Valves \ 






























and Fittings 


Let us send you a sample fitting with 


OUR AUTHORIZED AGENTS: our latest bulletin and discount sheet 
METALWOOD MFG. CO. 
DerRoir, mich. =~») HENRY VoGT MACHINE Co. 
PITTSB’GH VALVE, FDY. & CON. CO. | INCORPORATED 






LOUISVILLE, KY. 
JOHN SIMMONS CO. 


NEW YORK,N.Y 


WALWORTH MFG. CO. 
BOSTON, MASS. 


WALWORTH MFG. CO. MANUFACTURERS OF DROP FORGED STEEL 


PITTSB’GH, PA. | 


BRANCH OFFICES: 
NEW YORK, CHICAGO, TULSA, DALLAS 





CHICAGO, ILL. I VALVES AND FITTINGS, WATER TUBE AND 
HORIZONTAL RETURN TUBULAR BOILERS, 
WALWORTH MFG. CO. iCE AND REFRIGERATING MACHINERY, ti 
SEATTLE, WASH. | OIL REFINERY EQUIPMENT \\ 
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Rise of Henry Calkins, Mill Supplies Salesman 


In Which Old Man Purdy’s 


Begins His Journey as a 


Throne Collapses, and Henry Calkins 
Dealer, 


Learning the Buying Game 


JAMES H. COLLINS 





During the boom times, when | 
goods were scarce, salesmen got | 


| that attracted the average man on 





flabby because they did not have | 
to sell. You know how it was, and 
what awful consequences followed 
when real salesmanship was needed 
again. 

But do you realize that buyers 
get flabby when goods are plenti- 
ful, and it is their turn to sit on 
the throne? 

Old Man Purdy’s buying throne 
was in a little cubby-hole, up a 
crooked stair-case in the back of 
the office. Salesmen sat outside 
waiting for him to come back from 
lunch. He would grumpily listen 
to them, look at their samples out 
of the corner of one eye, and curt- 
ly turn his back with a “Nope.” 
That was his conception of buying. 

He sat on his throne like Humpty 











| the street. More than that, he 

made a connection with the un- 
na | known wholesale house, which spe- 
| cialized in overstocks from mill 
supply houses and hardware manu- 
facturers and stores. Not cheap 
jobs altogether, but psychological 
moment jobs —things that would 
hit the center of the target and 
bring people to buy. The Old Man 
had turned down a sample, but this 
competitor had made a valuable 
buying connection. 

It taught Henry that any sales- 
man may bring in an unexpected 
opportunity, and the open-minded 
buyer will recognize it, where an- 
other would be blind. Later on, 
he learned that a buyer able to see 
a good thing when it is brought to 
him, is willing to go out looking 





Dumpty until the Great War broke _ for opportunities himself. They 
out, and then, like Humpty JAMES H. COLLINS | may be found in the wholesale 
Dumpty, he fell, and all the king’s | houses or factory showrooms of 
horses and all the king’s men Henry Calkins, the hero of this inter- concerns outside his own trade. 

couldn’t put him back again. He esting narrative, written by James H. One day, talking with a sales- 


Collins, the 
business in 
business. 

in every city, 
ica. A 
ambition and 
advance, 


lost his business in the depression 
that followed, but had he won 
through he would probably have 
lost it later, because his ability as 
a buyer would never have taken 
him through the merchandise fam- 
ines that were ahead. 


salesman 


ing the 
’ “ ' available 
Henry Calkins owns the business In this article, 


today, partly because he had a bet- 


ter conception of buying. How a knowledge of the 
mere worker on the floor, and the and begins to shou 
youngest at that, should have ential aus 


known that buying and selling is a 
see-saw game, with the buyer on 
the throne now, and the seller to- 
morrow, nobody knows. Maybe he had the instincts of 
a merchant. Certainly he had the instincts of a gentle- 
man, and he used to talk with salesmen while they 
waited for the Old Man. Other fellows on the floor 
reflected some of the Old Man’s majesty as a buyer, and 
curtly shunted salesmen out of their customers’ way and 
up the back stairs. But Henry greeted them like human 
beings, and talked with them when there was time. It 
may be that one of the grizzled veterans of the road 
gave him perspective on this see-saw business, telling 
him about the seller’s markets of other days. At any 
rate, he learned things that showed him how poor a 
buyer the Old Man really was. 


For instance, one day a salesman from an obscure 


downfall. 


hardware wholesaler brought in a sample of “job” 
merchandise, containing many mill supply lines. The 
Old Man turned it down in very short order. But next 


week a competitor up street, annoying in his enterprise, 
made that job the central attraction in a special sale 


most widely read writer on 
America, 
You will find his counterpart 
town and village in Amer- 
blessed 
willingness to learn and 
Henry Calkins goes through a 
number of interesting experiences, learn- 
mill supply business from every 
source of information. 
the 
is told how Henry Calkins gains his first 
intricacies of buying, 


Old Man Purdy, whose archaic business 
steadily contributing to his 





man who had failed to get an order 
for some fairly staple stuff because 
a competitor quoted it cheaper, he 
asked, “Why couldn’t you meet 
the price?” There were several 
reasons, the salesman said. Decid- 
edly better quality in design, ma- 
terial and workmanship for one, 
but deliveries were even more im- 
portant. His concern carried stocks 
at convenient points all over the 
country, ready for quick service, 
while the other concern shipped 
from the factory. “You just watch 
what happens!” said the salesman. 

What happened was, that while the Old Man saved a 
few cents on the price, his purchase was held up 
so long that it arrived after the then urgent demand 
had ceased, and had to be carried for a long time. This 
led Henry to begin rating concerns from whom goods 
were purchased according to their trustworthiness in 
deliveries. He found an astonishing difference between 
them—and it proved amazingly useful to him a couple 
of years later. For in the rush and uncertainty of the 
seller’s market, he knew where to turn for his goods. 

Starting with nothing more than a clean-cut young 
fellow’s disposition to be civil, he made dozens of friends 
among salesmen, and they taught him many things. 
Quality in merchandise, for one. He became as good a 
judge of values as a pawnbroker, and his salesmen 
friends told him that one buyer in twenty really knows 
values. 

Then, he learned how wholesalers distinguished be- 
tween the big buyer and the smali one. Not according 
to the amount of merchandise purchased, for many a 
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“PIONEER” 





“THE PIONEER’, as its name indicates, was the first successful 
steel shaft hanger ever made. 


Having graduated from the school of experience, the 
“PIONEER” of today is perfect—hence its wonderful success as 
testified to by several competitors recently following our lead. 


Stock the ““P IONEER”’, the original, the genuine steel hanger. 


We also make Bench Legs, Pillow Blocks, Couplings, Collars, 
etc. Ask for catalogues and prices on the full line. 


Standard Pressed Steel Co. 


Jenkintown, Pa. 


(THE “PIONEER” STEEL HANGER PEOPLE) 
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merchant whose orders are small today will be a big 
buyer tomorrow. He is big in the way he buys, and 
the small buyer is just small, constantly haggling over 
prices and discounts, forever on his guard against decep- 
tion because he is forever seeking some small advantage 
for himself. The small buyer is hard to deal with. He 
is slow in his decisions. His business is not growing, 
but probably shrinking. The high cost of selling makes 
it impossible for the bigger and better wholesale con- 
cerns to cultivate him. But the big buyer is easy to 
deal with. He is prompt in his decisions. His purchases 
are massed for the convenience of the concerns who sell 
him, as well as for his own. 

One of the most valuable things Henry learned was 
to go outside and ask other buyers how they did things 
—men purchasing supplies, machinery, raw materials. 
It was the machine-tool company’s purchasing agent who 
showed him how haggling really adds to the price 


- —eo 





because 1t takes so much of the time of expensive men. 
“IT never haggle, yet I get low prices,” he said. ‘When 
people know you’ll try to beat them down, they add some- 
thing to the price. Just tell them to quote their lowest 
price and undertsand that no reduction will be asked 
for afterwards, and see what happens” 

It wasn’t entirely his knowledge of buying that made 
it possible for Henry Calkins to take over Old Man 
Purdy’s business when he got into difficulty, for he had 
been studying other basic factors in business, as we 
shall see. But what he knew about buying did help him 
quickly build up a business during the difficult times 
ahead. When supplies were unobtainable, he knew where 
to get what he wanted, and when “war-quality” and high 
prices were sowing the seeds of future trouble in every 
business, he kept his stock away above average. Creative 
buying, mastered with other fundamentals of the busi- 
ness while he was a clerk, did that. 


Sample of Old Time Advertising 


This Artist of Former Years Was a 


An interesting comparison of the advertising styles of 
forty years ago with those of the present day, was 
brought to light recently when the Whitney Supply Com- 
pany, New Orleans, distributors of Schieren beltings, 
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sent in to the Chas. A. Schieren Company a four page 
leaflet which had been published in 1883, showing that 
Baker, Sloo & Company of New Orleans, predecessors of 
the Whitney Supply Company, were agents for the Chas. 
A. Schieren & Co.’s leather belting, lace leather and cut 
lacing and other leather products, including quality sad- 
dles and harness equipment used quite extensively in the 
“old days.’”’ Two of the pages are shown above. 

The leaflet is unique in the fact that the art work and 
fine printing detail within its pages is a direct contrast 
to the present day styles of art and typographical layout, 
which are more of the commercial “matter of fact” type. 
One cannot help but admire the fine detail of the cuts 
and the careful printing of other days. 

Thomas Sloo, president of the Whitney Supply Com- 
pany, said that not only was the advertising leaflet inter- 
esting, but that the history of the company was even 
more interesting and progressive. Speaking further of 
his company, Mr. Sloo said: “Our predecessors started 
in business as Baker, Sloo & Company, on May 1, 1883. 
On May 5, 1883, we succeeded George Horter, who was 
then the Schieren agent here at New Orleans: You will 





“Bear” for Hand Drawn Detail 


see from the advertisement, that he succeeded concerns 
established in 1822. How long before 1883 they handled 
your belting we do not know, but think it was many 
years. At that time there were few factories in this 
section and the saddlery concerns all handled belting and 
similar lines. 

“Baker, Sloo & Company were succeeded by Whitney 
& Sloo Company, Ltd., and in December, 1903, this com- 
pany was organizel to take over the mill supply depart- 
ment of the business, which had grown so that it was 
necessary to run it as a separate business. 

“In 1883 the combined saddlery and belting business 
required only two stores. In 1903 this concern started 
with two stores, but at present occupies seven stores, 
with switch tracks, and the original saddlery concern 
occupies a factory and salesroom on a site 108 by 170 ft., 
so you will see that there has been a very steady and 
healthy growth since we started as your agents in 1883. 
The officers have remained the same during all this time, 
except that Chas. M. Whitney has taken the place of Mr. 
Whitney as vice-president, owing to his death in 1912. 
We are, like yourselves, an old established concern con- 
tinually under control of the same people.” 


The Whitney Supply Company are located at 418 South 
Peters Street, New Orleans, where they have grown from 
the small saddlery concern in 1883 to one of the largest 
and most progressive mill supply houses in the country. 
They attribute a great share of their success to constant 
association with manufacturers and firms enjoying as 
enviable a reputation as themselves in the manufacture 
and sale of quality products. They are distributors of 
belting and accessories for the Chas. A. Schieren Com- 
pany for the state of Louisiana and part of Mississippi. 

soe 


Canadian Construction W ork 

Activity in construction projects in Canada has been 
reported by the United States consular agents. Included 
in the work planned are harbor improvements on Prince 
Edward Island, a great wheat elevator in Ottawa, a nine- 
story department store and an apartment building con- 
taining 250 apartments in Montreal, the installation of a 
filtration plant in the Province of Ontario, and extensive 
developments of hydroelectric plants in Ontario. 
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There’s a STEADY DEMAND for GANDY 



































The Profit in Gandy Belt— 


Any way you figure it you make more profit when you stock Gandy 
Stitched Cotton Duck Belt. You 


make a fair margin on each sale (write 
for details). 


You save money and time in making each sale because buyers 
know that Gandy is a better belt. You make more sales because Gandy is 
suitable for so many different types of installations. Best of all you make satis- 
fied customers, which means repeat business. 


Write for information on dealers’ contract 


THE 


GANDY BELTING COMPANY 


MAIN OFFICE AND FACTORY: 757 WEST PRATT ST... BALTIMORE, MD. 


New York: 36 Warren Street 








chicag 552 West Adams Street 
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RULL QUPPLIES_ 


Making Sales Conventions Pay Real Dividends 


School Idea in Periodical Meetings of Mill Supply House Sales 
Organizations Appears to Be Gaining in Favor—How Plan Succeeds 


J. R. HOPKINS 


About the third of January, the president passed the 
sales manager’s desk. 

“If you have a minute’s time, Bill, I wish you would 
come in and let me show you some figures” he said, and 
later in his office, he picked up a sheet of paper and 
continued : 

“Here is the cost of our annual sales convention. It 
totals $1,500 including everything, banquet and all, and 
there has been a question in my mind 
for some time past as to whether it 
pays us or not to have these sales 
conventions. That fifteen hundred 
comes right out of our net profits, as 
we would have that much more if we 
did not have to pay this bill. Then 
again, the men are out of their ter- 
ritories, and although I appreciate 
that they cannot do much during 
Christmas week, yet they could no 
doubt do something. What do you 
think about it?” 

This is a conversation that is liable 
to be heard in the front office of 
many mill supply houses after the 
annual convention any year, and 
many a mill supply owner has had 
similar thoughts even if he has never 
expressed them. A prominent owner 
ply house, that is one of the leaders 
that has a large sales force and has had sales meet- 
ings and conventions for years, frankly admitted 
that he did not know whether or not these sales meet- 
ings were worth while for his company. 

After all, it is purely a question of selling, and such 
meetings justify themselves because they much more 
than pay for themselves in increased volume. If your 
men can sell just as much and get just as good a price 
for the goods without sales meetings as they can with 
them, then by all means cut them out entirely. But if the 
sales meetings are handled properly, they are a tremen- 
dous force for increasing sales and bolstering up prices. 


of a mill sup- 
in its territory, 


THE NEED OF PERSISTENT TRAINING 


Mill supply salesmen must fairly be walking com- 
pendiums of knowledge of their different lines, and as 
these lines are mostly technical, it takes considerable 
training to supply each salesman with the knowledge he 
needs to enable him to build up a following in your en- 
tire line. Buyers give their preference naturally to those 
in whom they have the most confidence, and they like to 
feel that the man to whom they give their orders is an 
expert in the lines ordered. This confidence is usually 
based on the fact that the salesman has succeeded in im- 
pressing the buyer that he—the salesman—knows his 
business thoroughly and is well posted on the lines the 
buyer requires. 

On the other hand, let the buyer ask but a question or 
two that the salesman cannot answer, and it is doubtful 
if there are many personalities with enough charm to 
continue to overcome that lack of knowledge and to.con- 
tinue to get the orders. The buyer is more apt to say: 


In this series of informal articles 
by Mr. Hopkins, we have presented 
a few viewpoints on mill supply 
selling and advertising, not with 
the idea of presenting anything that 
was final or the last word on this 
subject, but simply to tell our read- 
ers what some enterprising dealers 
are doing, and to start discussion 
on these subjects. MILL SUPPLIES 
is going to devote more and more 
of its space to selling ideas and 
viewpoints—and an interchange of 
sales methods and plans will un- 
doubtedly help us all. 





“Yes, Bill Smith is a fine fellow, and I like him a lot and 
give him some business, but when it comes to hack saws, 
that fellow Jones has it all over him, and so Jones gets 
my hack saw business. And on transmission equipment, 
Brown is my man—he knows just what we should have 
every time, and can advise us without first having to 
refer to his office.” 

Nothing inspires confidence like definite, dependable 
knowledge, and the amount of knowl- 
edge that mill supply salesmen have is 
a question of training. If the salesman 
trains himself, all right, but I have 
never seen one yet that would do so 
for an entire line of mill supplies, or 
that could not be aided by the stimulus 
of sales meetings if the meetings were 
educational in character. 

With changes constantly occurring 
in your old lines, and new lines being 
added, your salesmen need to be 
drilled over and over again in what 
you have to sell. If you don’t do that, 
then your star men will be building 
their volume in a comparatively few 
lines, and there will be an increasing 
number of lines on your shelves that 
do not move—that are not being 
turned over—that are cutting down your profits because 
of their inertia. 

It is the duty of the home office to see that the sales- 
men are trained in a knowledge of your entire line— 
which is a sufficiently large order in itself—and also to 
know what lines are not moving, and why. Every sales 
argument that you hear, every advantage that you gain, 
should become a part of the salesman’s knowledge, and 
this cannot be accomplished by one telling—it requires 
study and drilling—until that information which will 
enable him to sell is so embedded in his brain store house 
that he can call for it and use it at will. 


THE WEEKLY SALES MEETING 


The educational sales meeting accomplishes this, or at 
least goes a long ways towards accomplishing it. 

For the city salesmen, these meetings can be held every 
week, and for the outside salesmen at least once every 
three months, with an annual sales meeting for every- 
body at the end of the year. These are usually dignified 
with the high sounding name of sales conventions. Out 
of town salesmen should always be supplied with min- 
utes or an account of everything that transpired at the 
weekly meetings they could not attend. 

You cannot separate the idea of selling mill supplies 
from the idea of both hard work and study. It cannot 
be done, and you cannot give your men too much train- 
ing in the knowledge that will enable them to get sales. 
Naturally they must be kept on the job actually making 
calls just as much as is possible, and the sales meetings 
must not be allowed to interfere. 

Many mill supply houses go extensively into this idea 
of sales meetings, and not only have a regular and sys- 
tematic schedule of meetings, but have special rooms 
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MOORE 


AND 


WHITE 
Friction 


Clutches 


The Business Builders 


ONFIDENCE is 
inspired and 
profits are made by 
the Dealer when he 
serves his customers with 
thoroughly reliable goods. 
Friction Clutches play an 
important part in the 
business of the Mill Sup- 
ply Dealer. And it is 
a very easy matter to 
handle Clutches that have 
gained a reputation for 
economy and dependabil- 
ity. 
“M. & W.” Friction 
Clutches sell easily, as the 





name Moore & White is 
a synonym for good 
wares. In fact, some of 
our Clutches have been 
wearing for 15 to 25 
years and are still holding 
on. 

Now Mr. Mill Supply Deal- 
er, the next time you get out 
amongst the trade, just make a 
special effort to ‘“Moore- 
Whiteize” those prospective 
Clutch users whom you meet. 
You've got a first class article 
and a reliable and square firm 
back of you. 





Our Belt Lacing Products 


for the Dealer 
Mechanical Rawhide Lace Leather 


The highest grade belt lace made. 


Indian Tan Lace Leather 


Genuine “Indian-tanned” in sides and cut lace 


Round Rawhide “Safety” Lacing 


The “rawhide wire” belt lace 
Strong, Compact, Convenient and Safe 


Twisted Rawhide Pins (Peg Rawhide) 


Used with Clipper, Alligator, Bulldog and Jackson 
wire lace 





Free CaTALocue “C” ON REQUEST. WRITE US TODAY. 


THE MOORE & WHITE Co. 


Sole Makers 
2711 to 2741 N. 15th St., 


The Chicago Rawhide Mfg. Co. 


1301 Elston Ave. Chicago, Ill. 


Branch—Lewis E. Tracy Co. 
127 Broad St., Boston 
Mechanical Leathers, Ltd. 
79 Front Street East, Toronto, Canada 
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Plain and 
Castellated 


Milled S. A. E. Nuts 


—From Stock 





Also in Stock— 


Cap and Set Screws—Milled and Upset; Milled Studs; Binding Posts; Battery 
Nurls; Brass Nuts 


THE NATIONAL ACME CO. 


New York Chicago Boston 


V.G. Moore, Atlanta, Ga. 


Buffalo 


Hughson & Merton, Inc., San Francisco 


Detroit 



















































































fitted out expressly for these meetings. Some, like 
Strelinger, in Detroit, have a regular miniature theater 
equipped with opera chairs and stage in which to hold 
these meetings—following the example of the most ad- 
vanced sales organizations of today. 


THE ANNUAL SALES MEETINGS 


The most progressive idea or scheme for handling 
these annual sales meetings so that they will pay the 
largest possible dividends is the school idea—where your 
entire sales convention becomes an advanced school in 
mill supply selling, and the men are required to work 
even harder during these meetings than they do when on 
the road. 

This school idea is a comparatively recent develop- 
ment, and contrasts with the old plan where the men 
were brought in mainly with the idea of giving them a 
good time, and having a celebration because another year 
has gone by and the firm is still in business. 

I will never forget the first sales convention at which 
I was asked to speak—although it was in the farm im- 
plement field, and not mill supplies. The president of 
the company asked me to make a talk, and when I asked 
him, what I was to talk about, he said: “Oh, just talk 
about anything so long as you fill the men full of pep 
and enthusiasm.” He had no idea of schooling his men; 
all he wanted to do was to have them go back into their 
territory filled with a knowledge of the bigness of his 
company and what a fine hustling crowd of executives 
were in the home office. But not a thing did they get 
to enable them to really be better salesmen—to be bet- 
ter able to combat sales resistances—to fortify them- 
selves so that they could keep going hard at it without 
letting up and without being discouraged through the 
long year ahead. 

This company had only the outward shell of a real 
sales convention. They wanted to see a lot of smiling 
faces during convention week and have everything go 
off with a lot of noise and bustle, and feel that it was a 
big success because the salesmen all said so. But this 
type of keyed up enthusiasm does not last; usually it 
doesn’t last over holidays, for good fellowship and the 
memory of a good time does not seem very near or very 





important or very heipful after the salesman is ounce 
more out in the cold, cold world of solicitations and the 
old fight for business. Enthusiasm and pep alone are not 
worth while if they do not have their origin in some- 
thing more solid than hearing good talks on general 
inspirational topics. 

But if a salesman’s knowledge comes from a con- 
vincing first hand and sure knowledge that he has the 
best lines in the world, and can prove it to any buyer, 
and he backs this up with the knowledge that he only 
has to work hard to make a big success, then his enthu- 
siasm can be sustained and kept up and taught to grow 
of itself, even though he doesn’t see the home office for 
months, because his sales background is something real 
and tangible and concrete. 


THE SCHOOL IDEA GAINING IN FAVOR 


The idea that sales meetings are most successful when 
they consist of actual schooling in knowledge of lines and 
how to sell them, is gaining in favor. If your annual 
sales meeting is run as a school, and every salesman is 
taught that this schooling period is a big opportunity for 
him to learn how to increase his own salary—and further 
if these school sessions are the right kind and crammed 
full of hard schooling—then you are sure to have a 
better sales force and make more sales and more profit- 
able sales. You can then feel when you give your men 
some entertainment after this three day session that they 
had earned it, and that the entertainment was coming 
to them as a reward for hard work. 

Harvard is supposed to have the best law school 
because it has the best teachers. Many times factory 
men address these schools, and if you don’t watch out 
some of these talks will be failures, not because the fac- 
tory man is not a good salesman, but because there are 
some mighty good salesmen who are simply not there 
when it comes to talking on their feet before a crowd 
of men. These men are usually loaded with good sales 
arguments, but when they make an address they either 
forget the important things or else are too self-conscious 
to be able to do a good job of talking. If you would 
ask these men questions such as buyers are liable to 
ask, they would tell you the right answer every time, 























Annual Sales Convention of the Denver Branch of the Mine & Smelter Supply Co., Held in January, 1923. 
































Men Take Pride In Using 


Bristol’s Belt Lacing 


TRADE MARK 


BRISTOL’S 


REG. U.S. PAT. OFFICE. 






PATENT 
. STEEL BELT 
’ LACING 


QUICKLY AND EASILY APPLIED 

NO SPECIAL TOOLS REQUIRED 

S. Patents, July 30, 1889, January 4, 
1898, December 19, 1899, 


u, 


So easy to apply—‘A hammer—a piece of soft 
wood—their hands.” No extra tools required—no 
need to call in an experienced belt lacer. 

When finished—they point to the job with pride. 

Dealers point to the low price and customers usually buy sev- 
eral boxes and distribute them in convenient locations through- 
out the plant where they are readily obtainable in an emer- 


gency. 


Straight and staggered point styles in sizes to suit all kinds 
of belts. 


Send for Catalog 712-H and Discounts. 


A Hammer * 





THE BRISTOL COMPANY 
Waterbury, Conn., U. S. A. 


Branch Offices 


New York, Pittsburgh, Detroit, 


San Francisco 
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HE Alexander Line of Leather 
Belting is one which any Dealer can 
recommend with the assurance that 
the Belt itself will make good on the 
hardest drives—the toughest pulls—and 
under conditions where ordinary belts 
must fail. Alexander has been a really 


fine Leather Belt since 1867. 


ALEXANDER BROTHERS 
414 North Third St. Philadelphia 








BRANCH OFFICES 


New York - Chicago 
New Haven Detroit Cleveland 
Grand Rapids, Mich. Charlotte, N. C. 





Distributors in all principal cities 
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but somehow or other when left to themselves they fail 
before a large audience. 

When you have had a few of these men unable to give 
your men the right kind of educational sales talk, it is 
no wonder that some of your own men say that they 
would rather spend the time seeing actual sales demon- 
strations by going out with the salesman to call on your 
trade. 

You can avoid all of this if you will adopt the scheme 
first introduced by the sales department of the National 
Cash Register Company, whose salesmen’s training has 
been a model for most modern sales departments. They 
have sales conventions all the time, and they are all 
alike in that they always consist of actual demonstra- 
tions. They have two or three of their salesmen act as 
the buyers, and then another salesman actually tries to 
sell them. The buyers sit before desks, and the man 
doing the selling makes a regular formal call—only it 
is all on the stage in front of the sales convention. The 
salesmen who act the parts of buyers try to bring up 
all the sales objections and reasons for not buying that 
they have ever run into, and the salesman tells why they 
should buy, going through all the procedure of making 
an actual sale. 

Mill supply conventions along these lines are really 
quite spirited performances. Each factory man is asked 
to make a regular sales solicitation, with two or three 
of the mill supply salesmen acting as the buyers. These 
buyers try to keep the salesman from selling him, and 
the factory salesman has a real job in putting over his 
sale. This calls forth all the sales resources the sales- 
man has, and actually demonstrates how sales are made 
and how sales arguments are used. 

By arranging it so that different ones in your sales 
force act as buyers, you can have all of your men take 
an active part, and once the ice is broken, your conven- 
tion will go over with a bang. Of course the whole idea 
should be gone into seriously, and not burlesqued. 
Then after each demonstration, your sales manager 
should be gone into seriously, and not burlesqued. 
the entire line being sold should be thrown open to dis- 
cussion and any sales objections that had not been met 
should be brought up and answered. This gives your 
manufacturer’s factory man a chance to show at his 
best, and it also gives your own men the opportunity to 
find out just what should be said when they encounter 
certain types of buyers’ questions, such as they had 
had put up to them in the year past. 


WHEN TO HOLD THE ANNUAL MEETING 


Most of these meetings are held the week between 
Christmas and New Years, and that seems as good 4 
time as any, unless you choose to hold two and have 
the second one in the middle of the summer. But when 
you consider the two holidays, with all they imply, you 
can well understand how little of the good secured at the 
sales meeting will even carry over the holidays, unless 
it is something permanent, like real knowledge, and not 
something purely ephemeral like enthusiasm. 

I like to see prizes given for the amount of business 
turned in the first week of the New Year, for there is 
nothing like a good start, and the occasion of the New 
Year is the traditional time for starting a new leaf. 
Capitalize on this truth and try to get all your men off 
to a good start with the beginning of the year, and then 
try to keep them at the pace at which they started out. 

Those of you who can have a weekly meeting should 
always do so, and it is a good plan to make this as high 
spirited a meeting as it is possible. Firms like the 


Hoover sweeper people can take almost any kind of ma- 
terial and mold it into an enthusiastic, successful sales- 
man, who works always at a high pitch simply because 
they so enthuse him and so pep him up that they keep 
him shooting over his head. They have to have their 
sales meetings every morning, or they couldn’t do it, but 
still it is interesting to know what can be done with 
such meetings. 


The following are some brief accounts of successful 
mill supply treatments of this subject of sales meet- 
ings: 

From J. J. Disosway, President of the Cotton States 
Belting & Supply Company, Atlanta, Ga. 


Our entire sales force meets once each month in a room pro- 
vided for that purpose, at which time new ideas and meth- 
ods are brought out for the benefit of all, while general con- 
ditions in the several territories are discussed. At this meet- 
ing, we invariably arrange a talk by a factory representative 
on some special lines. We find these meetings a success, and 
they create a feeling of good fellowship during the month 
of December, at which time the entire past year’s work is 
reviewed, territorial changes necessary discussed and made, 
and a plan of action mapped out for the ensuing year. This 
meeting is more of a family affair, and we do not have any 
outside talent with us. Manufacturers’ factory men are with 
us by invitation at our regular monthly sales meetings, and 
we consider them of prime necessity in the successful mar- 
keting of their goods by our salesmen. We may sometimes 
have a dinner to which all of our men are invited. We en- 
deavor to school them in the more profitable lines which we 
handle. Our method of compensating salesmen keeps their 
interest in profitable lines up to a high pitch. We also have 
a system of prize awards which helps to bring out their 
best efforts. 


From Clyde Osborn, of the Mine & Smelter Supply 
Co., Denver, Colo. 


There is hardly a week in the year during which a house 
of our size is not visited by some factory representatives. 
At such times it is always our aim to call a meeting of 
the salesmen in our house, who sell the factory representa- 
tive’s line and give him the opportunity to talk to our men 
collectively. These meetings are always very informal, and 
the attendance is generally confined to our men who handle 
the particular line in question and who happen to be in the 
house at the time. We feel that these meetings are help- 
ful. There is always a good deal of discussion. The factory 
man tells his story and our men have the opportunity of ask- 
ing him questions, and at the same time of telling their own 
experience in selling the particular line under discussion. 

We have an annual sales meeting generally during the 
first two weeks of January. All of our salesmen are in, and 
we devote three full days to it. It is attended by every sales- 
man in our employ and by all of the clerks whom we expect 
or hope to develop into salesmen. 

This annual sales convention so-called, is run exactly like 
a school. We rent a hall in a hotel here. We start the 
sessions promptly at 9 o’clock in the morning and adjourn 
at 5 P. M. The meeting is conducted by a chairman who 
introduces the speakers, comments on their talks, and en- 
courages general discussion when he deems it advantageous. 
At noon the convention adjourns to a large private dining 
room in the same hotel. At 1:30 the meeting is reconvened. 

A regular program is prepared and is very carefully fol- 
lowed. In dividing’ up the time I apportion it in a general 
way to our various departments in accordance with their 
importance in our business, and the departmental time is then 
divided up and allotted to various manufacturers and prod- 
ucts. The average time allotted to any one manufacturer is 
thirty minutes. A few of them are allowed a little more time, 
but never over forty-five minutes. Some are cut down to 
twenty. 

With only three days for this convention, we feel that the 
time is very valuable, and we want everybody to make the 
most of it. Originally we ran this convention for five days. 
We found that was a little too long. The men began to get 
pretty tired, so we cut it down to three days, and now all 
of the fellows wish that it ran a little longer, which is exact- 
ly the feeling that we want to leave with them. 

The speakers are for the most part representatives of 
manufacturers whose lines we carry. We send invitations a 
month or more in advance to various of our manufacturers, 
and each year factory representatives have come to us from 
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—and Worthy of the 
Jobber’s Respect 


Libbey Gauge Glasses have not only passed 
every test in service but they have passed a 
more important test with mill supply deal- 
ers—they have proved themselves profitable. 


Here’s what one dealer has to say: 


“We are carrying Libbey Gauge Glasses 
which are manufactured in America, and 
which have proved to be a very high grade 
piece of merchandise. The gauge glasses of 
{merican make carry a very satisfactory mar- 
gin of profit. The merit of the glass had to 
be first class to stand the test and we are 
yet to have one complaint. We are in no 
way interested in the Libbey Glass, but we 
feel that where we can boost an American 
product, it is to our interest as well as to 
other jobbers to do so.” 


The name of this company furnished on re- 
quest. 


Let us send you samples and prices. 


LIBBEY GLASS MANUFACTURING CO. 


TOLEDO, OHIO 


GAUGE GLASSES 














Judge the entire line by the 


ROYERSFORD 
UNIVERSAL HANGER 


—Has broken joints and 
all feet are ground 
perfectly smooth 


Royersford Universal Hangers are always at 
right-angles with the shaft. 


After each hanger has been cast, the yoke is 
broken so that an uneven surface will result. 
This insures the yoke against slipping or turn- 
ing after the bearing and shaft are in place and 
it has been bolted to the frame. The frame it- 
self is doubled—ribbed, there being one rib in- 
side and one outside. 


Royersford Universal Hangers will 
accommodate all types of bearings 
—roller, ball and babbitted. 


Royersford dealers can make immediate deliv- 
ery of these hangers. 


For dealer nearest you, see McRae’s Blue Book. 


Royersford Foundry & Machine Company 
43 N. 5th Street, Philadelphia 


A Cast-Iron Hanger for Rigidity 


ROYERSFOR 


Universal 
Hangers 
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all over the country. It gives these men a chance to sell 
their goods to our salesmen, and it gives them the oppor- 
tunity to meet and get in close personal contact with our 
men, which we and our manufacturers find extremely val- 
uable. Every factory representative is invited to attend all 
meetings and to take lunch with us every day, and generally 
they avail themselves of this invitation. The results of this 
personal contact are very gratifying. The other speakers 
are our own department managers, executives and perhaps 
one or two of our specialty men. 

We don’t go in for entertainment. We want the men to 
feel that this is serious business, and that it is an oppor- 
tunity which they have to better themselves. 

Each day, just before noon, we have one speaker who has 
been very carefully selected, who talks to the boys on some 
subject more or less foreign in character. Last year, for 
example, the men selected for this half hour address before 
lunch were a prominent banker, the publicity manager for the 
Mountain State Telephone Company, and the purchasing 
agent of a very large beet sugar company. 

Our experience leads us to believe that this “school” idea 
is the most successful way of handling these meetings, and 
we have watched the results very carefully. We have a 
commodious room, we furnish an abundance of cigars and 
cigarettes, and an excellent luncheon. We try to impress 
upon the boys that in the final analysis they will be the 
ones most benefited by these meetings—and that is the fact— 
and at the same time we tell them frankly that we are paying 
for this education—their salaries still go on—and we expect 
their work to show the results of this investment of ours. 
With thirty-five or forty men drawing pay and absolutely 
producing no business whatever for a period of three days, 
the investment is really larger than would appear at first 
blush.” 

From Glen Granger, of the Manufacturers’ Tool & 
Supply Co., South Bend, Ind.: 


“I feel that sales conventions and sales meetings, even in 
a small organization like ours, are a very good thing, in 
fact we think so much of them that we have a sales meeting 
from ten o’clock to twelve o’clock every Saturday morning. 
Things in general and conditions in general are discussed 
by our men, and we make it a point to have a talk, either by 
the writer or our sales manager, Mr. Harper, on some def- 
inite commodity at every one of these meetings. We find that 
by continually bringing these different lines out, that we 
create activity in the minds of the salesmen which has a 
tendency to make him more interested in the article which 
is discussed. At the same time it retards the tendency on 
the part of the average mill supply salesman to sell a gen- 
eral line of whatever the purchaser may be in the market for. 
As you know, this business covers a great many commodities, 
and I believe that mill supply salesmen have a tendency to 
follow the lines of least resistance and sell general rather 
than individual lines, and it has been my effort to try to 
put forth effort on the different individual articles, which will 
have a tendency to give to us a line of trade and build 
up for us a clientele of buyers in this line, the same as in 
lines which are sold by companies who have only one article 
to market. I believe that this has been more or less suc- 
cessful in our business, because there are now a great many 
buyers who look to us for supplies such as leather belting, 
hack saws, taps, etc. 

At various times we call in to our sales meetings specialty 
men who represent their own houses, and ask them to give 
us a technical talk on their own product. We think that this 
is also a very good thing, and expect to continue this 
practice. I believe that our sales meetings are more of an 
educational than of an entertaining nature, and I believe 


that every mill supply house should take the time to hold ° 


meetings of this kind, as without a doubt it brings the men 
in a position to discuss things that continually happen in the 
territory that in a measure is bound to affect the sales.” 


From D. C. Henderson, of the Charles A. Strelinger 
Co., Detroit, Mich.: 


“We have several sales meetings every week, all of them 
being held at 5:30 P. M. and evenings, and on Saturday 
mornings. In other words, we feel that sales meetings are 
a very good proposition and increase our sales greatly. How- 
ever, we do not believe in holding them during business hours, 
thereby keeping salesmen out of the field during their pro- 
ductive hours. Our purpose in holding these meetings is to 
keep our salesmen better posted on the goods we handle, the 
requirements of the Michigan trade, new concerns and addi- 
tions to plants. 

We have no annual meeting, as our sales are confined 


largely to Michigan, and our salesmen are all here at least 
once a week, most of them daily. We have various factory 
representatives at meetings and find that this practice ena- 
bles our men to more thoroughly know our various lines. 
We have no annual meeting nor school for salesmen. Every 
salesman serves an apprenticeship in our various stock 
rooms and store sales departments before going on outside 
sales. 


Our business is divided into three main divisions, metal 
working machinery, woodworking machinery and general shop 
supplies, different groups of salesmen specializing on each 
division. One of the purposes of our meetings, therefore, is 
to coordinate the work and the knowledge of these different 
groups.” 

From C. J. Prentiss, the Van Camp Hardware & Iron 
Company, Indianapolis, Ind.: 

“We have salesmen’s meetings once a month, and have 
the buyers go over any items that do not move and also 
new items that have been added since the last meeting. We 
have an annual meeting every year, between Christmas and 
New Year’s, which lasts about three days. We do not use 
manufacturers’ representatives in our meeting. Our execu- 
tives, sales managers and buyers do all the talking. We 
give an entertainment in the evening, generally a dinner and 
a theater party.” 

Benjamin Carpenter, president of George B. Carpenter 
& Co., Chicago, reports that they have weekly meetings 
for their city salesmen and a meeting every three months 
for their country salesmen. At these meetings they dis- 
cuss general conditions, price tendency in staple items, 
credit conditions and selling methods. They have their 
annual meeting the last week of each year, with same 
ideas and program control as above. They check up 
with each man his personal difficulties, and hear his com- 
plaints and suggestions on service. They occasionally 
get outside men to talk to their force with pictures and 
information on items of interest, which will give the 
general salésman a deeper interest and knowledge of the 
manufacture of the goods he sells. Their annual sales 
meeting is mostly schooling with a dinner party and 
theater for one night. This relieves the monotony and 
enables the men to get better acquainted with each other 
and with the inside officers of the company. “The main 
object of salesmen’s meetings is to get the men more 
closely hitched to the organization, and more willing to 
sing in the chorus and less insistent about being 
soloists,” said Mr. Carpenter. “The latter are always 
hard to handle.” 


~<o > 


Screw Machine Products 


The Department of Commerce announces that, accord- 
ing to reports made to the bureau of the census, the 
value of products of establishments engaged primarily 
in the manufacture of machine screws and other screw 
machine products amounted to $18,365,000 in 1921, as 
compared with $40,015,000 in 1919 and $7,248,000 in 
1914, a decrease of 54 per cent from 1919 to 1921, but 
an increase of 153 per cent for the seven-year period, 
1914 to 1921. In addition, machine screws were also 
manufactured as subsidiary products by establishments 
engaged in other industries to the value of $3,534,000 in 
1921, $6,630,000 in 1919, and $816,000 in 1914. This 
industry includes establishments manufacturing screw 
machine products for sale but does not include products 
of this kind made and consumed by manufacturers of 
automobiles, machinery, engines, and similar products. 
Of the 160 establishments reporting products valued at 
$5,000 and over in 1921, 29 are located in Illinois; 25 in 
Ohio; 24 each in Massachusetts and Michigan; 15 in 
Connecticut; 14 in Pennsylvania; 9 in New York; 6 in 
Wisconsin; 4 in Indiana; 2 each in California, Missouri, 
New Jersey, and Rhode Island; and 1 each in Florida 
and Maryland. 
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“PEERLESS” Flue Scraper 





The Scraper That Scrapes 


*“‘PEERLESS” scraper blades are made of mal- 
leable castings. 

The cutting edge is shearing and self-sharpen- 
ing. 

No bolts, rivets or screws to loosen and be lost. 

Has a coil spring. Better made and finished 
than any other. 

Guaranteed to last longer and to give perfect 
satisfaction or money will be refunded. 
Forms a perfect disc and allows nothing to re- 
main back of it in the tube, as it scrapes 

going and coming. 

**PEERLESS” blades are so constructed that they 
agitate under the soot scale, removing 
every particle right to the tube. 

The largest boiler manufacturers estimate that 
the “‘PEERLESS” Scraper, properly used, 


saves over 20 per cent in fuel. 
Write us for prices and selling plans 


Manufactured by 


PEERLESS MANUFACTURING CO. 
Albany, Ga., U. S. A. 











When You Sell 
Cocheco Belting 





You Are eit to Win 


In the ordinary method of doing business, when you sell 


belting or other products, you may 


able. 


of the results expected, because 


The Selling Policy Protects You 


Our products are guaranteed when sold, and if the belt we 
send you is not as good as any other—better than most—you 
cam send it back at our expense. Y 

If you want to reduce to a minimum your belting troubles 
and make this department a smooth running, profitable one, 
we suggest that you send for literature and other details of 


our proposition. 


or may not find it profit- 
However, when you sell COCHECO belting you are sure 


ou see, you cannot lose. 


I. B. WILLIAMS & SONS 


DOVER, N. H. 


71-73 Murray St., 


NEW YORK 


157 Summer St., 


BOSTON 


14 N. Franklin St., 
CHICAGO 
























It's an advertised article—a 
human one—with a reputa- 
tion for quality and de- 
pendability. 

Have 


you our latest 
catalog? 








Reputation-~a Valued Dealer 
Asset 


A Leverage 
that Will Start Dollars 
Rolling— Your Way 


These 
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gins Cards will help you. 


“A small thing,” 


you say. Yes! 
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But little 


things often count big in getting business. 
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THE JOHN B. WIGGINS CO. 
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Jobber Distribution Economy to Manufacturer 


Changing Conditions Bringing About Gradual Separation of the 
Manufacturing From the Distributing End to Cut Down Costs 


RAYMOND SEABROOK 
Secretary, Nason Manufacturing Company, New York 


If we would keep pace with changing conditions, we 
must often take up familiar problems to examine them 
from new angles. It is natural that we should feel that 
we know all about something which we have seen over 
and over again, but we must be on our guard lest some 
new factor give it another aspect. Ask a man if he 
knows the Statue of Liberty when he sees her, and he 
will no doubt smile. Give him a fleeting glimpse of the 
crown of the Lady’s head as seen from an airplane, and 
the chances are he will be so absorbed with the giddy 
height and the din of the motors that he will fail to 
identify her. 

It so happens that at the present time we are every- 
where in a state of flux known as “Post War,” and this 
is more basic and far reaching than many care to ad- 
mit. To treat and cure its resulting maladies, we must 
take up and examine many things which we regarded as 
settled once and for all, and make this inspection in the 
light of changed conditions. Such a subject is the one 
to be treated in this article—the question of the best 
method by which a manufacturer may distribute his 
products, and the economy of jobber distribution. 

Let us assume that a manufacturer is about to adopt 
a method of distribution. He might classify his options 
somewhat as follows: 

(1) By the manufacturer 
(b) Through his own stores; 


himself—(a) 
(c) 


By mail; 
Through his own 


salesmen or agents; (d) By a combination of these 
methods. 
(2) Through jobbers—(a) Exclusive agents; (b) 


Recognized jobbers. 

He is absolutely at liberty to choose either (1) or (2), 
but having made this choice, which we may very prop- 
erly call his policy, he must adhere to it. Failure to do 
this has cost the manufacturer millions of dollars; and 
to any who doubt, the investigation of any list of fail- 
ures will soon prove the truth of the assertion. The rea- 
sons are numerous, but will not be discussed here aside 
from the self evident statement that both jobber and con- 
sumer soon tire of a “carry water on both shoulders” 
policy, and lasting qualities must be built on strict 
integrity. 

Having made the broad division of (1) and (2), we 
dismiss distribution by the manufacturer himself and 
its sub-heads, with the simple assertion that certain 
types of material and certain extensive lines very prop- 
erly lend themselves to this method. Let us, then, pass 
at once to the real subject of this article, “Jobber Dis- 
tribution as an Economy to the Manufacturer.” It is 
here that we must take into account the new post war 
condition—mounting costs of doing business. 

The cornerstone on which the jobber builds is sound. 
There must be a cost of distribution; and numerous kin- 
dred lines can be assembled and distributed more cheaply 
under one prorated overhead, than they could be individ- 
ually. This is so simple as to seem almost absurd, yet 
every day we see manufacturers who are about to take 
the extra profit of selling direct, and consumers who are 
about to put the same money in their pockets as the re- 
sult of buying direct. How this saving to both can be 





made on an actual increased cost of distribution is some- 
times hard for the poor untutored mind of the jobber to 
grasp. 

Perhaps it is not clear to some manufacturers that 
manufacturing is one art, if we may so call it, and selling 
quite another. In these days of specialization jobbers 
have built up wonderful organizations, and offer to the 
manufacturer warehouses, money, salesmen, office and 
credit facilities, good will of an established trade, con- 
centration of accounts, cartage and delivery, and a thou- 
sand and one services to keep small and costly diversifi- 
cation from the manufacturer; and all at the cost of 
prorating his sales overhead. 

Let any manufacturer figure to open his own office 
and he will find that to have a minimum, by the time he 
has employed a manager, stenographer, and somebody to 
ship and look after stock, and has paid rent, light, tele- 
phone, and numerous other small charges, he will have 
run up a yearly cost of several thousand dollars. Fig- 
uring an ordinary profit of between twenty and fifty per 
cent gross, it is hard to see where he could much more 
than break even on sales of less than fifty or seventy- 
five thousand dollars a year. If he then wishes to start 
such a venture, let him do so, but with a full under- 
standing of these facts. 

It may be that the manufacturer will decide on jobber 
distribution, and if so, the nature of his line should 
govern his next decision. Is he to appoint an exclu- 
sive agent jobber, or sell through any recognized jobber? 
As a general rule we may say that if he has a large line 
of staple goods, he should sell through any recognized 
jobber. If, however, he has a very small line, he should 
concentrate on one jobber, to make it worth his while 
to stock and push what in the aggregate may be a nice 
little business, but scattered would not be desirable. 
Then, too, if his line is complex or in the nature of a 
specialty, it is better handled by one firm. There is a 
general feeling among manufacturers that to appoint one 
jobber an agent causes ill will with the others, but as a 
matter of fact jobbers are coming more and more to see 
the question in its broad aspect, and to be glad to be 
able to get prompt delivery and saving of transportation 
charges on such lines from brother jobbers, and at the 
same time to sell to them on the same basis kindred lines 
which they control. 

Once the manufacturer and the consumer realize what 
the jobber offers to them in the way of service and sav- 
ing, they cease to regard him as a sort of parasite who 
feeds on both, and see him transfusing the life blood of 
efficient distribution to sales, and worthy of the fullest 
confidence and cooperation. They should both strive for 
their own benefit to help him keep down his overhead by 
keeping up his sales, and not enter into a fruitless three- 
cornered competition with him. 

As all of the general rules and conclusions thus far 
drawn are from actual experience, it may not be out of 
place to give a few concrete examples selected from the 
great number observed. Two manufacturers of brass 
engineering specialties marketed their line for years, 
at times through their own stores, through their own 



























































































Pressed Steel Ladles ges 
and Kettles 

Unsurpassed in strength, dura- 

bility,and quality ofworkmanship. 





Write for Bulletin No. 21 


Showing our complete line with prices. Large 
stock of all styles and sizes enables us to 
meet your requirements without any delay 
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Smooth and Flexible 


“DETROIT” A! 


Detroit closing 
Staggered Grip Wire Hook 


BELT LACING 


Hundreds of Belt users are finding lasting satisfaction in DETROIT 
LACING because it leaves the belt stronger than any other lacing because 
of perfect staggered grip, less destruction from perforation, and proper 
degree of stiffness, quality, proportion, size and shape of hooks. It is ex 
tremely smooth and flexible. Replacing endless belts everywhere. 
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and, leaving 





the other hand 
free to hold the 
belt. 


r Sample. 


_DETROIT BELT LACER CO. DETROIT. MICH. 


Branch Offices in large cities 
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representative agents, through manufacturers’ agents, 
through all recognized jobbers, and always at a loss. 
Rather against what he thought was his better judgment, 
each has selected a large jobber as his exclusive distrib- 
utor and placed his district sales manager with him. 
Both lines are now meeting with signal success. 


Another manufacturer in a similar line, after dis- 
tributing through an agent to jobbers and consumers 
alike at a heavy cost, has turned the entire stock over 
to one jobber, who does the same thing with unusual 
satisfaction and at a fraction of the former cost. A 
maker of a small boiler room line in the far west wished 
an eastern outlet. He picked a jobber and made him his 
eastern distributor, with the result that from nothing 
his business rose to several thousand dollars a year at 
no cost to himself, for in this particular case he sells 
at his regular price, the profit being made by the jobber 
on the increased price which his customers gladly pay, 
as it does not even reach the figure of the goods plus 
parcel post or express if ordered direct in small quantity. 

A concern with sales in the millions formerly sold its 
own products, and jobbed other lines to keep down over- 
head. The banking interests have recently stepped in 
and are completely reorganizing the policy in an effort 
to keep it off the financial rocks. An old and wealthy com- 
pany kept a New York store and closed it as a loss, at- 
tempting to distribute from an out of town warehouse. 
Lack of sales has recently led to appointing a jobber to 
carry a stock and distribute it. Another outfit after 
closing its New York store as unprofitable, tried to sell 
jobbers, and itself take desirable orders direct. A re- 
ceiver has just been appointed. In the face of all this, 
one of our oldest and best known manufacturers, who 
once sold through jobbers, came into the market himself 
to take both profits. After several years’ trial, he has 
closed part of his distributing store and opened an out 
of town warehouse. He is now where one of the gen- 
tlemen named above was ten years ago. Will he, within 
the next ten years, close up and again pick a jobber, or 
will his name adorn the column of those whose liabilities 
exceed their assets? 

If, several years ago, any one of us had been asked to 
pick an example of efficient organization for selling 
direct by a manufacturer, he might very properly have 
named any one of the leading boiler and radiator manu- 
facturers, and yet today the jobber has become such a 
factor in this line that a decided change of policy is 
taking place, and it may not be too radical to say that a 
complete revolution is about to be witnessed. 

Just what deal the manufacturer makes with his job- 
ber is of course a matter of individual bargain, but the 
prime factor must be that it rests in equity. No con- 
tract which is more favorable to one party than to the 
other can ever be more than a scrap of paper, for there 
must be consideration on both sides. If a reliable job- 
ber is approached by a manufacturer with a view to be- 
ing represented, he should look at the proposition in an 
impartial light, determine whether he can be of help, 
and if not, turn down the offer, stating his reasons. 
Knowing that he has distributing service for sale, if he 
feels that it is suited to the case, he should clearly ex- 
plain this, and have it understood that the manufac- 
turer must spend time and money in cooperation with 
him in this distribution, but that it will be less than if 
he attempted it alone. The manufacturer must see just 
where the jobber is helping him on expense, or he may 
feel that he is doing all the work, while the jobber merely 
takes toll. 

All these points having been made clear, it should be 
an easy matter to enter into one of the standard forms 


of agreement, in which is incorporated the usual stipu- 
lation of terms of payment, stock return, territory, spe- 
cial price if any, provision for cancellation, and all the 
remainder of the detail which is so familiar to those in 
touch with these matters that it is reduced practically to 
a code of practice. These details, while important as a 
guide, are not the basis of the matter, which is equity 
and consideration, and may be modified to meet condi- 
tions as the deal becomes a working proposition. 

To sum up then, briefly, the points which this article 
has tried to bring out: We must admit that conditions 
are changing; this change is more and more toward the 
separation of manufacturing and distributing; and this 
separation is an economy. In closing it seems proper to 
coin a suitable epigram, a thing which while dangerous 
when untrue, is doubly effective when it is used to state 
a demonstrable fact. Let each of the triumvirate—man- 
ufacturer, jobber, and consumer—hang on his wall a 
neat little motto :—‘‘More Distributors—Less Receivers.” 

- ter 


EDUCATIONAL BELTING EXHIBIT 


Leather Belting Exchange of Philadelphia Stages a Show in Chi- 
cago, and Later Will Tour the Country 

The Leather Belting Exchange of Philadelphia, a 
national organization of manufacturers, held an educa- 
tional exhibit of transmission belting during the week of 
June 4th to 9th at the Hotel Sherman in Chicago. This 
interesting exhibit, about which considerable has already 
been printed, has proven so successful in demonstrating 
the comparative value of different types of belts, that the 
Leather Belting Exchange is planning to send this ex- 
hibit on a tour of the leading cities in this country. 

This announcement is especially interesting to mill 
supply men, for the Exchange has decided that the first 
duty of the industry is to see to it that the mill supply 
house people and the mill supply house salesmen are the 
first to be considered in showing these exhibits. It is 
realized that a very large share of the business in leather 
belting is dependent upon mill supply house dealers, and 
how the mill supply house salesman is educated in the 
facts which they have to offer regarding their product. 
It is believed these educational exhibits will tell a sales- 
man interested in belting more about the transmission 
of power by belting in 15 minutes than he could secure 
from a solid week of reading up on the subject. 

The Chicago show attracted purchasing agents and 
buyers by the hundred, coming hundreds of miles, sent 
by their firms to Chicago for the sole purpose of seeing 
this exhibit. H. J. Flogaus, belt engineer of the Willys- 
Overland Company, and Mr. Monroe of the Cadillac 
Motor Company, each spent three days at this exhibit, 
and were typical of the many delegations attending. 

Announcements will be made very shortly as to the 
itinerary of this traveling exhibit. The exhibit has three 
features, the principal one of which is the much talked 
of testing apparatus, which shows the transmission 
capacity and slippage of each belt, the others being an 
exhibit of waterproof leather belting and a _ practical 
exhibit showing how leather belts are made endless. 

This educational work being undertaken by the Leather 
Belting Exchange is the kind of work which the mill 
supply industry is very much interested in, and is anxi- 
ous to encourage, as it is definitely educational and is not 
undertaken primarily as sales propaganda. The first 
duty of every industry is to give to salesmen and con- 
sumers all of the information possible regarding the use 
of their product. The mill supply houses have always 
encouraged any educational move on the part of indus- 
trial associations, as this is the type of work which will 
help materially in strengthening their position. 
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Seventeen Years Ago 


and ‘Today 


Clipper Belt Lacers are sold, as you 
know, fully guaranteed as shown on 
the tag below. 


There may not be anything particular- 
ly remarkable in this. You have no 
doubt a great many other items in stock 
that come in the same way guaranteed 
by their makers. 


The thing, however, that we believe 
will interest you is the fact that even 
under such broad terms. as ours, it is 
very seldom we are called to make 
good our guarantee. 


Today, therefore, we send forth our 
products with the supreme confidence 
which comes from knowing that they 
are absolutely fit, a fact demonstrated 
over seventeen years of building and 
selling. 


Clipper Belt Lacer Company 


Grand Rapids, Michigan 








GUARANTEE 
Every Clipper Belt Lacing 
Machine is sold with the un- 
derstanding that if after 
30 day’s trial it does not 
do all that is claimed for it 
and is not entirely satisfac- 
tory, it may be returned with- 
out expense; and with the 
further understanding that 
it will be kept in repair free 
of charge by the manufac- 
turers as long as genuine 
Clipper Belt Hooks are used 


exclusively with it. 






































Sectional View 
Fig. 370, Screw- 
ed, Standard 
Bronze Gate 
Valve. 


Soliciting patronage 
for you 


Jenkins advertisements and cir- 
cularizing—both specialized and 
general are constantly soliciting 
the attention, interest, and final- 
ly the patronage of the valve 
buyers throughout the country. 





The use of over seventy differ- 
ent publications covering prac- 


Fig. 108, Serewed, 


——— tically every industry, and the 
2 personal calls of Jenkins service 

—" representatives, tend to make 
“Jenkins Diamond Marked 


Valves” the “buy” word to the 
discriminate valve buyer. 


Fig. 352, Screwed, 
Standard Bronze Swing 
Check Valve. 


By stocking GENUINE JEN- 
KINS you will be able to meet 
the ever increasing demand 
caused by the wide use of Jen- 
kins Valves in every industry. 
Let Jenkins secure for you an 
ever increasing number of satis- 
fied and permanent customers. 


a. 






JENKINS BROS. 
New York Boston Philadelphia Chicago 
Montreal London 


Fig. 325, Screwed, 
Standard Iron Body 
Gate Valve. 











marked with the” Diamond" 
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Four Generations Contributed to the Business 


J. Russell & Co. on 75th Anniversary Open One of the Most 
Modern and Completely Equipped Supply Houses in New England 


Four generations of one family, with a continuous 
service totaling 117 years, and with three members of 
the present generation now actively interested with their 
father in the business, is the enviable record to which 
J Russell & Co., Holyoke, Mass., prominent mill supply 
house, can lay claim. The company opened its newly 
remodeled business home on Saturday, May.5, and now 
can boast of one of the most modern and completely 
equipped supply houses in New England. 


The story of the House of Russell is one which is 








PRESIDENT HENRY L. RUSSELL 


closely tied up with the family history of the owners. 
In 1868 the founder of the house, Joel Russell, bought 
out the hardware store of Gustavus Snow and Timothy 
Flanders. Mr. Russell was a man of many business in- 
terests, president of the Holyoke Savings Bank and a 
leader in civic affairs in his community. In connection 
with his interest in the betterment of his home town, he 
became a member of a committee of representative citi- 
zens who journeyed to Ontario to visit a worsted mill 
which specialized in making a certain lining cloth, the 
proprietors of which were anxious to locate in the United 
States. The result of the efforts of Mr. Russell and 
his associates was the establishment of the Farr Alpaca 
Co. in Holyoke, and today this organization is one of 
New England’s industrial giants. Joel Russell carried 
this same progressiveness into his business and made his 
store a great source of supplies for the growing indus- 
tries of Holyoke and vicinity. 

His son, Robert Russell, carried on after his father, 
taking over the business in 1875 and having 44 years’ 
service to his credit at the time of his death in 1919. 
For many years prior to entering the business he had 
been a machinist and tool maker. He often told his son, 
the present head of the business, about the “good old 
days” when he started to work as machinist in the Had- 
ley Mills at 5 o’clock in the morning, took time out for 
breakfast, worked until the noonday meal, put in a busy 


afternoon, took another hour off for supper, and then 
went back to the mill and worked until about 8 o’clock, 
“to see that everything was set right for the five o’clock 
start in the morning.” 

The present head of the business is Henry L. Russell. 
He has this year matched his father’s 44-year service 
record, and bids fair to establish a new high record. 
He started in as a boy clerk in 1879, and at that time 
was the only clerk in the store. Today, when the com- 
pany’s personnel totals 60, Mr. Russell can recall the 
days when he kept books, waited on the trade, did up 
bundles and was generally the handy man around the 
house. 

It was Henry L. Russell who converted the business 
from a purely local one*to one which covers all New 
England. He was himself the firm’s first salesman, and 
the first outside field cultivated by him was the town of 
Northampton, Mass. Later he invaded Connecticut, and 
step by step added to his territory. Today there are 
seven salesmen devoting their entire time to the road 
work, and in addition the company sends out extra sales- 
men for seasonal duty. Three-fourths of the company’s 
business today is wholesale, and in addition to mill sup- 
plies, the company’s line comprises hardware, tools, farm 
implements, iron and steel, and automobile accessories. 

Mr. Russell was one of the pioneers in the use of cata- 
logs, and issued his first one in 1890. His latest catalog 
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contains 1,100 pages, and in addition, he distributes an 
automobile supply catalog of 150 pages. 

In 1911, his son, Newton H. Russell, a graduate of 
Dartmouth College, began his career in the business, 
and in 1917, Robert H. Russell, a second son and a 


Worcester Tech graduate, joined the company. Stuart 
A. Russell, another Dartmouth son, entered the business 
in 1919. On March 1, this year, the business was incor- 
porated, and the officers are as follows: President, 
Henry L. Russell; treasurer, Newton H. Russell; vice- 
president, Robert H. Russell; and secretary, Stuart A. 
Russell. 

The company store had since its inception been located 
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Handles “Stay Put” 


O more pinching of 

fingers as happens 

on ordinary vises 
when the handle slips. 
Parker Vises have a ten- 
sion spring in the handle 
which prevents it from 
sliding its full length with 
a bang every time it is 
used. 


EV.Vd -1 = Sod Met ie oe 


FOR “FORD” 





It is easier to sell Parker 
It also allows the work- Vises if you emphasize 
man to place the handle their many worth-while 
at any position desired improvements. Write for 
and out of his way. This the Phantom folder of 
is only one of the many Parker Points. 
features resulting from 


81 years of progressive THE CHARLES PARKER CO 
vise manufacturing ex- Master Vise Makers 


perience. Meriden, Conn., U.S. Ae 


PARKER VISE 








Ford owners cannot afford to be 
without this set of Williams’ Superior 
Drop-Forged Wrenches. 


Set consists of 6 Wrenches, 12 





openings. 
| : | : Its SALE Ranks | oo" care for every nut on Ford 


Atay with Its Strength | The thin offset Reverse Gear 


Wrench is especially designed for 





| 30% extra strength over broached hollow screws— adjusting reverse gear and brakes. 
| the only other kind made. Cold-drawn by a patent- 
| ed process which increases the density of the steel | For Dealers to display on counter, 
around the socket-hole, and heat-treated scientifically | a 
| according to size and style of point. The Allen | we have developed an attractive 
process makes deep, perfectly formed socket-holes, with no chips ° ° 
in the bottom. The entire length of the “Allen” is utilized | Carton beautifully lithographed, con- 
either for solid metal at the point, or depth of socket for the 8 ° oe 
wrench. All sizes in stock from % to 1%” diameter; any taining 6 Sets. Each individual Set 
length, point or thread. Also Socket Head Cap Screws, Pipe | . . 
| Plugs, Tap Extensions and Socket Wrenches—Allen process. 1S neatly packed in Canvas roll, and 
strong cardboard box attractively 
The Allen booklet, with its charts of sizes and | labeled 


ply dealer who sends for it. 


THE ALLEN MFG. Co. | J. H. WILLIAMS & CO. 


| 143 Sheldon St. Hartford, Conn. | “The Wrench People” 
Pacific Coast Branch Office: The Charies A. Dowd Sales Co., | BROOKLYN BUFFALO CHICAGO 


320 Markct St., San Francisco, Cal. 


prices, will make itself useful to every mill sup- 
| 
































64 When writing to Advertisers please mention M1Lt Supplies. 








PULL QUPPLUES 














at the corner of Dwight and Race streets, handy to the 
Boston & Maine Railroad and to Holyoke’s industrial 
center. The growth of the business made it necessary to 
acquire outside space for warehouse purposes. Several 
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DISPLAY ROOM, THIRD FLOOR OF NEW BUILDING 


years ago the company built a three-story modern ware- 
house on Main street, with a railroad siding in the rear 
and with a front entrance large enough to permit trucks 
to enter and be loaded inside the building. Today this 
warehouse is utilized for storing iron and steel, roofing, 
nails, bolts and other materials bought in large lots. 

A year ago it was realized that the old quarters were 
cramped, and plans were made for the remodeling of the 
building, to allow the utilization of the upper floors and 
the enlargement of the main floor and basement. The 
completion of these plans leaves the company with an 
entirely new building, with the exception of the outside 
walls and roof. 

The new equipment includes showcases with electric 
lights, steel shelving, a vacuum cleaner system installed 
in the basement and piped to all five floors for keeping 








Russell Sales Force: 
fler, H. L. Russell, W. V. Harris. 
bee, G. C. Towail, E. L. Lincoln. 
T. C. Crauly, J. J. Leahy, F. L. Bardwall. 


Upper row, left to right—W. L. Lef- 
Middle row—H. D. Buck- 
Bottom row—L. G. Dowar, 


the building and stock clean and dustless, a very care- 
fully designed lighting system, a passenger elevator in 
addition to a freight elevator, a private telephone switch- 
board with five trunk lines and fifteen stations, in addi- 
tion to modern storekeeping systems. A steel reinfor- 
cing has given the building a safe loading strength for 
warehousing heavy goods. 

The opening of the new store marks the seventy-fifth 
anniversary of the Russell Co., and to celebrate the event, 





the executives and employes held a banquet in the Hotel 
Nonotuck, Holyoke. Henry L. Russell acted as toast- 
master, and among the special guests was F. Alexander 
Chandler, president, Chandler & Farquhar, Boston. 
During the evening, President Russell was the recipient 
of a large basket of roses, a gift from the employes. 

A Holyoke newspaper editorial, commenting on the 
continuity of business service of four generations of the 
Russell family, says: “With three young men in the 
fourth generation of the family all hard at work under 
their father’s generalship for the development of the 
business created by their great-grandfather, it may be 
expected that the 117 years of hard work done here in 
Holyoke by the Russells may go on to hundreds more. 
Each of these young men has married, and all are settled 
with their families here.” 
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IMPORTANT TOOL STEEL TESTS 


Competitive Comparisons of Brands Having Nearly Similar Per- 
formance Reported as Not Justified 


An important method of comparing tool steels is 
known as the lathe breakdown test. In this test the tool 
is used for cutting into a steel of definite composition, 
and works at a known speed and rate of cutting until it is 
worn out. A report on such tests has been issued by the 
Bureau of Standards telling of the results of such tests 
on various kinds of modern tool steels and discussing the 
limitations of this method when applied to the purchase 
of steel. Modern steels are first classified according to 
chemical composition and this classification is made use 
of in discussing the results obtained. Important conclu- 
sions drawn may be summarized as follows: 

Breakdown tests are not satisfactory as a basis for the 
purchase of high speed tool steels. 

Competitive comparison of brands having nearly sim- 
ilar performance is not justified, owing to the qualitative 
nature of this type of test; but relatively large differ- 
ences may be determined with certainty, provided suffi- 
cient tools are tested and averages of at least two grinds 
are used in interpreting the results. 

Certain severe breakdown tests were made with rough- 
ing tools on three percent nickel steel forgings, and in 
them high frictional temperatures were produced. In 
these it was found that the performance of commercial 
low tungsten, high vanadium and cobalt steels was su- 
perior to that of the high tungsten, low vanadium type, 
and special steels containing about 14%, percent uranium 
and %4 percent of molybdenum. The average power con- 
sumption in these tests was practically the same, so this 
factor need not be introduced in comparisons which may 
be made on this basis of endurance of the tools. 

Modification of the test conditions, including small 
changes in tool angles but principally changes in cutting 
speed, had a more marked effect on the performance of 
steel containing cobalt or special elements. 

The high tungsten steels showed relatively poor en- 
durance under severe working conditions but did much 
better in more moderate tests. The latter were made on 
the same test log and with equal cutting speed and depth 
of cut, but with reduced feed. The frictional tempera- 
tures were not so high. Also, in these latter tests the 
performance of the cobalt steels was better than that of 
either low or high tungsten steels. 

Hardness determinations and examinations of frac- 
tures indicate that the various types of commercial high 
speed steel show differences in behavior under heat treat- 
ment and in physical properties which are of importance 
under moderate working conditions and might counter- 
balance slight advantages in performance. 
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WATSON-STILLMAN 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 


70 years is at your disposal. 


Write for catalogs. 





THE WATSON-STILLMAN CO. 


198 Fulton St., New York 
Philadelphia: Widener Bldg. CHICAGO, McCormick Bldg. 
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THE PICKERING LINE OF 
GOVERNORS IS COMPLETE 


and one deserving investigation, because of its popularity 
and general demand by the buying public. 


It is carried in Stock by the “Jobbers” 
in all Larger Cities 


Write for their names and further information. 
Your correspondence solicited and carries no obligation. 


THE PICKERING GOVERNOR CO. 


Portland, Conn. For Gasoline Motors 














We have customers who have been buying from 
us for thirty-five years. Better join our family. 
The next time you need any Engine and Boiler Trimmings, Plumbers’ 


Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 


ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc., mail your order to 


THE McRAE & ROBERTS CO. DETROIT, MICHIGAN 


Long Distance Phone—Cedar 74 
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Extreme Fluctuations in Production and Price 


Chamber of Commerce of the United States Warns Our Manu- 
facturers of Danger Existing in Over-Stimulation of Business 


ALVIN M. DODD* 
Manager of the Domestic Distribution Department, Chamber of Commerce of the United States 


The one stupendous obstruction to the orderly con- 
duct of business in this area, is the extreme of fluctua- 
tion in production and price. We alternate between 
short periods of plenty and longer stages of comparative 
starvation. No one benefits by our peaks and everyone 
suffers while traversing the valleys, except perhaps a 
few speculators who profit almost, if not wholly, acci- 
dentally. Money which appears to have gained during 
the extreme of high prices usually must be spent in 
preserving a business through the processes of recovery 
from the sudden and certain price declines. 

There recently appeared in the New York Times a 
statement by a firm of well known manufacturers that 
their business during the first three months of the year 
was greater than in any previous quarter in their his- 
tory; that the promise for the next three months was 
even greater, and that funds had been set aside for the 
enlargement of their plant to provide for the contem- 
plated increase in output. This is a typical and not a 
selected example, and it is of particular importance be- 
cause of the reiterated statements that many of the 
existing manufacturing concerns of the same class must 
go out of business. Indeed, two well known concerns 
have entered into voluntary liquidation within a recent 
period, and probably many others find themselves in a 
difficult financial situation which will lead ultimately to 
the same result. 

Perhaps you will say that this increase in business on 
the one hand, with the disastrous condition of other 
plants on the other hand, is an example merely of the 
survival of the fittest; but there is another view: Not 
satisfied with selling more than it had ever sold before, 
and with a balance sheet of the most satisfactory nature, 
this concern is enlarging its plant in order to do still 
more business; and that is the condition which prevails 
in the United States on every up-turn of prices, and 
leads inevitably to the reaction of a fall. Business today 
has no conception apparently of a reasonable and safe 
level, but grasps every opportunity to produce more and 
to sell more. “After me the deluge” was an aphorism of 
Napoleon which has been used and misused until it is 
trite, and is the teammate of “Let the devil take the 
hindmost.” Such statements as these are descriptive 
of a too-common attitude in business, and ignore the un- 
deniable fact that all business is interdependent, and 
that a disaster to one is a bid for ultimately the same 
fate for the rest. It is due largely to the mistaken con- 
ception that more business, more sales, means better 
business in an unlimited degree, without any recogni- 
tion of the fact that business is a sponge which has 
limited powers of saturation. 


So far as I can recollect, I have never seen a budget 
which did not contemplate an enlargement of the prod- 
uct of the sales, based upon a study of the business his- 
tory, and almost blind to the question as to whether the 
previous volume was satisfactory. In the Anglican 
prayer book is the expression, “Content in the place 


*Abstract of an address delivered before the National Association of 
Garment Manufacturers in Chicago, May 24, 1923. 





where God has placed thee.” This is of course the nega- 
tion af ambition, but conversely it is a happy dilution 
to the extremes in so-called progress. 

If we could only fix in our minds the idea that more 
business carried to its ultimate point means disaster, 
just as less business carried to its ultimate point means 
failure, we should find a safe road to that happy haven 
known as “good business.” The push, struggle and 
crowding resulting from the unqualified effort for more 
business is the source of many, if not most of the diffi- 
culties which you and other business men face. More 
advertising demands, more styles to advertise, and more 
styles demand more advertising. More sales can be 
accomplished with flimsy materials than with substan- 
tial garments. 

Creating demand is entirely different from supplying 
necessities, and a large proportion of the costs in dis- 
tribution are the direct result of creating demand for 
novelties which fulfill no economic need. When you ask 
distributors to reduce their costs of doing business, does 
it occur to you that a considerable part of these costs is 
in the display of new goods which will push on to the 
bargain counters a material proportion of other goods 
which had preceded them as novelties. 

Every new style created by a manufacturer inspires 
the creation of a competing style by every other manu- 
facturer. Every new kind of fabric produced in a mill 
inspires the creation of new fabrics in other mills, and 
we have as a result a mounting pyramid of competition 
and of expense through all the steps of production and 
distribution. More business, newer styles, are the fun- 
damental evils of distribution as they are of production, 
and they are not to be modified materially until a saner 
state of mind is reached. 

Distribution cannot, under the present scheme of 
things, reduce its costs in the same sense that garment 
manufacturers can reduce the cost of production. You 
can substitute sewing machines for hand-stitching. You 
can substitute power-driven machines for foot pedal ma- 
chines. You have speeded up in every process and cut 
down in every cost, but you can’t speed up women shop- 
pers in deciding between a pea-green georgette waist 
and a pale pink vegetable silk sweater. This is the prob- 
lem of the distributor. This is the fundamental reason 
for those costs in distribution which begin at the factory 
and end only with the retail customer’s price. 

Until there is a surcease in the competition to create 
demand, to create new styles and to create new markets, 
there is no hope of any decrease in the costs of distribu- 
tion. Until under-production and over-production are 
weighed against each other for a reasonably constant 
rate of production, costs of distribution will follow the 
extremes of wholesale price changes, as the night follows 
the day. In the domestic distribution department we 
have studied the relations between the prices of raw 
materials, of products in their wholesale stage and on 
the counters of retail stores, and we are so convinced of 
the approximate parallelism of all prices, even under the 
extraordinary conditions of the World War, that when 
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FORD TRIBLOC CHAIN HOISTS 


A Complete Line 


Capacities - 14 to 20 tons 


These well known and finely built Ford 
Triblocs will enable you to promptly and 
satisfactorily meet your customers’ chain 
hoist requirements. 


They’re business builders through and 
through. Quality made from top to bot- 
tom hooks—well advertised year in and 
year out—thousands in use in this and 
other countries. 








Write for Catalog No. 5-B and discounts. 


FORD CHAIN BLOCK CO. 


2nn & DIAMOND STREETS PHILADELPHIA, PA. 
OVER-SEAS REPRESENTATIVE 


ALLIED MACHINERY COMPANY OF AMERICA, 
. st ag pag a YORK.U S.A . 














5 to 10 Ton Tribloc 











**Hart’’ Oil Pump 


‘‘Felthousen’’ 
Hand Oil Pump 


“‘Buffalo’’ 
Glass Body 
4 Cylinder 
Oil Pump 


“Sherwood” Screw 
Feed Grease Cup 
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Gravity ‘‘Sherwood” 
OilCup Grease Cup 


Inject certainty 
into your 
boiler feeding. 


**Engineers’ Favorite’’ 
Flue Cleaner 


aes cee Buffalo AUTOMATIC 


is temporarily 


Injectors 


comes on 
again. 


BOLLE: 


Wide working range 
without adjustment and 


works on higher or lower . **Sherwood’* 
steam pressure. Easily 7 i i ol Gravity Feed 


graded to make feed con- 
tinuous and economical. 
For % in. to 2 in. pipes. 
Experienced engineers 
are sticking to this 
proven certainty now that 
power must stay on. 


> 
Write today for catalog No. 18-5 


Sherwood Manufacturing Company 
1713 Elmwood Ave., Buffalo, N. Y. 
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we know a wholesale price we can with almost absolute 
accuracy state the retail price. 

You have suffered with the rest of society from the 
periodic disturbances following over-production, which 
leads to idle factories, unemployment due to idle fac- 
tories, suspended purchases due to unemployment and so 
on down to the depths from which we struggled in 1920, 
until the same cycle is followed to another peak of pros- 
perity and another well of despair. More business car- 
ried on indefinitely inevitably leads to less business, until 
a balance is struck and the average of safe business is 
established. 

Within the past few days the papers report that sev- 
eral hundred million dollars worth of building construc- 
tion has been suspended until a more reasonable stand- 
ard of building costs is reached. We need not know any 





of the details of what is taking place, since we are float- 
ing in a stream, the direction of which is known. The 
purpose of a business man is to sell his goods at a profit, 
and he knows better than anyone can tell him that the 
price must adjust itself to the purse of the man who buys. 
Almost invariably the price is found to reflect the busi- 
ness conditions of the moment, and if it does not, it will 
do so very soon. 

Your great problem as I see it is to determine the safe 
level of production, adhering as closely to the manufac- 
ture of articles for which a market exists, and without 
counting upon the creation of demand in any large de- 
gree. Anticipated demand is a first cousin to specula- 
tion; speculation may be defined as uncertainty, and un- 
certainty is the bane of business. 
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Rubber Stamp Signatures 


Question of Legality of Their Use Depends Largely on the Intent 


ELTON J. BUCKLEY 


I would have said that I had written about every legal 
subject that could possibly touch the business life of a 
business man, no matter what his line, but now comes a 
New York trade paper with this inquiry, on which I 
have never written before: 

Have you in your files an article covering the subject 
of the “Legality of the Use of the Rubber Stamp’”—that 
is, when a rubber stamp signature of a firm or person is 
stamped on the back of a check or any other legal docu- 
ment? Perhaps if you have not an article exactly along 
this line, you may have one which touches on rubber or 
steel stamps from some angle. 

To the best of my recollection I have never written any- 
thing on the subject, though it is a live one and of much 
importance. The main thing about a signature, or a 
special form of signature not written by the maker’s 
hand, is the intent. Anything is a signature if the 
writer means it to be. I can make my mark, as many 
persons do, and if there is evidence that I intended it to 
be my signature and to bind me, it will be considered a 
signature. The worst thing about taking any paper 
bearing a rubber stamp signature is that if the question 
arises you will have to prove that it, was affixed by the 
man whose signature it purports to be, or by somebody 
with his knowledge or consent, and with the intent that 
it should constitute his signature. This is not always 
easy. 

Many business men use rubber stamps to endorse 
checks. Usually in such cases it is easy to prove the 
existence of the custom, but in some cases it may not be 
so easy. A written signature proves itself in a way, be- 
cause it is individual—no two persons have the same sig- 
nature. But a rubber stamp, whether it is a facsimile 
signature or just the printed name, proves nothing at 
all. One man can stamp it on paper just as easily as 
another, and you may at any time be confronted with 
the necessity of proving that it was affixed by the right 
man with the right intent. 

If you can prove that, the signature will be as good 
and as binding as a written one. As a matter of fact, 
the law has upheld printed names, which are even less 
personal than a name stamped with a rubber stamp; 
also lithographed signatures, it being evident in all these 
cases that the signature was used with the intent that 
it should be binding. 


I remember one case in which the holder was trying 


to collect a note which was more than six years old, and 
consequently outlawed. He got around the outlawry by 
pleading that the maker of it had made a new promise, 
within the six years, to pay the note, which gave it so 
much longer to run. It seems that the alleged new 
promise was in writing, but was not signed personally 
by the maker of the note. It bore a rubber stamp sig- 
nature, affixed by a stenographer, but it was shown that 
the maker kept the stamp to save. himself work and that 
the stenographer used it regularly. The court held that 
the maker of the note had legally signed the new prom- 
ise. That case establishes the legality of a rubber stamp 
signature pretty thoroughly, I think. 

But in another case the rubber stamp signature was 
thrown out. In that case, a man had bought some 
goods. A bill was sent with them and the buyer 
stamped it with his name and date of purchase. Later 
he repudiated the purchase and among other grounds 
said that he hadn’t signed any complete memorandum of 
the transaction, as required by the Sales Act. The 
seller pointed to the rubber stamped name, but the court 
said that was not sufficient, as there was no evidence 
that the name was used as a signature. You see, it all 
centers on the question of intent. I can use a rubber 
stamp of my name for many other purposes than as a 
signature, but when I put it after “Yours respectfully,” 
at the bottom of a letter, I at least appear to intend to 
use it as a signature. The only trouble about it to 
the person seeking to hold me responsible on it as a 
signature, is that he will have to prove that I put it 
there directly or by an authorized agent. 

—teor 


Could Run Cable to Moon 


Enough lead covered cable was produced last year by 
the Western Electric Company to reach fifteen times 
from the earth to the moon, or to run a fifteen wire tele- 
phone trunk line between these two great planets. The 
quantity of this cable produced contained 19,000,000,000 
feet of wire. These figures were made public by Charles 
G. DuBois, president of the company, in his annual re- 
port. The estimated distance to the moon is 238,800 
miles. Now if some mill supply man will figure how to 
get the poles up, communication may be established soon. 
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LONG ISLAND BROOMS | | Sold with Profit 


Used with Profit 


will keep your accounts ‘“Sold”’ 





HUNTER 


Gravity feed grease cup, highly 
recommended by all grease dis- 
tributors. This type gives the 
longest service without refilling or 
attention. Adapted to line shafts 
and such applications where a 
vertical feed can be used. 


The dependability built into 
them is a safeguard against 
those trivial complaints which 





so often send a good account 


he. ps bb) 
W andering . Send for circular ‘Hunter”’ 


CROWN 


A hand compression grease 
cup made just a little better than 
its competitors. 


Light—Strong—Durable. 


A popular cup at popular 
prices. 


“We make them oversize 


at no extra cost 





LONG ISLAND BROOM WORKS 


Laurel Hill New York 


Send for circular “‘Crown” 

















AIRSPRING 


The Automatic Feed Grease 
Cup. 





More Selling Points 


because more service 


A cup giving the highest de- 
gree of efficiency in positive feed 


Your customers want a certain machine be- for grease lubrication — can be 
cause of what it will DO. SERVICE is the mounted in any position or at any 
chief consideration,—and Service is necessarily 
dependent upon the design and construction of angle. Ideal for loose pulley 





the machine. lubrication. Know more about 
In those few words you have the real reason 


for the continued improvements made in Famous this master grease cup. 
Universal Woodworkers. Our Model 30, with ‘ ° sae 
its tilting table, now has a new style boring at- Write us for circular Air- 
tachment and a belt tightener, which make it . ” 
possible to operate all special attachments at the spring 
same time without interference. Each attach- 
ment can be started and stopped inde- 
pendently of the others. ROTARY 
The real significance of those facts = : 
is greater serviceability,—more selling r . P ‘ 
points for you. A wick feed oil cup with a 
cover that makes it dirt and dust 
proof, that cannot jar loose. A 
cup for the small tool as well as 
the large. With automatic feed 


and capacity for the day’s work. 


Send today for further facts 
about the Famous Line. Get 
acquainted with Sidney Tools 
for our mutual benefit. 


The Sidney Machine Tool Co. 
Dept. 607 Sidney, Ohio 





Send for circular “Rotary” 





ALL THREADS DIE CUT ON THE 
HUNTER LINE OF BETTER LUBRICATION 





MANUFACTURED BY 


Hunter Pressed Steel Co. 


404 Nat’! Bank Bldg., Lansdale, Penn. 
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Display Stands Prominent Among Dealer Helps 


Mill Supply Houses Can Make Their Counters and Windows Very 


Valuable Potential Salesmen by 


When a mill supply dealer stocks a certain line, the 
journey of that line from the manufacturer to the ulti- 
mate consumer has only been partly completed. The 
responsibility for moving the goods to their destination 
—in other words, the final step in the sales procession— 
rests largely on the dealer. There are, however, many 
ways in which manufacturers cooperate in hastening the 
completion of the journey, and in thus clearing the path 
for further traffic in their goods. These are, generally 
speaking, placed in the category of “dealer helps.” 

There are many classifications of such helps, including 
national, business paper and newspaper advertising, spe- 
cialized local newspaper campaigns, direct mail cam- 
paigns to supply house prospects, “stuffers,” window 
displays, counter displays and so on through a list that 
varies with the ideas of the sales and advertising depart- 
ments of various organizations. 

Each of these various classifications would in itself 
provide a topic worthy of separate discussion. It is the 
purpose of this article merely to point out a few of the 
counter, window and floor displays which are furnished 
to dealers by manufacturers, leaving for future develop- 
ment the question of the other classes of helps. In the 
mill supply business, the problem of dealer helps is a 
peculiar one in that, unlike retail merchandising houses, 
many of the customers and prospects of the average mill 
supply house are located at distances which prevent 
them from visiting the store frequently. The fact that 
much of the business is sent in by road salesmen, by tele- 
phone and by mail, makes many dealers neglect to a 
large extent the possibilities of expanding their inside 
sales. 

The problem of distributing displays is a difficult one 
for the manufacturer because of the waste involved. 
L. F. Hamilton, sales promotion manager, Walworth 
Manufacturing Co., Boston, one of the large dis- 
tributors of these helps, in telling MILL SUPPLIES about 
his company’s display stands, says: “In the case of our 
wrench dealer helps, we are endeavoring as far as pos- 
sible to distribute these by putting one in every display 
carton. The trouble with a 
most distribution is that a 
good share of it is wasted. 
Even in our case, where a 
man gets eight or ten car- 
tons, he has an excess of 
display material. On the 
other hand, where a man 
does not have in stock the 
actual goods, he has no 
incentive to make a dis- 
play.” 

The Walworth company { 
furnishes along with 
orders for a dozen 
wrenches a stand, lithographed in colors, which will dis- 
play one 6-inch, one 8-inch, one 10-inch, one 14-inch and 
one 18-inch wrench. This stand is 19% inches high, and 
its width at the base is 14 inches. In addition, it makes 
use of a new carton which may be used as a real counter 
display. Each carton includes six individual boxes, each 
containing a wrench. Enclosed in each counter display 
carton is a very attractive novelty display card, which 





Properly Utilizing Show Space 


may be used in the window, on the center display table 
or any other place where it may be seen. When properly 
set up, the box is slipped into two holes in the card, so 
that the bottom front edge of the small wrench carton 
will rest on the counter. The wrench can be removed 
from the carton and prominently displayed in front of 
the card. In calling the attention of dealers to the pos- 
sibilities for using the display cards, it is suggested that 
“Goods well displayed are half sold.” 

Clemson Bros. Inc., Middletown, N. Y., is now offering 
to dealers a new display rack for 
holding the company’s hack saw 
blades. The racks are being 
offered through a series of sales 
letters directed to the dealers 
throughout the country. The 
first letter, which was distrib- 
uted a month ago, described the 
rack and offered it to dealers 
through the jobbers without 
charge with an order for three 
gross or more of the saws. 
Enclosed in the letter is a post card by means of which 
the dealer can get in touch with the proper jobber dis- 
tributing the racks. 

J. H. Williams & Co., Brooklyn, have been making lay- 
outs for many of their dealers’ windows during the past 
year. The accompanying illustration shows one of these 
window displays in a Newark, N. J., supply house. This 




















particular house happens to be an automobile supply 
house, but the layout shows the Williams company’s dis- 


play board, “Silent Salesman,” as it is called; for this 
reason it is used here. This board contains several 
designs of wrenches, with six of each design on it. It 
will be noted that the company also has two small boards 
on each side of the large center board, these containing 
several styles of wrenches, with three of each mounted 
thereon. The window used in this instance was thir- 
teen feet long by five feet deep, and the desired effect 
was secured by the use of orange and black. 

Black & Decker Mfg. Co., Towson Heights, Baltimore, 
supplies several sales helps to its jobbers without charge. 
Among these are colored cut-outs for window trims and 
counter displays. These are mounted on heavy card- 
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The Proof of the Pudding— 


Why are manufacturers, operating both new and old 











JOBBERS 


Paragon Paper Pulleys 
are rapidly being 
adopted by pulley 
users. Jobbing connec- 
: tions established now 

j will develop along with 
j the growing demand. 
j Write for price list 
Fa and discount sheet. 


plants, turning to Motor Drives? 
For greater efficiency and other economic reasons. 


It is for the same reasons that many motor manufactur- 


ers equip all their motors with PAPER PULLEYS. 


Prompt deliveries of PARAGON Paper Pulleys. 





PARAGON PAPER PULLEY COMPANY, 275 6th St., Milwaukee, Wis. 








BERR A LT Ball Bearing 


Jobbing Jacks 


Connections High Speed— 
Wanted Easily Worked 


. : ; Absolutely safe at all times; 15 to 100 
This company would like to make jobbing con- tons; 20 A 38 oy omy 
nections with legitimate mill supply jobbing 
houses in all parts of U. S. and Canada. 


JOHNSON BRONZE CO., New Castle, Pa. 












Write for prices and complete Jack Catalog. 


LOVEJOY TOOL WORKS 


328 W. Ohio St. Chicago 
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GUARANTEED TO CONTAIN NO ROSIN a SS 
WIZARD STICK st ‘ 
————— =v" 
is strictly a jobbers’ proposition. 
One of our jobbers sent us a considerable list of 
customers using belt driven machinery and re- “ , 
quested that we mail each samples of WIZARD Interesting 1923 
belt dressing in his name. And what’s more he 4 
dug out the name of the man in each plant who Sales Angles 
has to do the “cussing” when the belts slip. In over forty publications, our advertising is again 
That’s what we call co-operation. A live jobber describing Alligator. 
who knows WIZARD is a real dressing, and is Weare bringing out the fact that it is the practical- 
willing to help us sell his customers. We could ly and scientifically correct belt lacing. 
use about a thousand like him, and we would Alligator eliminates internal friction and fraying 
make the belting manufacturers happy by elim- of belt ends. The teeth clinch over the burden- 
inating just that much ROSIN dressing. bearing fibers, making “Every Tooth a Vise”. 
WIZARD belt dressing is guaranteed until it is Alligator alone of all belt lacings has this important feature. 
consumed. If we ever get a dissatisfied cus- Constenetine 2etiias aeeeaienin 


are used which continue to 
support Alligator Steel Belt 
Lacing as one of the items in 


tomer we want to refund his money. 

















Write for our proposition. which the interested jobber 

finds the most rapid turnover. 

MFG. CO., Inc. 4633 Lexington St., Chicago 

Richmond, Va. In England at 135 Finsbury 
Sample free upon request. " Pavement, London, E. C. 2 
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board and provided with easels. They are in two sizes, 
the large one 36 inches high and the small one 12 inches 
high. The Black & Decker demonstrating display stand 
is another of the helps. This stand is supplied without 
charge to jobbers who sell a minimum of 50 of the com- 
pany’s machines annually. Three colored panels form 
the front and sides of the table, on the top of which there 
is room for displaying several of the company’s electric 
tools. Another feature of the Black & Decker helps is 
a display stand, which enables the jobber to display a 
representative assortment of electric drills and grinders. 
Still a third stand is a wood stand for window display 
use, all of them in attractive form. 


The above are but a few of the display helps that are 
furnished by mill supply manufacturers. They are valu- 
able parts of the selling campaign of both manufacturer 
and distributor. H. A. Schultz, advertising manager, 
Wisconsin Electric Company, sums up his belief in such 
helps as follows: ‘When Mr. Dealer is carrying your 
products in stock, he has a potential salesman in his 
window. You can help him use this window by supplying 
the proper kind of displays. Make them big, bright and 
snappy. If your dealer has the right kind of window 
display material, he automatically ties up to your 
national advertising and so completes the chain from 
maker to user.” 


Safety Code for F senndvtes 


Contains Rules Relating to Machinery Equipment and Safety Clothing for Workers 


Mill supply dealers will find much of interest in the 
recently adopted safety code for industrial workers in 
foundries, which has been approved as the tentative 
American standard. This code has been sponsored by 
the American Foundrymen’s Association and the Na- 
tional Founders’ Association, representing 3000 of the 
leading foundries in the United States. Here are some 
of the rules of ‘the code that relate to machines and 
equipment, and clothing and protective devices to be 
worn by workers: 

For protection against the spattering of slag, slag 
spouts should, where practical, be equipped with suitable 
shields. All lip-pouring ladles 1000 pounds capacity or 
more shall be equipped with a worm gear or other self- 
locking device. All crane, truck and trolley pouring 
ladles shall be equipped with a dog to prevent premature 
overturning and shall be so constructed that when they 
are full of metal the center of gravity shall be below 
the center of the trunnion, unless each ladle is equipped 
wth a gear mechanism and a latch, either of which will 
prevent premature overturning of the ladle. All single 
shank ladles should be provided with sheet metal shields. 
Where the crown plate of an upright crucible furnace is 
elevated above the surrounding floor in excess of 12 
inches, the furnace shall be equipped with a platform 
having a standard rail; such platform shall be con- 
structed of metal or other fire-proof material, and shall 
extend along the front and sides of the furnace, flush 
with the crown plate, and shall be clear of all obstruc- 
tions. If the platform is elevated above the floor in 
excess of 12 inches the lowering from same of crucibles 
containing molten metal shall be by mechanical means. 

Equipment for the movement of materials by over- 
head cranes, such as sand buckets, shall have a factor 
of safety of at least five including bolts where used. 
When buckets have movable bails, safety locks or catches 
shall be provided, and the use of such safety locks or 
catches shall be enforced. Substantial steel handles shall 
be provided on grab buckets to afford safe means of 
pulling or prying apart the jaws in case cylinders stick. 

Sling beams shall be so constructed that the slings 
cannot be jarred off the beam, and so that the slings 
can be readily moved to accommodate different size 
flasks. 

Where dry grinding, buffing or polishing machines are 
used, an exhaust apparatus or its equivalent that will 
effectively remove the dust created by the operation of 
such machines shall be installed and operated. This rule 
shall not apply to floor or bench stands used specially 


for tool grinding nor to portable grinders. 

Sand blasting by hand-operated apparatus shall be 
carried on in suitable sand-blast room or outside the 
fogndry, and in both cases effective means shall be pro- 
vifled to protect passers-by from the sand blast. Dust 
shall not be exhausted into the open air but into a col- 
lector. 

A guard or shield shall be provided where necessary to 
protect other workers from exposure to the radiation 
from the electric arc, and no employe shall be required 
to work in such a position that his face is exposed to 
such radiation from any neighboring source. 

All tools shall be kept properly dressed and free from 
mushroomed heads. 

Head and eye protectors shall conform to the require- 
ments of the National Safety Code for the protection of 
the head and eyes of industrial workers. 

When the eyes of employes are liable to injury by 
dust, flying chips or molten metal, they shall wear suit- 
able safety goggles which shall be provided by the em- 
ployer. 

When engaged in sand blasting by hand apparatus 
workmen shall wear suitable helmets or hoods which 
shall be furnished by the employer. 

When engaged in welding or burning operations by 
means of any oxy-acetylene or other gas torch, employes 
shall wear suitable safety goggles which shall be pro- 
vided by the employer; when engaged in similar opera- 
tions by means of an electric arc, employes shall use suit- 
able shields or wear suitable helmets which shall be 
provided by the employer. In both these operations em- 
ployes shall wear slow combustion aprons or overalls. 

When dust arising from cleaning operations is inju- 
rious to the health of the cleaners, they shall wear 
suitable respirators which shall be provided by the em- 
ployer. 

When handling molten metal employes shall wear suit- 
able congress or other approved shoes which shall be 
furnished by themselves, and, when necessary, shall wear 
leggings to be provided by the employer. 

28h 


Into New General Offices 


The general offices of Manning, Maxwell & Moore, Inc., 
were transferred July 1 to the Pershing Square Build- 
ing, Park Avenue and 42nd Street, New York City. The 
elaborate new quarters will occupy the entire ninth floor 
of the recently completed building, which is located 
directly opjposite the Grand Central Terminal. 
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HE To Get the Right Start—Equip with MEDARP”” | 
Get the ‘ | 
»*MEDARTE 
Wood Split 
PULLEY 
from Stock! 









Air Cocks Gauge Cocks 
Air Valves Water Gauges 
Cylinder Cocks Priming Cocks 





Our Line is the recognized standard on 





@ What are the sizes, 
regardless of what 


quantities, you want 

shipped TODAY? ~— 

@ Wire them—’phone them—they’ll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 


IMR. SUPPLY DEALER—We have been engaged in the 
Pulley business for 40 years, and we know a great deal more 
about making good pulleys thax many-other concerns. 

{OUR POLICY in building Wood Split Pulleys is: Cheap- 
ness is suicidal; products must be the best in their class. We 
wouldn’t think of running the slightest risk of impairing the 
value of our most valued asset—our Good Will. 

Get the “MEDART” WOOD SPLIT PULLEY from Stock! 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse Offices 
CINCINNATI CHICAGO and PHILADELPHIA 


aml 


WA 
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STERLING & SKINNER MFG. Co. 


DETROIT, MICH. 


Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 





Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, 
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Our Specialties are sold to Jobbers only 


Hanna “Ball Joint” 
Pipe Hanger 


is the 
Si™ pl € T 
tronges 


hanger ever made. 


Crescent Universal 
Woodworkers 


OU do not have to cut the price 

to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 
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TEU LURE EREREREAAAN PEXUXEUEUEARUNEE LUCK UAEULECELEIIY) 


Send today for catalog giving complete description of our band 
saws, saw tables, jointers, shapers, planers, borers, planer and 
matchers, swing saws, disk grinder, cut off table, hollow chisel 
mortiser, variety wood worker, universal wood workers. 


he 
Crescent Machine Co. 


96 Columbia Street 
LEETONIA OHIO 


TULL 


@Note the ball and 
socket joint. 


@Hanger can swing in 
any direction. 
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PUNDUAUDONNAD OANA AUNT 


@Not necessary to re- 
move hanger to raise 
or lower pipe. 





Write for 
‘“‘Our Silent Salesman’’ 
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The Penn Engineering Co. 
Philadelphia, Pa. 
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A New Collection Stunt 


Unsigned Check Paved Way For Experiment That Proved Successful 


HARRY BOTSFORD 


A new collection idea is always worth considering. 
Especially when the idea has been unusually successful 
and when it collects without the smallest degree of 
offense, and without the debtor ever guessing that a 
collection scheme is being used. Sounds impossible, 
doesn’t it? Here is the plan just as it was tried out in 
Atlanta, Georgia. 

The plan took form following receipt by a certain con- 
cern of an envelope which contained an unsigned check 
for $5.00. The envelope did not contain a letter or note 
which would enable the concern to identify the person 
sending it. This concern—even as you—had many 
accounts on its books for this amount. 

After considering the matter pro and con the credit 
office decided to use that unsigned check as a collection 
lever on a selected list in the way of an experiment. 

Seventy letters were sent out covering accounts of 
various sizes and reading as follows: 

“Through the mail this morning we received a check, 
No. 1556, drawn on the Atlanta National Bank and pay- 
able to our order for $5.00. 

“This check was not signed and, being mailed in one 


of our return envelopes and unaccompanied by a letter 
or note of any kind, we are unable to ascertain the iden- 
tity of the sender. 

“Thinking that you may have sent this check we 
thought it best to write you this letter regarding it. 

“Please let us know if this check should be credited 
to your account, and we will return same at once for 
your signature.” 

There’s the letter; now for results: In forty replies 
received there were twenty-three checks. Note the 
amounts! One was for $56.50, payment in full; one for 
$50.00; a third and fourth for $31.00 and $30.00 and a 
fifth and sixth for $25.00 and $22.13. 

All who replied to the letter, with two or three excep- 
tions, promised payment on definite dates; two others 
telephoned the store and several called personally. As 
a total the letters averaged better than $5.00 each in 
returns. 

It is a plan which could be used regularly on old stand- 
ing accounts, and it would have an excellent moral effect 


on customers. Oh, yes, the sender of the original check 
is still unknown! 
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POWER LOSS AND BELT SLIP 


W. F. Schaphorst Declares There Is No Reason Why There Should 
Be Any Loss on Account of Slippage 

“Before the war fragments of reports of experiments 
undertaken by the Technical Institute of Charlottenburg, 
Germany, reached our magazines,” writes W. F. Schap- 
horst. 

“The purpose of the experiments was to decide defi- 
nitely the loss of energy in belt and rope transmission. 
In reviewing the experiments one of our well known 
engineering magazines made this statement: 

“‘The highest efficiency obtained during the tests 
referred to was 98 per cent, with the belt drive, all con- 
ditions being ideal. The figures quoted give the actual 
efficiency of the drive; the friction losses in the bearings 
being subtracted.’ 

“Creep, internal resistance to bending, and windage 
create the impossibility of perfect belt transmission; 
but, luckily, these are rarely serious. One of the great- 
est avoidable obstacles in the way of efficient belt trans- 
mission is slip. Slip is as unnecessary as incomplete 
combustion; still it is almost as prevalent, in spite of the 
plain-as-day visibleness of the belt. A belt can be sub- 
stantially seen, felt, cut, laced or treated. Carbon 
dioxide is invisible, odorless, and commonly impercep- 
tible. There might be some plausible excuse for wasting 
fuel through the chimney; but for allowing a belt to 
slip—never.” 

~<or 


Steel Industry Prospering 


Elbert H. Gary, managing director of the United States 
Steel Corporation, in a recent address declared that even 
though there should be no more new contracts for struc- 
tural steel during the next six months, the steel business 
as a whole would be satisfactory. That is a remarkable 
statement, and best reflects Mr. Gary’s belief in-the basic 
soundness of our industrial position. In conclusion he 


stated: “When one considers the wealth, resources, in- 
creasing production and purchasing necessities of this 
country, the present business outlook is good. And this 
is said in the face of very heavy burdens of taxation, 
unnecessary and unreasonable political and social agita- 
tions precipitated by those who have nothing financial at 
stake, the unfortunate troubles pending in foreign coun- 
tries, and the bugbear of politics.” 


~<o>— 


Rubber Exports Heavy 
With a total value of $3,702,748, exports of rubber 
manufactures from the United States in: April, though 
$613,428 less than in March, were far above any other 
month since the 1920 boom period. In April, 1922, the 
value of exports was only $2,823,099. 


- —~<tor — 


India as Machinery Buyer 
India is now absorbing approximately $100,000,000 
worth of machinery a year. Of this amount, it is esti- 
mated that 15 per cent is imported from the United 
States. The country is rapidly becoming industrialized. 
It is believed that the Indian markets for American 
machinery are expanding. 


~ee 


Showed Decided Decrease 


United States exports of mechanical rubber goods to 
Argentina showed a decided decrease in 1922 over those 
of the preceding four years. The total value of these 
products for the year was $96,834, divided as follows: 
Belting, $45,154; hose, $42,252, and packing, $9,428. 
The value of the exports in the preceding years was as 
follows: 1918, $163,077; 1919, $236,980; 1920, $391,030, 
and in 1921, $130,896. The normal market for Amer- 
ican-made mechanical rubber goods in Argentina is 
greatly in excess of the $100,000 mark. 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 








The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 

















The Armstrong ends these 
steam trap troubles— 








NVESTIGATE the construc- occurs in the Armstrong be- 
tion of the Armstrong Steam cause the discharge is at the top 
Trap and you'll find that provi- and the sediment or oil rises to 
sion is made to eliminate any the surface of the water, to be 
steam trap trouble ever experi- washed out when the trap dis- 
enced. charges. 
Air binding — that common And these troubles are elim- 


steam trap fault — is eliminated 
by the simple expedient of an 
air vent in the closed end of the 
inverted bucket, illustrated op- 
posite. Air passes to the top of 
the trap and is eliminated when 
the trap discharges. 

Passing steam — a_ frequent 
trouble—is impossible in the 
Armstrong because the closure 
is positive and the velocity of 
water is high when discharging. 
Trouble from oil and sediment 
—a common condition—never 


inated by a trap that is small 
in size, low in first cost, unbe- 
lievably simple and that gives 
greater capacity than any trap 
of equal size—a trap that is in 
great demand by power plants 
everywhere. 


Convince yourself that the Arm- 
strong will build greater trap 
sales; write the Armstrong Ma- 
chine Works, 318 Maple Street, 
Three Rivers, Michigan, for a 
trap to test and for attractive 
dealer plan. 





Every mill supply house should list Armstrong Traps in its catalog. 





Write for dealer plan— 
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PRICES PRESENT AND PAST 


Trade 


(Courtesy of ron 


Review, Cleveland, as of date June 21, 1923) 


Representative market figures yesterday, and for last month, three months ago and one year ago 


















June 20, May Mar. June 
1923 1923 1923 1922 

PIG IRON 
Bessemer, valley, del. Pitts...........$30.27 32.07 31.67 26.96 
Basic, valley meee 29.80 29.80 25.00 
*No. 2 foundry, del. Pittsburgh..... 29.27 31.91 31.37 25.96 
*No. 2 foundry, Chicago................ 3 32.50 31.25 23.25 
Lake Superior charceal, Chi 36.65 35.55 30.00 
Malleable, valley .. 30.20 29.20 24.20 
Malleable, peel : 32.40 31.25 23.25 
*Southern No. 2, Birmingham...... 27.00 27.00 26.50 18.50 
*Southern Ohio, No. 2, Lronton.... 28.00 31.00 30.75 23.25 
Basic eastern del. » eastern Pa...... 28.14 30.75 29.35 25.25 
**No. 2X, Virginia furnace.. oan 28.60 28.25 24.50 
**No. 2x. eastern del., Phila........ 30.76 32.76 32.00 27.20 
Gray forge, val. del., Pittsburgh... 28.77 31.17 30.77 25.96 
Ferromanganese, del., Pitts............129.79 129.79 120.79 72.82 
SEMIFINISHED MATERIAL 
Sheet bars, bessemer, Pittsburgh.. 45.40 44.50 35.00 
Sheet bars, open-hearth, Pitts........ 45.40 44.50 35.00 
Billets, bessemer, Pittsburgh........ 45.00 44.50 35.00 
Billets, open-hearth, Pittsburgh...... 45.00 44.50 35.00 
FINISHED MATERIAL 
Steel bars, Pittsburgh 2.40 2.40 2.30 1.65 
Steel bars, Chicago...... ~- a 2.50 2.34 1.75 
Steel bars, Philadelphia. Shaioneenienanse 2.72 yey f 2.67 2.01 


*1.75 to 2.25 silicon. 










COMPOSITE MARKET AVERAGE 


Representing the Combined Average Prices per Ton of Fourteen Leading Iron and Steel Products 
Yesterday, One Week, One Month, Three Months, One Year and Ten Years Ago 


June 20, 1923 June 13, 1923 May, 1923 
$46.34 $46.53 $47.52 
Products Included Are Pig Iron, Billets, Slabs, Sheet Bars, Wire 


and Blue Annealed Sheets, Tin 


June 20, May Mar. June 
1923 1923 1923 1922 
FINISHED MATERIAL Race ys = 
Iron bars, Philadelphia... eat fF 2.82 2.70 1.96 
Iron bars, Chicago mills... 360 2.60 2.53 1.74 
Beams, Pittsburgh ans 2.50 2.50 2.35 1.65 
Beams, Philadelphia 2.82 2.87 2.77 2.01 
Beams, Chicago ...... 2.60 2.60 2.44 1.275 
Tank plates, Pittsburg 2.50 2.50 2.35 1.65 
Tank plates, Philadelphia 2.82 2.92 2.77 2.01 
Tank plates, Chicago...................... 2.60 2.60 2.44 1.75 
Sheets, blk., No. 28, Pittsburgh... 3.85 3.85 3.55 3.15 
Sheets, blue, anl., No. 10, Pitts... 3.00 3.00 2.70 2.40 
Sheets, galv., No. 28, Pittsburgh... 5.00 5.00 4.65 4.15 
Wire nails, Pittsburgh..................... 3.00 3.00 2.90 2.40 
COKE 
Connellsville furnace, ovens............ 4.50 5.10 7.15 6.60 
Connellsville foundry, ovens.......... 5.50 6.10 “15 7.20 
OLD MATERIAL 
Heavy melting steel, Pittsburgh.. 20.50 22.20 26.10 17.40 
Heavy melting steel, eastern Pa.... 18.25 20.40 24.85 15.30 
Heavy melting steel, ~~ .50 19.75 23.15 14.45 
No. I wrought, eastern Pa. .50 24.40 27.60 17.50 
No. 1 wrought, Chicago............ we 75 19.95 23.25 14.30 
Rails for rolling, Chicago........... cas .00 21.80 24.90 15.43 
**2.25 to 2.75 silicon 
March, 1923 June, 1922 June, 1913 
$45.31 $36.96 $26.78 
Rods, Steel Bars, Plates, Structural Shapes, Black, Galvanized 


Plate, Wire Nails and Black Pipe 




















An Illustration of How ARGUTO Oilless Bearings 
Lower Manufacturing Costs 


In sending in one of several repeat orders, a user 
writes: 

“Before using ARGUTO, we had to re-babbitt these sleeves 
every few weeks. 

“The original installation of ARGUTO Bushings was made 
nearly five years ago and today they seem to be as good as 
when first put in. 

“They certainly have relieved us of a lot of bother, trouble and 
expense.” 


On an average the metal bushings had to be re-babbit- 
ted every six weeks at an approximate cost of about 
$2.40 per bearing -—— more than the cost of an 
ARGUTO. There were six ARGUTOS in the first 
installation and the old type bearings would have been 
re-babbitted 30 times in the same period. 

Figure the savings for yourself: 


30 x $2.40—$72.00 saved per bearing 
6 bearings=$432.00 total saved by six ARGUTOS 


How many bearings in your customer’s piant? 
Figure up the savings you could make for 
him and then write for a trial order ic 








One Man and 
This Car Mover 


can move a heavily loaded, 60- 
ton capacity car—no delays, iH 
no interruption to work of | 
other men, every car spotted | 

when and where it is wanted. 


The NEW BADGER Car 
Mover’s power is in its com- 
pound leverage —a combina- 
tion of pinch bar and toggle 
action, providing force enough 
to move any car. It imparts a 
turning, not lifting, motion to 
the car wheel. 










We stand behind the jobber. 
Every New BADGER Car 
Mover you sell is covered 
by our SIX MONTHS’ 
GUARANTEE—any broken 
casting returned during that 
time is replaced free of 
charge. Our new 2-color 
folders will help you sell. 
Ask for a set of them. 


Advance Car Mover Company, Inc. 
Appleton, Wis. 
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PRACTICAL FACTS ABOUT BELTING 


SELECTING THE 
RIGHT BELT 


The Belt Itself hide only one third te suited & 
Is Important poses. The side stock and « 
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Are You Cashing-In On It? 


Schieren’s Leather Belting Handbook has two objects: 





1. To thoroughly introduce the product to the customer. 


2. To reduce sales resistance for this line for the jobber. 


It will be sent to Mill Supply Jobbers who write for it. 


Main Office and Factory: 
42 Ferry Street, New York 


B 


BELTIN 
TRADE MARK’ 


Distributing Branches and Dealers in All Leading Cities Throughout the World 


Tanneries: 
Bristol, Tenn. 






TANNERS 
BELT MANUFACTURERS 
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PERSONALS 


G. W. (“Steve”) Brogan, for some time advertising man- 
ager of the Black & Decker Manufacturing Co., Towson 
Heights, Baltimore, has established an advertising agency to 
be known as G. W. Brogan, Inc. The new organization 
will be somewhat unique, in that — , 
it will specialize in the merchandising 
as well as advertising of items per- 
taining to the servicing of automo- 
biles, trucks and tractors, and will 
confine itself to the handling of a se- 
lected list of related accounts, on not 
more than six non-competing lines. 
Among these will be the account of 
the Black & Decker Manufacturing 
Co. Mr. Brogan is one of the three 
commissioners of Service Equipment 
Associates, of which he was the or- 
ganizer. In 1917 and 1918 he was ad- 
vertising manager of the Deusenberg 
Motors Corporation, and from 1919 to 
the present time advertising manager 
of the Black & Decker Manufacturing Co. 








Mr. Brogan not 
only has an unsually attractive personality, but has energy 
and initiative to burn, so it seems safe to assume that more 
than usual success will attend the new organization. 

W. H. Weber, Kewanee, IIL, 
intendent of iron foundries of the Walworth Mfg. Co., to suc- 


was recently appointed super- 


ced C. L. Sprague, who resigned. 


Robert T. Pierce has been appointed manager of the New 
York sales office of Webster Mfg. Co., Chicago, succeeding 
the late Glen W. Porter, who died March 31. 


L. D. Granger, of the managerial staff of the Wickwire- 
Spencer Steel Corporation, Worcester Mass., has been made 
temporary superintendent of the Morgan Works in Worcester. 


C. M. Hall, who for the past year has represented the 
Black & Decker Manufacturing Co., Baltimore, in Indiana 
and Ohio, has recently been appointed the company’s Cleve- 
land manager. 

Harry Neff, who for many years has been identified with 
New England cutlery manufacturers, is now associated with 
the Standard Tool Co., Cleveland, in that company’s Pitts- 
burgh territory. 

L. M. Dalton, who has been in the engineering department 
of the Link-Belt Company, Chicago, has been appointed man- 
ager of the Boston office of that company to succeed E. J. 
Burnell, who has resigned to enter business for himself. 

G. A. Davies has been appointed manager of the Los 
Angeles branch of the Eccles & Smith Co., San Francisco. 
He was for many years sales manager of Wickes Brothers, 
Saginaw, Mich., manufacturers of machinery and boilers. 


Howard Coonley, president, Walworth Mfg. Co., Boston, 
is the new president of the Boston Chamber of Commerce. 
He has during the past year served as chairman of the 
chamber’s committee on commercial and industrial affairs. 


Arthur M. Loeb, president, the California Equipment & 
Supply Co., 205 North Los Angeles street, Los Angeles, has 
sold out his interest in the company and has associated him- 
self with the Allied Machinery Corporation of California, 
465 East Third street, Los Angeles. 


John J. High, for many years with the Fairbanks Com- 
pany in New York City, more recently manager of their 
power transmission department, has associated himself with 
Albert H. Robbins, 191 Lafayette street, New York, in the 
engineering and power transmission department. 





Alex B. Pierce, vice-president and general manager of the 
N. O. Nelson Mfg. Company, St. Louis, was one of the re- 
cently returned globe trotters who attended the recent con- 
vention of the National Pipe and Supplies Association in 
Cincinnati. Mr. Pierce reported a most enjoyable five months’ 
vacation. 

G. M. Bartley has resigned from the sales department of 
the Cleveland Steel Co., to devote his entire time to the busi- 
ness of the Murley Tool & Supply Co., 716 Superior avenue, 
Cleveland, of which company he is secretary and treasurer. 
The Murley Tool & Supply Co. is a wholesale dealer in tools 
and supplies. 


George E. Benson has resigned as treasurer of the Na- 
tional Tube Co., Pittsburgh, to become vice-president of the 
Union Trust Co., that city. He had been connected with the 
National Tube Co. since 1899, and had been treasurer since 
1912. H. J. Hershman, who has been in Mr. Benson’s de- 
partment for some years, has succeeded him as treasurer. 


Earl W. Cannell, who has been connected with the Osborn 
Manufacturing Company, Cleveland, for the past 17 years, 
has been appointed purchasing agent of the company, effective 
June ist. Prior to assuming his new duties, Mr. Cannell has 
had charge of the sales development department, and had 
previously been a salesman on the road. He succeeds W. E. 
Mitchell, who has been purchasing agent for the past eight 
years, and who resigned to enter business for himself. 


Victor A. Seuberth, prominently.connected with the sale 
of leather belting for the last eighteen years, has joined the 
Chicago sales organization of the Chicago Belting Company 
as assistant to A. J. Weis, general sales manager. Mr. Seu- 
berth was for many years Chicago manager for Charles A 
Schieren & Co., New York, and more recently manager of the 
Chicago branch of the Detroit Oak Belting Co. He has a 
wide acquaintance among the belt buyers throughout the 
country, who will be interested in learning of his change. 
The Chicago Belting Company is located at 113-125 N. Green 
Street, Chicago. 


W. H. Fisher, of T. B. Wood’s Sons Co., Chambersburg, Pa., 
accompanied by Mrs. Fisher, sailed from New York on May 
16th on the steamship Conte Rosso. Their first stop of im- 
portance was at Naples, followed by a week at Rome and 
brief stops at Venice, Milan and Genoa. Several days were 
spent at Nice, Monaco and Monte Carlo. After a week’s stay 
in Switzerland, considerable time will be spent in France, 
which naturally will include Paris. The principal battle fields 
in France and Belgium will be visited. They will return to 
London about July 11th. Various places of importance in 
England and Scotland will be visited. Sailing for home will 
be via Southampton on August 4th. 


William T. Todd, treasurer, Somers, Fitler & Todd Co., 
recently declined the presidency of the Chamber of Commerce 
of Pittsburgh, to which he had been unanimously elected at 
the annual meeting of the board of directors. Mr. Todd has 
been first vice-president of the organization during the past 
vear, and his election had followed the declination of the 
retiring president, William M. Furey, who had been unani- 
mously re-elected, but who, acting upon the advice of physi- 
cians, felt obliged to decline the honor. Mr. Todd’s reasons 
for declining were similar to those of Mr. Furey, namely, 
pressure of private business and advice of his physicians 
that the additional duties of the presidency would not be 
beneficial to his health. Following Mr. Todd’s declination, 
the directors elected A. L. Humphrey, president of the West- 
inghouse Airbrake Company, to head the chamber for the 
ensuing year. Mr. Todd has long been active in the work 
of Pittsburgh’s big civic organization, and his action was 
the subject of general expressions of regret on the part of 
the directors. 
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METRIC 


Packing of Quality 
The House of METRIC 


Is built on the foundation of honest products, reasonable 
prices, courteous treatment, fair dealings and prompt 
attention to our customers’ needs. 





The name METRIC is your guarantee that you are buy- 
ing honest and dependable packings. 


ORDER BY STYLE NUMBER 


ASBESTOS PISTON ROD AND VALVE STEM 


PACKINGS 
Style No. 40—Ring ) High Pressure Rubber Back Piston Rod 
Style No. 41—Spiral { Packing. 


Style No. 100— 
Style No. 101—_ 
Sle No lo2zmeuy | Round Braided Asbestos Packing. 

Style No. 195—Ring } Square Braided Asbestos Packing—Mul- 
Style No. 197—Coil § _ tiple Braids. 

Style No. 200—Ring ( Square Braided Asbestos Packing for Ro- 
Style No. 202—Coil §f tating Rods. 


RUBBER AND DUCK PACKINGS 


Style No. 60—Plain Rings | 

Style No. 61—Sectional Rings } Unstitched Plain Expansion. 
Style No. 62—Spiral J 

Style No. 50—Red Core for General Use. 

Style No. 165—High Pressure Combination, Diagonal. 

Style No. 170—Low Pressure Combination, Diagonal. 


HYDRAULIC PACKINGS 


Style No. 220—White Friction Hydraulic Plunger Rings. 
Style No. 230—White Friction Hydraulic. 
Style No. 240—Square Braided Waterproof Hydraulic 


FLAX PACKINGS. 


Style No. 321—Square Braided Flax Packing. 
Style No. 322—Square Braided Flax Packing. 
Style No. 323—Square Braided Flax Packing (No. 1 Jute). 


SHEET PACKINGS 


Style No. 1000— Highest Grade Asbestos Superheat Sheet. 
Style No. 1000—B Second Grade Asbestos Superheat Sheet. 
Style No. 1000—R Red Asbestos Superheat Sheet. 
All of above graphited one side or both sides 
when specified. 
Style No. 1010— Red Rubber Sheet. 
Style No. 1015— Red Rubber Sheet with Brass Wire Insertion. 
Style No. 1020— Black Rubber Sheet. 
Style No. 1030— Asbestos Metallic Sheet. 
Style No. 1035— Asbestos—Metallic Sheet Red One Side Gra- 
phited Other. 
Style No. 1065— Fibre Sheet. For Oil, Gasoline, Benzoile, Etc. 
Style No. 1075— Cloth Inserted Sheet. 


GASKETS 


Style No. 1500— Asbestos—Metallic Manhole, Handhole and Tube 
Plate Gaskets. 

Style No. 1565— Red Tubular Gaskets. 

Style No. 1580— Gaskets Cut from Asbestos Superheat Sheet. 


Braided Valve Stem Packing. 
Twisted Valve Stem Packing. 





Write for our latest catalog 


METRIC PACKING CO., Inc. 
BUFFALO, N. Y. 


Branches 
New York City Pittsburgh Cleveland Detroit Chicago 
San Francisco Los Angeles Honolulu New Orleans 





METRIC 











Eliminates Waste 
Motion 


SING common solder means 
separate fluxing which is now- 
adays considered waste motion. 


This tedious and uncertain opera- 
tion is eliminated by using Kester 
Acid-Core Wire Solder which sup- 
plies its own scientific flux. 


Kester is a hollow wire of virgin tin 
and lead, inside of which are tiny 
pockets full of an acid flux. As the 
heat is applied and just before the 
solder melts these pockets supply 
the proper amount of flux to the job. 


This allows inexperienced help to 
do first class work. The skilled work- 
er can easily double his production 
and at the same time use less ma- 
terial. 


Try it out—we’ll send a sample for 
test. 


o, 
om 





Sold by live dealers everywhere in one pound coils, in 
cartons, and on one, five and ten pound spools 





. 


Manufacturers 
CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago 


Direct Factory Representatives: 


THE FAUCETTE HUSTON CO. 
Chattanooga, Tenn. 


LOUIS J. ZIESEL CO. RICHARD F. ELY 
216 Market St. 66 W. Broadway 
San Francisco, Cal. New York City 


KESTER 


c/Acid Gre WIRE SOLDER. 


(ENLARGED PHANTOM STANDARD SIZE ”8INCH DIAMETER) 





FLUX IN POCKETS VIRGIN TIN & LEAD 


Requires Onlyfleat 














*&0 
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Dixon C. Williams, president, Chicago Nipple Mfg. Co., 
experienced another demonstration of the smallness of the 
world, when during his return trip to Chicago from the mill 
supply conventions, he met an old friend, a Presbyterian 
minister from San Francisco, whom he had not seen in over 
25 years. The minister had been attending the national 
conference of his church in Indianapolis and was on his way 
to preach a Sunday sermon at Lafayette, Ind. About five 
minutes before the train arrived at Lafayette, the minister 
entered into conversation with his neighbor, who by chance 
was returning from the Cincinnati convention. The neighbor, 
after hearing who his chance acquaintance was, remarked 
that he was certain that Dixon C. Williams would be very 
much interested in learning the details of the Indianapolis 
conference. At mention of the name, the minister asked 
details, which followed, ending in a meeting of the two old 
friends just in time to say hello before the train pulled 
out of the Lafayette station. It was all the more unusual 
because of the fact that Mr. Williams had been sitting only 
a few seats in front of his friend during the entire journey, 
and yet they never would have met except for the chance 
conversation of the minister and his neighbor on the car. 


FACTORY ADDITIONS 

Litchfield, Minn., will spend $75,000 in enlarging its elec- 
trical power plant. 

The Link Belt Co., Chicago, will erect a one-story machine 
shop at an estimated cost of $150,000. 

_ The Bastian-Morley Co., Laporte, Ind., boiler manufacturer, 
is building a two-story addition to cost $43,000. 

The Schory & Shellhase Ice Co., Canton, O., plans an 
addition to its plant at an estimated cost of $175,000. 

Michigan Copper & Brass Co., Detroit, is having plans 
drawn for a two-story addition to factory, to be 24x125 ft. 

The Shaw Electric Crane Co., Muskegon, Mich, has started 
to build a one-story plant addition, 60x100 ft., to cost $60,000. 
_The Dudley Paper Co., 740 East Shiawassee street, Lan- 
sing, Mich., plans to build plant extensions to cost $50,000. 
_ The City Council of Holyoke, Mass., is planning extensions 
in the municipal electric light and power plant, to cost 
$500,000 

The Flexible Steel Lacing Co., Chicago, will erect a one- 
story plant building, 80x140 feet, at an estimated cost of 
$30,000. 

The Wisconsin 
avenue, 
$125,000. 

It is announced from New York City that the American 
Can Co. is planning plant extensions at San Francisco, to cost 
$1,000,000. 

The City Water Co., Chattanooga, Tenn., will spend $150,- 
000 in improving its power house and central pumping sta- 
tion at Citico. 

The Standard Motor Trading Co., Keyport, N. J., will build 
a one-story machine shop buliding 170x195 ft., to cost approxi- 
mately $80,000. 

The Stoughton Wagon Co., Stoughton, Wis., will build an 


addition to its automobile body building factory at an esti- 
mated cost of $45,000. 


The Bromwell Brush & Wire Goods Co., Lipps Lane, Balti- 
more, may rebuild its factory recently destroyed by fire with 
loss estimated at $75,000. 

The Gabert Automobile Works, Fort Worth, Tex., may 
rebuild the portion of its plant destroyed by recent fire with 
loss estimated at $100,000. 

Frank Voss & Sons. Co., Newport, Ky., plans to rebuild 
the portion of its lumber plant destroyed by recent fire with 
loss estimated at $125,000. 

The National Biscuit Co., New York, is building an addi- 
tion to its Buffalo baking plant at an estimated cost of 
$750,000, including equipment. 

The Boston Elevated Railway Co., Boston, plans to start 
work at once on the proposed $200,000 addition to its South 
Boston power plant turbine room. 

The New Jersey Chemical & Rubber Co., Hillside, N. J., 
plans to rebuild the portion of its plant destroyed by recent 
fire with loss estimated at $75,000. 

Los 


plans to expend $10,700,000 for additions and betterments to 
existing gas and electrical plants. 


Steel Works, 106th street and Torrence 
Chicago, is building a one-story addition to cost 


Angeles Gas & Electric Corporation, Los Angeles, 


Arcadian Mills, Greenville, S. C., has let a general contract 
for a three-story cotton mill, three warehouses and a boiler 
house, to cost approximately $1,000,000. 


The United States Radiator Corporation, 80 East Jackson 
boulevard, Chicago, is building two additions to its plant in 
Detroit at an estimated cost of $100,000. 

The Southern Railway Co. plans to erect a planing mill 
and to remodel its old mill at Princeton, IIl., into a boiler 
shop, at a total estimated cost of $275,000. 

The Indianapolis Water Co., Indianapolis, plans to make 
extensions in its system, and to install additional pumping 
equipment at an estimated cost of $450,000. 

The Southern Railway Co., Kansas City, Mo., is consider- 
ing plans for building additions to its repair shops at Port 
Arthur, Tex., at an estimated cost of $300,000. 

The Fort Worth & Denver City Railroad Co., Fort Worth, 
Tex., plans to rebuild the portion of its car repair shops 
destroyed by recent fire with loss estimated at $150,000. 


The Gorham Engineering Co., Twenty-eighth street and 
Santa Fe avenue, Vernon, Calif., plans to rebuild the portion 
of its plant destroyed by recent fire with loss estimated at 
$150,000. 


The Taplin-Rice-Clerkin Co., Akron, manufacturer of brick 
making machinery, will build a new foundry to replace the 
one destroyed by recent fire. The estimated replacement cost 
is $125,000. 

Shenango Pottery Co., New Castle, Pa., will begin work 
on an addition to its pottery to cost $75,000. The equipment 
to be installed includes conveying machinery, electric motors 
and presses. 

The Baker Mfg. Corporation, Saratoga Springs, | ea 
manufacturer of gray iron castings, plans to build a one- 
story foundry and machine shop addition at an estimated 
cost of $100,000. 


The Texas Portland Cement Co., Praetorian building, 
Dallas, is building an addition at Manchester, Tex., at an 
estimated cost of $100,000, of which about two-thirds will 
be for machinery. 


Annheuser-Busch, Inc., St. Louis, is remodeling a former 
malt house to be used to manufacture glucose and other 
products. The estimated cost of the work, including ma- 
chinery, is $300,000. 


The C. M. Hall Lamp Co., 1035 East Hancock avenue, 
Detroit, manufacturer of electric lamps and other products, 
plans to build a two-story addition to its factory at an esti- 
mated cost of $80,000. 


It is stated that The Farr Alpaca Co., Holyoke, Mass., will 
build a new power plant and carry on alterations in the exist- 
ing boiler house, involving practically $1,000,000 to be spent 
in building and equipment. 

The Oliver Iron Mining Co., Duluth, is reported to have 
made plans to build a new ore crushing plant and railway 
yard for the Hibbing District mines. Improvements will 
cost approximately $2,000,000. 


Baldwin Locomotive Works, Philadelphia, plans the expend- 
iture of $2,000,000 to go into extensions and improvements 
in its Philadelphia and Eddystone plants. This includes addi- 
tional machine tools and equipment. 


The Purvis Machine Company, recently incorporated with 
capital stock of $200,000, has completed a new shop for the 
manufacture of machinery and parts, with floor space of 
about 40,000 square feet, completely equipped. 


The Detroit Steel Products Company, Detroit, manufac- 
turing steel sash and automobile springs, announces that it 
will erect a branch factory at Emeryville, near Oakland, 
Calif., for the manufacture of its complete line. The new 
plant will cover about 83,000 square feet. 


The Weitzel Lumber Co., Germantown avenue and Sedgley 
streets, Philadelphia, plans to make extensions in the mill- 
work department of the plant at Chambersburg, Pa., re- 


cently acquired from the Hollinger Planing Mill Co. The 
estimated cost of the improvements is $125,000. 
The Northern States Power Co., Minneapolis, expects to 


spend approximately $8,000,000 on extensions and improve- 
ments in its power plants. The addition to the Riverside 
plant at Minneapolis, including machinery, will cost $1,300,- 
000. An extension of the electric generating plant at St. 
Paul will cost $2,000,000. Improvements and extensions will 
~_ — on power plants at Fargo, N. D. and Sioux 
alls, S. D. 
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VEF ALO SING COMPANY \ WZ 





EXTRA 


Found at last, a BAR BELT DRESSING that will soften, preserve 
and keep belts in a clean condition. 


Does not lump up on pulleys. 


Most economical Bar Dressing on the market, no waste, easy to apply 
and convenient to handle. Put up in one pound bars, packed in boxes 
of 6, 12, 25, 50 and 72. 


Write for FREE Sample 
BUFFALO BELT DRESSING CO. 
962 Kensington Ave. Buffalo, N. Y. 





Klin 


There’s a 
SWEETLAND 
For Every 
Chuck Need 


Complete Catalog 


on Application 





The HOGGSON & PETTIS MFG. CO., New Haven, Conn. 





“The Strongest For Stopped Up or Frozen Plumbing 
Solvent Made” HER CULE i 
=", Drain Pipe Solvent 


serves the purpose BEST. Stronger than any other 
solvent made, it gives quicker and more positive 
action on the most difficult job. Backed by un- 
qualified guarantee—SATISFACTION or Your 
Money Back. HERCULES is in DEMAND. 
Progressive plumbers throughout the country who 
have found HERCULES “best by test” will use 
no substitute. Supply this demand in your terri- 
tory. HERCULES is backed by national adver- 
tising to the plumbing trade and sales creating 











25% Stronger 
No Fumes . 
Works with cold jobber helps. 


Cash In NOW on this established sales service to the trade. 

Drop us a line today for our Interesting jobber proposition. 

HERCULES CHEMICAL CO., 440 Washington St., New York 
Canadian Distributor: 

W. H. Cunningham & Hill, Ltd., 209 Richmond St., Toronto, Ont. 


Water 


MANUFACTURERS OF 


OAK TANNED 
WATER PROOF, CHROME 


LEATHER BELTING 





TAYLOR BELTING COMPANY 


Pate be vet tole) tt mam betobt-tet- 








We Manufacture for the Jobbing Trade 





Flue Scrapers Flue Brushes 
Flue Cleaners 
Hot Water Heater Cleaners 
Wire Brushes Wire Brooms 


Send for OUR catalogue 





Pilley Packing & Flue Brush Mfg. Co. 
608 S. Third St. St. Louis, Mo. 


<a =«(TYTE- 
+ TYTE-UNYTE UNYTE 


PPE JOINT CEMENT ™~ saare Form 
"mecotatanet 



































| see = Jobbers of Plumb- 
| 8 Nemes ing, Heating and 
H es WHITL Alt 5G-08 Mill Supplies every- 
os where sell it exclu- 

= sively. 


J.C. WHITLAM MFG. CO. 


Sole makers of “TYTE-UNYTE” 
WADSWORTH, OHIO, U. S. A. 








Known the World Over as the 


“V-B” Belt 


For 
Transmission, Conveying and 
Elevating 
The Very Best Balata Belt Obtainable. 
We also Manufacture 
Special and Ampere Canvas Stitched Belt- 


ing and the Victor Endless Thresher and 
Tractor Belts 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: Factories: 
167 N. Market St. Easton, Pa. 





25 Advertisers 


in this issue 
have been using space in MILL SUPPLIES since 
the first issue, January, 1911, and during its 
twelve and a half years of publication, MILL 
Suppiies has helped more than a thousand 
manufacturers to establish supply house con- 
nections. 














When writing to Advertisers please mention M1Lt SupPLiEs. 
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Southern Worsted Corporation, Greenville, S. C., will erect 
a new power house machine shop at an estimated cost of 
$1,000,000. Lockwood, Greene & Co., Charlotte, N. C., pre- 
pared plans and will superintend the erection of the plants. 

Jenkins Bros., Bridgeport, Conn., valve manufacturers, are 
completing a factory addition four stories high, 75x175 feet, 
at an estimated cost of $250,000, the addition being of brick 
and concrete construction, and fire proof. 


NEW FACTORIES 

Piston Ring Co., Muskegon, Mich., will erect a one-story 
foundry building, 120x220 ft., to cost $40,000. 

The Atlantic Biscuit Co., Providence, will build a new 
four-story plant at an estimated cost of $100,000. 

The Page-Detroit Motor Car Co., Detroit, will erect a new 
plant that will cost $300,000, including machinery. 

The Standard Handle Co., Macon, Ga., will build a plant 
at Greenwood, Miss., at an estimated cost of $50,000. 

The Heilprin Fruit Co., Madison, Wis., will build a new 
cold storage warehouse at an estimated cost of $300,000. 

Berlin, N. H., has plans for a manual training department 
and high school to be built at an estimated cost of $250,000. 

The Poneemah Mills Co., Lexington, N. C., will build a 
new power house and mill at an estimated cost of $100,000. 

The Alabama Power Co., Birmingham, plans to enlarge its 
power plant on the Warrior river at an estimated cost of 
$500,000. 

The Western Shade Co., 2100 South Jefferson street, Chi- 
cago, is building a four-story factory at an estimated cost 
of $400,000. 

The Fort Worth Elevator Co., Fort Worth, Tex., will build 
a power house in connection with its proposed new $500,000 
grain elevator. 

The Smethport Garage Co., Smethport, Pa., will build a 
new two-story garage and machine shop at an estimated 
cost of $45,000. 

The Sheril-Green Furniture Co., Statesville, N. C., plans 
to build a new factory and power house at an estimated 
cost of $80,000. 

Giant Furniture Co., High Point, N. C., plans to rebuild 
its plant and power house destroyed by recent fire with loss 
estimated at $150,000. 

The town of Sullivan, Ind., will install a manual training 
department in the new high school to be erected at an esti- 
mated cost of $100,000. 

The city of Bloomfield, N. J., plans to begin work soon 
on a new manual training and trade school, which it is esti- 
mated will cost $75,000. 


The Aerobelle Co., Worcester, Mass., plans to establish a 
new factory to manufacture shock absorbers. The company 
is capitalized at $50,000. 


Greensburg, Pa., will install a manual training depart- 
ment in a new high school which will be built soon at an 
estimated cost of $250,000. 


The Consumers Power Co., Saginaw, Mich., has plans for a 
generating plant to be built at Zilwaukee, Mich., at an esti- 
mated cost of $3,000,000. 


The California Transit Co., San Francisco, Calif., plans to 
build a motor truck and bus factory at Oakland, Calif., at an 
estimated cost of $500,000. 

The Pittsman & Dean Co., Farwell building, Detroit, plans 
to erect a new ice manufacturing and cold storage plant at 
an estimated cost of $60,000. 


The Porcelain Enamel Mfg. Co., Baltimore, Md., plans the 
erection of a three-story factory building, 100x520 ft., to 
cost approximately $100,000. 


The S. Miller Fruit Co., Marshfield, Wis., will build a re- 
frigerating and cold storage plant at Rhinelander, Wis., at 
an estimated cost of $150,000. 


The Electric Lamp Lock Corporation, Kalamazoo, Mich., 
manufacturer of locking devices, has plans for a new fac- 
tory estimated to cost $80,000. 


Frederick & Dommock, North Millville, N. J., plan a new 
plant to manufacture glass vials and other glass products. 
The estimated cost is $50,000. 


The Motor Finance Co., 15 Mount Royal avenue, Balti- 
more, will build a new garage to contain a machine shop, 
the total project to cost $75,000. 


The Great Atlantic & Pacific Tea Co., has plans for a new 
five-story baking plant to be erected in Somerville, Mass., 
at an estimated cost of $180,000. 


The Louisville Gas & Electric Co., Louisville, plans to 
build a new power plant at an estimated cost of $2,500,000. 
A site has already been acquired. 


The D. O. James Mfg. Co., Chicago, gear manufacturer, 
has let contract for a three-story plant, 48x120 ft., and a two- 
story unit, 48x60 ft., to cost $75,000. 


The Pigeon River Power Co., Waynesville, N. C., plans to 
construct a hydroelectric generating plant .on the Pigeon 
river at an estimated cost of $300,000. 

The Colson Co., Elyria, O., will build a four-story brick 
and concrete factory at an estimated cost of $100,000. The 
company manufacturers truck wheels. 

The Oxford Soap Co., Manchester, Conn., will build a new 
three-story mill for grinding and pulverizing feldspar. It 
will cost $65,000, including machinery. 

The town of Middleboro, Mass., plans to install a manual 
training department in the proposed new high school to be 
erected at an estimated cost of $200,000. 


The Ralston Purina Co., Eighth and Gratiot streets, Kan- 
sas City, Mo., will build a new three-story plant and power 
house at an estimated cost of $1,000,000. 


The Power Corporation of New York, Watertown, N. Y., 
is building a new hydroelectric generating plant at an esti- 
mated cost of $600,000, including machinery. 

The American Lumber Co., Vernonia, Ore., plans to build 
2 one-story mill and power house at an estimated cost of 
$100,000, including machinery and equipment. 


The city of Schenectady, N. Y., will install a manual 
training department in the new high school to be constructed 
in Glenville at an estimated cost of $275,000. 


The Public Service Gas Co., Newark, N. J., will build a 
steam power house near Perth Amboy, N. J., at an esti- 
mated cost of $200,000, including equipment. 

The Universal Gypsum Co., Rotan, Tex., plans to build a 
new mill at an estimated cost of $50,000. The company 
was recently organized with a capital of $100,000. 

The Arkansas Light & Power Co., Pine Bluff, Ark., is 
planning a large hydroelectric power plant near Malvern, 
Ark., which, it is estimated, will cost $1,500,000. 

Faust Brothers Lumber Co., 53 West Jackson boulevard, 
Chicago, plan to build a new mill at Jackson, Miss., at an 
estimated cost of $125,000, including a power house. 


The Illinois Publishing & Printing Co., 336 West Madison 
street, Chicago, is building a new two and one-half story 
color printing plant at an estimated cost of $300,000. 


The Paterson Parchment Paper Co., Passaic, N. J., has 
commenced the construction of a new plant at Bristol, Pa., 
which will cost approximately $2,000,000, including machinery. 

The Nims Pump Co., Stockton, Calif., plans to build a 
factory to manufacture automobile pumping equipment. The 
company was recently organized with capital of $150,000. 

The Kruse-Wierk Mfg. Co., Defiance, O., is building a 
new one-story factory to manufacture metal containers. The 
company was organized recently with $50,000 capital stock. 

The Enameled Steel Sign Co., 190 North State street, 
Chicago, plans to build a factory on East Ravenswood ave- 
nue, near Peterson avenue, at an estimated cost of $90,000. 

The American Briquet Co., Land Title building, Philadel- 
phia, will build a new factory at Lykens, Pa., at an esti- 
mated cost of $350,000. A power house will be included. 

The New Bedford Gas & Edison Light Co., New Bedford, 
Mass., has plans for a one-story machine and repair shop 
for company trucks. The estimated cost of the project is 
$75,000. 

The Board of Education, Birmingham, Ala., is revising 
its plans for its proposed industrial and vocational high 
school for negro pupils, which is to be built at a cost of 
$350,000. 

The Florida Orchard & Packing Co., Thomasville, Ga., 
plans to build a power house in connection with its new 
fertilizing plant, which will be built at an estimated cost 
of $100,000. 

The Pennsylvania Wire Glass Co., 914 Pennsylvania 
building, Philadelphia, is reported as contemplating the erec- 
tion of a new plant at Lewiston, Pa., at an estimated cost 
of $75,000. 
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<O\ Leather 
¥) Beltings 


Best for Transmission 
Purposes 


Write for Samples and Prices 


Hide, Leather & Belting Co. 


Established 1870 
INDIANAPOLIS, IND. 
New York 


\ Se B 





Detroit Evansville Memphis 


DAVIS VALE 


STEAM -SAVERS SINCE 1875 


SPECIALTEES 


Float Valves 
Steam Traps 
Flow Regulaters 
Special Valves 


Pressure Regulators 
Back Pressure Valves 
Stop and Check Valves 
Exhaust Relief Valves 


Write to the G. M. Davis Regulator Co. 
411 Milwaukee Avenue, Chicago 


for details of money-back 
guarantee. 








ASBESTOS PRODUCTS COMPANY 


MANUFACTURERS OF 


ASBESTOS CEMENT 


PROMPT SHIPMENTS 
CARLOAD OR LESS 


General Offices and Factory 


2100 Fullerton Ave., CHICAGO, ILL. 


TRANSMISSION MACHINERY 
for LIGHT POWER 


Grooved Pulleys 
1”-24” dia. 
Flat Face Pulleys 
1”-12” dia. 
Pillow Blocks. 
Hangers. 
Reducing Gears. 
1/16-1144 H. P. 





Write for Special Proposition to New Dealers 
Catalog and discounts on request. 


WINFIELD H. SMITH 
1014 Lock St. Buffalo, N. Y. 








PIUE RIBBO 
ELT DRESSING 


is sold only to the jobbing trade. Many of the best mill 
supply houses have sold it for years. Machine operators 
like it because it speeds up production. 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon fulders 
with your imprint will help you sell. Write for jobbers’ 
prices. 


JOBBERS MANUFACTURING CO. 
950 Webster Bldg. Chicago 


Qne Man or a Dozen? 


What concern wouldn’t invest $5.00 to save 11 
mens’ time and wages. The ATLAS Car Mover is 
the best and most powerful device ever made for 
starting and moving loaded cars by hand. Its 
compound leverage exerts a double leverage of tre- 
mendous force. Many other good points. 

The ATLAS is a quick 


sure, profitable seller. 
Write for discounts 





APPLETON 
=a CAR-MOVER 
u COMPANY 





- Appleton, Wis. a iy 








These Spaces at 
Twelve Dollars a Month 
are a good 
Advertising Investment 





STOCK 


SKINNER PIPE 
JOINT CLAMPS 


When you sell a joint clamp 
to a customer, you do him a 
great favor, for you save him 
time—you make a lasting friend, 
for you save him money. 


M. B. SKINNER CO., MFRS. 


562 Washington Boul. Chicago 











When writing to Advertisers please mention M1Lt SuppLis. 
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Warren, R. I., is another community which is planning 
for a manual training department in connection with a new 
high school, the project to be completed at an estimated cost 
of $175,000. 

The St. Louis & San Francisco Railroad Co., St. Louis, 
will build a new car and locomotive repair shop at Linden- 
wood, near St. Louis, at an estimated cost of $500,000, includ- 
ing equipment. 

The Fox-Goldberg Holding Corporation, 350 Broadway, 
New York, is having plans drawn for a new ice manufactur- 
ing and refrigerating plant, to be erected at an estimated 
cost of $1,000,000. 

The Antwerp Light & Power Co., Antwerp, N. Y., has 
plans for a new hydroelectric power plant on the Indian 
river, near Philadelphia, which will be built at an estimated 
cost of $175,000. 

It is stated that the Chemical Construction Co., Charlotte, 
N. C., will erect a new phosphate-fertilizer plant in the 
vicinity of Tampa, Fla. The total cost, including machinery, 
will be $1,200,000. 

The Fretz-Moon Tube Co., Twenty-third and Sedgley 
streets, Philadelphia, manufacturer of gas and water pipes 
and tubing, will build a new plant at Butler, Pa., at an esti- 
mated cost of $75,000. 


The Stark Mills, Inc., Hogansville, Ga., plans to spend 


$400,000 for a power house for its new mill. The company 
is a subsidiary of the International Cotton Mills, Inc., 60 
Federal Street, Boston. 

The Northwestern Sand & Gravel Co., Des Moines, Ia., 
will soon start work on a new crushing plant at Quarry, 
Ia., to cost $100,000, including power equipment, crushing 
and grinding machinery. 

The Birdsboro Stone Co., Land Title building, Philadelphia, 
plans to rebuild its crushing plant and power house at 
Birdsboro, Pa., which was recently destroyed by fire with 
loss estimated at $250,000. 

The La Mar Pipe & Tile Co., Grand Rapids, Mich., will 
build a cement, tile and pipe plant. The company was re- 
cently organized with a capital stock of $200,000 by N. H. 
Battjes and J. Kent Wilson. 

The Brunswick-Kroeschell Co., Chicago, plans to spend 
$700,000 on five new plant buildings. The buildings will 
include machine shop, boiler room, pattern shop, power house 
and administration building. 

The Aiken Oil Co., Crafton, Pa., plans to build a new 
plant for making lubricating oils in the vicinity of Woodville 
and Banksville avenues, Pittsburgh, at an estimated cost of 
$90,000, including machinery. 

N. T. Brenner, Chicago, is reported will spend $300,000 as 
the result of a contract let for the construction of a one-story 
factory building, 102x300 ft. The plant will be for the manu- 
facture of copper rods and wire. 

Berlin, N. H., will soon be in the market for tools, which 
will include lathes, planers, matchers, drills, saws, tables and 
benches, for a new manual training department of the pro- 
posed new $250,000 high school. 

The Board of Industrial Education, LaCrosse, Wis., has 
taken bids on a new two-story vocational school, which, it 
is estimated, will cost $200,000. The equipment for the 
school will be purchased this fall. 

The Air Reduction Sales Co., New York, which: was re- 
ported several months ago to be planning a new branch plant 
at Sharon, Pa., has awarded contracts for that plant, which, 
it is estimated, will cost $150,000. 

The Ashland Paper Co., Ashland, Wis., is planning to 
build two new mill buildings for grinding pulp. The esti- 
mated cost of the project is $65,00U. 


The Railway Steel Spring Co., 30 Church St., New York, 
has let contract for a one-story addition to its plant at 
Latrobe, Pa., 175x1,000 ft., to be equipped as a machine shop. 
The total cost is estimated at $300,000. 

A company is being organized by D. B. Zimmerman, 
Somerset, Md., to operate coal properties at Summit, Md., 
and to install at that place electric power and mining ma- 
chinery at an estimated cost of $150,000. 

The Stewart-Warner Speedometer Corporation, Chicago, 
has secured a piece of property on West Sixty-fifth Street, 
New York, 100x100 ft. It is reported that plans are being 


prepared for the construction of a branch factory. 

The Edison Storage Battery Co., West Orange, N. J., plans 
to erect a new branch factory on property recently acquired 
adjacent to the Ford Motor Co. plant at Green Island, N. Y. 
It is estimated that the new plant will employ 300. 


Chelsea, Mass., will soon be in the market for a list of 
machine tools and other mechanical equipment for installa- 
tion in a vocational department of a new three-story high 
school. The total expenditure will approximate $700,000. 

The Eagle Iron Works, Des Moines, Ia., is building a new 
machine and structural shop at Holcomb, Watson and Ox- 
ford avenues, and plans to erect other buildings at an early 
date, the total project involving expenditures of $250,000. 

The Department of Plant and Structures, working under 
the Board of Estimate, New York, will spend $4,500,000 for 
the construction of a central machine repair shop for Man- 
hattan Borough, on Barren Island. This will include all 
machinery. 

The Vanite Products Co., 36 East Center street, Nutley, 
N. J., plans to erect a factory to manufacture electric novel- 
ties and appliances, including a dental appliance with flexible 
shaft. The company was recently organized with capital 
of $100,000. 


from Detroit comes the report that The Ford Motor Co. 
will construct on River Rouge, near Detroit, a one-story steel 
mill, 94x1,320 ft., with three sections, one 110x620 ft., and 
two 100x420 ft. The architect is A. Kahn, 1000 Marquette 
Building, Detroit. 

The Western States Gas & Electric Co., Stockton, Calif., 
plans to build a new hydro-electric power plant on the south 
fork of the American River. This company is a subsidiary 
of the Byllesby Engineering, Equipment & Management Cor- 
poration, Chicago. 

The Ford Motor Co. of Canada is having plans prepared 
for a power house, 110x148 ft., two stories, at Ford, Canada. 

The H. P. Townsend Mfg. Co., Hartford, Conn., has 
awarded contract for the construction of a two-story factory, 
60x80 ft., estimated to cost $65,000. 

The International Lamp Corporation, Chicago, is building 
a three-story factory and showroom at Forty-seventh street 
and Spaulding avenue at an estimated cost of $400,000. The 
corporation is the result of a recent merger of four lamp 
and furniture manufacturing companies. 

Samuel Addis, an official of the Chester Lumber & Coal 
Co., Chester, Pa., is organizing a company to build a brick 
manufacturing plant to contain a power house and machine 
shop at Bethel road and the Baltimore & Ohio Railroad, 
Chester, the estimated cost of the project being $100,000. 

The Yosemite Cement Co., American National Bank build- 
ing, San Francisco, recently organized, is having plans drawn 
for a cement manufacturing plant near Jenkins Gulch, San 
Joaquin Valley. A site of 1,500 acres has been acquired, 
and the estimated cost of the entire project is $1,250,000. 

The New Jersey Commercial Body Co., 235 Elizabeth 
avenue, Newark, is having plans drawn for new works to 
manufacture automobile bodies. A site has been acquired at 
253-267 Frelinghuysen avenue, Newark. The first unit will 
be one-story and will contain 22,800 square feet of floor 
space. 

The Doble Steam Car Co., 714 Harrison street, San Fran- 
cisco, which recently acquired a site of 2'%4 acres at Emery- 
ville, plans to start work soon on a five-story plant, to be 
built at an estimated cost of $350,000. The company plans 
to eventually move its present manufacturing equipment to 
the new plant. 

The Chin Chin Chemical Co., 8 South Dearborn street, 
Chicago, plans to build a new two-story plant at 138th 
street and Ingleside avenue at an estimated cost of $350,000. 
The company is a reorganization of the National Chemical Co. 

Kohn & Michelson, 13806 Woodward avenue, Detroit, plan 
to install a machine shop in the new service building to be 
erected at an estimated cost of $65,000. 


INCREASED CAPITAL 

The Young Iron Works, Seattle, has increased its capital 
stock from $20,000 to $100,000. 

The Wever Body Co., Chicago, has increased its capital 
stock from $200,000 to $400,000. 

The Michigan Malleable Iron Co., Detroit, has increased 
its capital stock from $800,000 to $2,500,000. 

The Palmer-Bee Co., Detroit, jobbers of mill supplies, has 
increased its capital stock from $100,000 to $1,000,000. 

The Blake & Johnson Co., Waterbury, Conn., machine screw 
manufacturers, has recently added $480,000 to its outstand- 
ing capital stock. 

The St. Louis Brass Mfg. Co., St. Louis, has filed applica- 
tion to increase its capital stock from $50,000 to $500,000, and 
changed its name to the Edwin F. Guth Company. 
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RACINE 
Machine Tools 


“*Standard the World Over’’ 
“Racine” High Speed Metal 
Cutting Machines 
“Racine” Wood or Metal Band 
Saw, Duplex type 
“Racine” Abrasive Metal 
‘utter 
Use “Racine’’ H. S. Wood and 
Metal Band Saw Blades and 
“Racine” H. S. Tungsten Power 

and Hand Hack Saw Blades. 


Racine Tool 
& Machine Co. 
1405 Jones Ave. 


Racine, Wis. U. S&S. A. 





Oe wee Peseta 
Weewes 





In Brick and Clay Plants 


Recommend Stanley for pug mills, main drives, con- 
veyors, granulators, off bearing belts and all other 
drives. Resists the dirt. 


Inquiries from retiable jobbers invited 


STANLEY BELTING CORPORATION 
15-17 N. Jefferson St., Chicago 











The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler 
makers, etc. The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States, 
but also throughout the. entire 
world. 

Carried in stock by all the lead- 
ing mill supply jobbers, 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 









“Quality 

All Our mN : Protects 

Distributors : ; Profits” 
Successfully NS! 
Selling ay 





Reg. U. S. Pat. Off. 


OUR LINE INCLUDES 
Complete Welding, Cutting, Brazing, Lead Burn- 
ing and Decarbonizing equipments. Non-Flash 
Torches, Gas Regulators, Acetylene Generators, 
Cylinder Trucks, Welding Rods, Fluxes and Accessories. 
Write for 


«for Torchweld Equipment Co. 
our ales 
Proposition FULTON & CARPENTER STS., CHICAGO 





MASON 


Reducing Valves 
ARE STANDARD 


PORTER” MCIIPPERS 


Made in a num- 
A tool for cut- 


ber of sizes and 
models for han- 

ting bolts, rods, dling various 

and wires. Orig- 

nally perfected 


sizes of work 
and for special 

for the black- 

smith and _ car- 








purposes. Sold 

I oe adi | by heavy hard 

riage - building xi | ware and tool 

Do You Carry =. now — supply houses 
a over e 

Them in Stock? E on every tool 

construction. ‘eranteed by 


world in shops, everywhere. The 
MASON REGULATOR CO. fo oii 





name Porter is 
factories and on 
BOSTON, MASS. HK.PORTER 











TOLMAN BRUSHES 
Your Advertisement in MILL erase Ae 
SUPPLIES will keep your name 
before mill supply houses as 
one of the manufacturers who 
sell to and protect the jobber. 





It is clearly a tact that vu adjustable wire torm sup- 
ports the bristles, and therefore makes an altogether 
superior brush. Tolman Brushes outwear by far, 
ordinary brushes. 


Brushes for all classes of sweeping 


TOLMAN MFG. CO., MILWAUKEE, WIS. 








pres nerenmem 
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The Ohio Metal & Mfg. Co., Dayton, has increased its 
capital stock to $200,000 to take care of an expansion pro- 
gram, which includes the erection of a new warehouse on 
Monument avenue. 


NEW CORPORATIONS 

The Underwood Mfg. Co., Cosmopolis, Wash., $100,000, to 
manufacture machine tools; incorporators: H. A. Underwod 
and company. 

The Union Metal Products Co., Oakland, Calif., $500,000; 
incorporators: F. C. Seeger, E. J. Hultman, A. J. Kercher 
and S. J. Taylor. 

The Tobin Tool Co., Southington, Conn., has been incor- 
porated with $100,000 capital stock by William S. Thompson 
and others of Hasbrouck Heights, N. J. 

Palmyra Packing Co., Palmyra, N. Y., has incorporated 
with a capital stock of $100,000, to build a local plant for 
the manufacture of mechanical packings. 

The Lincoln Rubber Products, Ltd., Toronto, Ont., $600,000, 
to manufacture rubber goods; incorporators: Joseph Roe- 
buck, Leonard Bennett and Thema MeNichol. 

The Shierk Bumper Co., Ltd., Toronto, Ont., $250,000, to 
manufacture compressors and other products; incorporators: 
John F. Lennox, Arthur J. Trebilcock and E. Frisby. 

The E. H. Edwards Co., South San Francisco, $500,000, 
to reorganize an establish company now manufacturing wire 
products; incorporators: Frank B. Lorigan and others. 

The St. Pierre Chain Corporation, Worcester, Mass., $200,- 
000, to manufacture chain; incorporators: Henry St. Pierre, 
William Lainer and Thomas St. Pierre, Williamstown, Vt. 

The Milford Mfg. Co., Milford, Conn., $50,000, to manufac- 
ture machinery and screw machine products; incorporators: 
Harry A. Warren, Johannes Schiott and Bradford E. Worth- 
ington. 

The Shattuck-Jones, Inc., has recently been incorporated 
with a capital stock of $50,000, to erect a plant to build 
machinery. The incoroprators are A. Shattuck, E. A. 
O’Rourke and A. C. Sullivan, all of Waterbury, Conn. 

The Canadian Non-Exhaust Pneumatic Machine Co., Ltd., 
Kingston, Ont., $750,000, to manufacture pneumatic ma- 
chines; incorporators: Frank S. Taylor, Albert E. Thomas 
and H. M. Brown. 

The Overflow Alarm Corporation, care of David Drescher, 
5 Chambers street, New York, $100,000, to manufacture 
electric alarm devices; incorporators: J. E. Tobin, H. Gessler 
and T. Wolkind. Manufacturng plans are not yet completed. 


GENERAL NEWS FROM THE FIELD 

A. E. Carle, dealer in machine tools, recently opened of- 
fices at 501 Park avenue building, Detroit. 

The Badger Manufacturing Co., Chicago, has changed its 
name to Badger Tool & Mfg. Co., and increased its capital 
stock to $25,000. 

J. N. Lapointe Co., New London, Conn., recently appointed 
the Chas. A. Strelinger Co., Detroit, its exclusive agent for 
the state of Michigan. 

The Grunewald Hotel Corporation, New Orleans, have 
plans prepared for the construction of a new 20-story hotel, 
to cost in excess of $3,000,000. 

Hooker Mfg. Co., St. Johnsbury, Vt., manufacturer and 
dealer in mill supplies, sustained a loss estimated at $25,000 
in a recent fire in its machine shop. 

The Ideal Supply Co., Somerville, Mass., jobber of plumbing 
and heating supplies, recently opened a branch office and 
warehouse at 13 Franklin street, Salem, Mass. 

The Consolidated Machine Tool Corporation of America, 
New York, has opened Detroit offices in the General Motors 
building. Rowland A. Holmes has been appointed Detroit 
manager. 

R. L. Barker & Co., 25 South Clinton street, Chicago, an- 
nounce their appointment as exclusive representatives in 
Indiana, Illinois, Wisconsin and Iowa for the Hisey-Wolf 
Machine Company, Cincinnati. 

Charles A. Carpenter and William L. Byrne have entered 
business as manufacturers’ representatives with offices in 
the House building, Pittsburgh. They will operate under 
the name of Carpenter & Byrne. 

Lee Rubber & Tire Co. has purchased the Republic Rubber 
Co., Youngstown, O., increased its capital stock from 150,006 
shares, no par value, to 300,000 shares, 65,000 of which will 
be used in paying for the Republic Rubber Co. 





The Libbey Glass Manufacturing Co., Toledo, Ohio, has 
recently appointed as western sales representative, H. G. 
Sperry Company, 201 Sharon Building, San Franc.sco. This 
company maintains branches in Seattle, Salt Lake City and 
Los Angeles. 


Oilgear Company, Milwaukee, manufacturer of power 
transmission, announces the appointment as sales representa- 
tive of the Federal Machinery Sales Company, Chicago; 
Laughlin-Barney Machinery Co., Pittsburgh, Pa., and Elliott 
& Stephens Machinery Co., St. Louis, Mo. 


Westinghouse Electric & Manufacturing Co., East Pitts- 
burgh, Pa., will issue 25,000 shares of common stock, to be 
sold to employees only. The shares have a par value of $50, 
and are to be sold to employees at $53 a share on a consecu- 
tive monthly instalment plan. The stock is not transferable. 


E. & T. Fairbanks Co., St. Johnsbury, Vt., manufacturers 
of scales, valves and other products, held its annual meeting 
recently and elected the following directors: Henry J. Fuller, 
New York; C. H. Morse, R. H. Morse, W. E. Miller, all of 
Chicago; P. C. Brooks, New York; A. E. Ashcraft and 
J. C. Clark, St. Johnsbury. 

Hewitt Rubber Co., Buffalo, announces that it has taken 
over the business of the Metric Packing Co., and that the 
latter’s business hereafter will be operated as the Metric 
Packing Division of the Hewitt Rubber Co. O. W. Turnbull, 
formerly manager of the Metric Packing Company, will be 
in charge of the new division. 

D. R. Clarkson Co., Inc., Buffalo, has opened sales offices 
in Syracuse and Rochester, for the purpose of selling new 
and used machinery through the western and central districts. 
G. T. Aitken is in charge of the Buffalo office. Charles 
Sawyer is manager of the Syracuse office and D. R. Clarkson, 
manager of the Rochester office. 


H. E. Cyphers, Newark, N. J., formerly associated with 
the Sun Machinery Co., that city, has organized his own 
company under the name of H. E. Cyphers Co., to deal in 
machine tools and other equipment. The company will make 
its headquarters in the Kinney building, corner Broad and 
Market streets, the center of Newark’s business section. 


To better serve their customers in the Southwestern states, 
Henry Disston & Sons, Inc., Philadelphia, are opening a new 
branch in Atlanta, Ga. E. F. Cooper, who has been a repre- 
sentative of the Disston firm, mill goods department, for the 
past eight years, will be in charge of the new branch. In 
addition to a complete stock of saws, files, tool steel and 
machine knives, a completely equipped repair department 
will be maintained. 


Clyde M. Carr, president of Joseph T. Ryerson & Co., Chi- 
cago and director of various steel and iron companies, 
died in his home in Chicago on June 5, after a brief illness. 
He had been connected with the Ryerson organization since 
1891, and was a director in several important Chicago cor- 
porations. Mr. Carr left a fortune of several millions of 
dollars, one million of which wil! eventually go to the Chicago 
Symphony Orchestra. 


Dominion Asbestos and Rubber Corporation, New York, 
announces that a separate company, to be known as The 
Darcoid Company, has been organized to handle its packing, 
mechanical rubber and asbestos goods business. The parent 
company will confine its efforts to the manufacture and sale 
of brake lining, clutch facings and a new shock absorber, 
all of which will be marketed through the usual automotive 
channels of distribution. 


The George G. Lee Company, Inc., is a new organization 
in the wholesale plumbing and heating line at Norfolk, Va. 
This company has taken over the entire plumbing and heat- 
ing business, including the sales organization, of the Empire 
Machinery & Supply Corporation, the latter having discon- 
tinued these two departments recently. The Lee company 
has its offices and warehouse at 210-222 East 22d street, 
where it has a railroad siding and pipe yard. 


New York Rubber Company announces the removal of its 
executive and general sales offices from its old location, 84-86 
Reade street, New York, to 291-293-295 Broadway, that city. 
The company further announces the discontinuance, for the 
present, of the manufacture of rubber toys, and will devote 
its entire efforts to manufacturing mechanical rubber goods, 
hose, packing and belting. The company has had its offices 
in the old location for more than 40 years. In the new loca- 
tion, a private office will be at the disposal of any of the 
company’s out-of-town friends, who may desire to make it 
their headquarters during visits to New York. 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 











BURMALINE 


‘The Belt of No Regrets’’ 


A composition belt for general trans- 
mission that is unaffected by heat or 
oil, and will not pull crooked. 

Made in various thicknesses of single 
and double for motor drives, cross 
belts, shifters and open drives. 


Can be laced with any type of belt 
fastener. 









~ BURMALINE 






Burrell Belting Company 
413 S. Hermitage Ave. CHICAGO 


Burns Modern Low 
Grade Fuels 


The No. 208 Improved Double Needle 
Torch has no equal for quality and service 
to the user. It is the last word in Blow 
Torch construction. The powerful Burner 
burns modern low grade Gasoline or Kero- 
sene perfectly, producing over 300 degrees 
more heat than other makes. The Needles 
are blunt which prevent enlarged orifice 
and burner troubles caused by _ sharp 
pointed Needles. Jobbers supply at fac- 
tory prices. Ask for a catalogue. 





Lint Brze® TCM. gg, CLAYTON & LAMBERT MFG. CO. 
Ask for Discount. 10583 Knodell Ave., DETROIT, MICH. 





Long-Lasting 
Goetze Gaskets 


owe their exceptional durability 
to corrugated copper with asbes- 
tos filling. They will not char or 
harden under extreme temperature 
—hold tight under highest pres- 
sures. They end joint troubles. 

Do not be deceived by imitat’ons. 
Insist on genuine Goetze Gaskets, 
recognized by the quality and by 
the Goetze Label. 

Jobbers and supply houses find 
Goetze Gaskets a strong leader. 


GOETZE GASKET AND 
PACKING CO. 


7 Allen Ave., New Brunswick, 
New Jersey 








GEC 


EXPANSION BOLTS 


provide a proper method of fastening to 
masonry. An absolutely permanent device, 
filling every crevice with lead. Simple in- 
stallation. They cost less and hold more. 

The CHICAGO EXPANSION BOLT has 
given satisfactory service for over ten years. 
Equipment Endorsed and used by public utility com- 
panies, railroads, automobile manufacturers Double 
and many industrial plants. Equipment 


Dealers— We will be glad to submit samplesand prices, Write us today. 


Chicago Expansion Bolt Co. 
Madison Terminal Bldg. Chicago, Ill. 
Also manufacturers of Conduit Hangers, Flat Pipe Clamps, Expansion 

Bridle Rings, Toggle Bolts and Expansion Nuts. 











The Secret of its Strength 


HETTRICK Special Black Canvas 


HETTIRICK 


HETTRICIC Belting is highly efficient because we 
use a special hard weave, 34 oz. duck 
i amatiiale of our own manufacture. This extra 


quality duck, plus the Hettrick method 
of stitching, impregnating, stretching 
HETTRICIC and curing makes a high grade belt 
for all conveying and transmission 
work. Generous discounts. 


HETTRICK The Hettrick Mfg. Co. 
Toledo, Ohio 


». The SOAPURN 


is an economical, 
sanitary liquid soap 
dispenser and is 
made in a variety of 
sizes and_ styles to 
meet different con- 
ditions. Also made 
in a system consist- 
ing of tank, piping 
and dispensing valve. 
Write in for catalog 
and prices. 
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CHAS. MORRILL, Inc., 98 Lafayette St., New York 








ING‘ COMPANY?’ 





ESTABLISHED 1885 


Boiler Tubes 
Iron Pipe 


General Offices—446-452 Water St. 
New York City 





“Advertising is not merely a 
question of selling goods, it is a 
question of how many people 
know that the thing you make 
exists, and how they may some 
time be able to use it.” 


—George Batten 
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B. H. Ackles, manager of the mill supply department of 
The T. B. Rayl Co., Detroit, was recently chosen president of 
the Detroit Lions Club at its annual election. 

The Louisville & Nashville Railroad recently leased the 
Carolina, Clinchfield & Ohio Railroad for a period of 999 
years. The latter road forms a complete belt through the 
coal fields of West Virginia, Tennessee and North Carolina, 
and links up with direct connection with the sea at Charles- 
ton, S. C. It is understood that the Atlantic Coast Line 
Railroad will be a joint lessee with the Louisville & Nash- 
ville and will assist in the financing operations. 

The Westinghouse Electric & Manufacturing Co., East 
Pittsburgh, has received an order from the American Rolling 
Mill Company, Middletown, Ohio, for electrical equipment 
amounting to about $70,000. The order includes mill motors, 
control apparatus and a switchboard. The Inland Steel 
Company has purchased $375,000 worth of electrical equip- 
ment from Westinghouse. The apparatus will be used in 
connection with the enlargement of the steel company’s mills. 


The Walworth Manufacturing Co., Boston, announces that 
it has taken over the H. Munzing Co., Ltd., of London, Eng- 
land, and rechristened the company Walworth-Munzing, Ltd. 
Hermann Munzing went to London in 1879 to open an agency 
for the sale of steam supplies, and became vitally interested 
in the distribution of the Walworth products. Recently Mr. 
Munzing decided to retire from active business and the sale 
of the company to the Walworth Manufacturing Co. was the 
logical result. 

The Kearney & Trecker Corporation, West Allis, Wis., cele- 
brated its twenty-fifth business anniversary on May 17. The 
company was founded by E. J. Kearney and Theodore 
Trecker, who had previously been employed by Frank Kemp- 
smith in his Milwaukee plant. The original quarters of the 
company were in a small shop at 271 Lake street, Milwaukee. 
In 1901 the business had outgrown the original quarters 
and a new plant was built in the town of West Allis. Today 
the company occupies a floor space of three acres. 

The American Iron, Steel and Heavy Hardware Associa- 
tion, at its annual convention held in Chicago in May, elected 
the following officers for the ensuing year: President, John 
B. Carse, Ogden & Wallace Co., New York; first vice-presi- 
dent, Charles R. Williams, Williams Hardware Co., Minne- 
apolis; second vice-president, G. M. Congdon, The Congdon- 
Carpenter Co., Providence; executive committee, E. M. 
McKay, Froment, Froment & Co., New York; B. A. Stephens, 
W. J. Holliday & Co., Indianapolis; W. C. Hulshizer, Harold 
McCalla Co., Philadelphia, and Quincy W. Wales, Brown, 
Wales Co., Boston. 

The name of the Electric Steel Company, Chicago, was 
changed to Nugent Steel Castings Company at a stockholders’ 
meeting held in Chicago, May 28. ‘There is no change of 
management, ownership or personnel. Charles Piez is presi- 
dent of the company; W. J. Nugent, vice-president and gen- 
eral manager; Prentiss L. Coonley, treasurer, and C. A. 
MacDonald, secretary. W. J. Nugent was with American 
Steel Foundries, Sivyer Steel Casting Company and Ohio Steel 
Foundry Company before becoming vice-president and works 
manager of the Electric Steel Company in 1918, and vice- 
president and general manager in May, 1922. 

Due to the fact that two of the largest stockholders would 
be absent from the city during the second week of June, 
the annual meeting of the Neill-LaVielle Supply Co., Inc., 
Louisville, Ky., scheduled for June 7th, was held on June 1st. 
All the old directors, J. L. LaVielle, M. F. LaVielle and 
W. R. R. LaVielle, were re-elected, and the old officers also 
were re-elected as follows: President and treasurer, W. R. R. 
LaVielle; secretary, M. F. LaVielle. President LaVielle, 
following the meeting, made the following statement to MILL 
SuppLies: “The company realizes the importance of trans- 
acting business as economically as possible, but at the same 
time to so shape this economy that it will not prejudice any 
of the present or future business.” 

The Electric Steel Founders’ Research Group, comprised 
of representatives of five separate manufacturing companies, 
is conducting co-operative research work on various problems 
involved in making cast steel products by the electric fur- 
nace process. A meeting of the executives of the group 
recently held a regular meeting at Wernersville, Pa., and 
made plans for conducting research investigations on addi- 
tional steel foundry problems. It was reported that the re- 
sults obtained from the work done so far have been so bene- 
ficial as to make it highly desirable to intensively study some 
of the complex problems involved in making thin section 
electrical steel castings of intricate design. Those who at- 


tended the meeting were: W. J. Nugent, vice-president, 
Electric Steel Co., Chicago; C. S. Koch and H. J. Koch, 
president and treasurer, respectively, Fort Pitt Steel Casting 
Co., McKeesport, Pa.; W. H. Worrilow, president, T. S. Quinn, 
treasurer and K. V. Wheeler, general manager, Lebanon 
Steel Foundry, Lebanon, Pa.; R. F. Flinterman, president, 
and H. A. Neel, manager, Michigan Steel Casting Co., De- 
troit; C. R. Messinger, vice-president, R. J. Doty, vice- 
president, and B. Fleeger, treasurer, Sivyer Steel Casting 
Co., Milwaukee, and R. A. Bull, research director of the 
group. 





CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 








SALESMEN WANTED 





WANTED—Salesman calling on mining supply trade to 
sell flints for miners’ lamps; big commissions; close co- 
operation; attractive sideline running into big money. Write 
confidentially. Geis, Woodhaven, N. Y. 

WANTED—High-grade salesman handling machinery can 
obtain a first-class, sound, substantial sideline, used wherever 
pulleys are found. Write J. F. Miller, District Agent, 909 
Kresge Building, Detroit, Mich. 

WANTED-—Salesman to represent long established busi- 
ness in Vermont; lines handled, mill and tool supplies, auto 
accessories, iron and steel, general hardware. Address J. 
Russell & Co., Inc., Holyoke, Mass. 

WANTED—Belting salesman to represent large manufac- 
turer of canvas stitched and balata belting for Middle West 
Territory; salesman with textile belting experience preferred; 
state full particulars first letter and territory covered; re- 
plies treated as confidential. Address Box No. 752, care 
MILL SUPPLIES, 5387 South Dearborn St., Chicago. 


HIGH GRADE SALESMAN 


WANTED—To take the place of one of our men who has ° 
come in from the road to our compiling department. We 
want a man of unquestioned character to lay out catalogues 
and close contracts with jobbers of mill supplies and the 
allied lines. Printing experience not essential, but the man 
should know mill supplies from the jobber’s standpoint, pre- 
ferably from being connected with a jobbing house. A wide 
acquaintance with jobbers of mill and plumbing supplies will 
also be of advantage, as would also a knowledge of automo- 
bile or electrical supplies, as we compile catalogues in these 
lines also. There will be much travelling. A large percent- 
age of the orders will be repeat orders from our present cus- 
tomers, as our work in this line has for many years been 
the largest in the United States. This is a good, permanent 
connection. Other things being equal we prefer a young man. 
Reply by letter only and in strict confidence, giving full de- 
tails as to age, education, experience (naming past and 
present employers) and salary expected. We also have opening 
for two more mill supply men in our compiling department. 
Catalogue Department, R. R. Donnelley & Sons Company, 
Chicago. 


1 Sell Your Surplus Stocks 


Wil 











We are in a position to convert your surplus or odd stock 
in plumbing, heating, factory and engineers’ supplies and 
solicit your offerings; give as complete information as pos- 
sible. Address Harry Verbeek Co., 3616 Iron St., Chicago, II. 












GRAPHITE GREASE 
GRAPHITE PAINT 
Lubricating Graphite Boiler Graphite 
Pipe Joint Compound 
SUPERIOR FLAKE GRAPHITE COMPANY 
716 West Monroe St., Chicago, Ill. 


SUPERFLAK! 
GRAPHITE 
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Quality 


is a necessary considera- 
tion where protection 
against fire loss is in- 
volved. All Diener 
Products are produced 
with this idea in mind. 
This is only one of the 
many reasons for the 
large sale of Diener 
products to large indus- 
trial plants and the 
growing demand for 
them everywhere. 





“Protection”’ Approved Safety 
Non-Explosive Can 


and all other Diener Products are being sold easily by 


jobbers who wish to build business for permanence, 
because Diener reputation aids in their sale. 


We Want More Jobbers—-Now 
You will find it to your interest to investigate this line 


further. Write for catalog showing our complete line, 
price list, and any other desired information. 


George W. Diener Mfg. Co. 


400-420 MONTICELLO AVE., CHICAGO 
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High d Producti 

igh Speed Production 
Every belt in this big wire nail factory is a Ladew 

Belt. Dependability of Ladew products provides a sure 

safeguard against delays and losses due to belting 


troubles. Ladew trade mark means essential continuity 
and high speed production. 

Your trade will appreciate the service you can render 
with Ladew Leather Belting. 


Dealers: We have a few desirable terri- 
tories open. Write jor our proposition. 


EDWARD R. LADEW COMPANY. Ine. 
29 Murray Street, New York 











PRICE»»SERVICE 


O the man 
who is re- 
sponsible for results 
in the power plant, 
there is nothing that 
appeals to him more 
forcibly than a guar- 
antee of good valve 
service. 


The original price doesn’t cut much of 
a figure with him. It’s the service he is 
after and it’s on the basis of good service 
that the real value of a_ valve is determined. 
Williams Swing Check Valves are the long 
service kind and they meet the demands of the most 
critical engineers, 

Compared with some valves, they are better 


in design, better in quality, and yet they don’t cost 
any more. 





They are heavy, compact, simple in con- 
struction and are guaranteed for 200 Ibs. pressure. 
In our design we eliminate two unnecessary nuts, 
which decreases the liability of leakage. 

In the Williams, you'll find a liberal sized 
eap, which, when removed, permits of regrinding them 
easier and more quickly than any similar valve. 

In short, the Williams Swing Check Valve 
is the kind that appeals to the man who is looking 
for genuinely good service. 


Let us quote you prices 


The D. T. Williams Valve Company 


CINCINNATI, OHIO 











MYERS 


SELF-OILING 
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O many good dealers, 
plumbers and pump 
men have been so suc 
cessful with MYERS 
ELECTRIC HOUSE 
PUMPS and DIRECT 
WATER SYSTEMS 
and have so many good 
things to say about them 
through satisfied users, that we 

. unhesitatingly recommend 
PCT | them to anyone interested in 
the sale and installation of 
water systems for residences, farms, public or pri- 
vate institutions. Investigate the MYERS “Honor- 
Bilt” line today, and like others, capitalize its many 
special features and its dependable service. 
Information, catalogs and prices to the 
trade. 





Tr F.E.MYERS & BRO.COoO.Ashiand Ohio. 


—ASHLAND PUMP AND HAY TOOL WORKS-— 
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ACCESSORIES, AUTOMOBILE 
Detroit Brass & Malleable Works. 
General Asbestos & Rubber Co. 
The Wm, Powell Co. 


APRONS, LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 


ASBESTOS MATERIALS 


Asbestos Products Compuny 
General Asbestos & Kubber Co, 


BABBITT LINED BEARINGS 
Johnson Bronze Company 


BABBITT METALS 
Dodge Manufacturing Corp. 
W. A. Jones Foundry & Machine Co, 
The Medart Company 
BARRELS, TUMBLING 
toyersford Foundry & Machine Co. 
BEARINGS, BRONZE 
The Bunting Brass & Bronze Co. 
Johnson Bronze Company 
Stewart Manufacturing Corp. 
BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Engineering Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
Hide Leather & Belting Co, 
Skayef Ball Bearing Co. 
BEARINGS, SHAFT, OLLLESS 
Arguto QOilless Bearing Co, 
BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machine Co. 
“The Reeves’’—Reeves Pulley Co, 
toyersford Foundry & Machine Co. 
BELT CARRIERS AND IDLERS 
The Jeffrey Manufacturing Co. 
BELT DRESSING 
Alexander Brothers 
Atlantic Manufacturing Co 
“Beltex’’—Chicago Lelting Co. 
Buffalo Belt Dressing Co, 
Burrell Belting Company 
Chicago Rawhide Mfg. Co. 
Gandy Belting Co., The 
Joseph Dixon Crucible Co, 
Jobhers Mfg, Co. 
Richmond Belt Dressing Mfg. Co., Inc. 
Chas. A. Schieren Co. 
Stephenson Mfg. Co. ’ 
Victor Balata & Textile Belting Co, 
BELT FASTENERS 
The Bristol Company 
Clipper Belt Lacer Co, 
Crescent Belt Fastener Co, 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
Isaac Jackson Belt Fastener Co. 
BELT LACINGS, LEATHER 
Alexander Brothers 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
“Cocheco”—Il. B. Williams & Sons 
BELT LACINGS, METALLIC 
Clipper Belt Lacer Co, 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
The Bristol Company 
BELT TIGHTENERS 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
Ww. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
BELTING, BALATA 
Victor Balata & Textile Belting Co. 
BELTING, BURMALINE 
Burrell Belting Company 
BELTING, CANVAS STITCHED 


“Gandy’—The Gandy Belting Co. 
Victor Balata & Textile Belting Co. 











BELTING, CONVEYOR 


The Diamond Rubber Co., Ine. 
Gandy Lelting Co. 

New York Belting & Packing Co. 
Stanley Belting Corporation 

Victor Balata & Textile Belting Co. 


BELTING, COTTON, SOLID WOVEN 
Burrell Belting Company 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 


BELTING, IMPREGNATED 
“Alfalfa’’—Burrell Belting Co. 
Gandy Belting Company 


BELTING, LEATHER 
Alexander Brothers 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Hide, Leather & Belting Co. 
Edward Rh. Ladew Co., Inc. 
Geoige Rahmann & Co, 
Chas. A. Schieren Co. 
“Sterling” Bond & Co., Philadelphia 
Taylor Belting Company 
I. B. Williams & Sons 


BELTING, LINK 
H. W. Caldwell & Son Co. 
The Jeffrey Manufacturing Co. 
Chas. A. Schieren Co. 

BELTING, ROUND 
Chicago Belting Co. : 
Chicago Rawhide Mfg. Co: 1. 
Chas. A. Schieren Co. 
I, B, Williams & Sons 


BELTING, RUBBER 
Diamond, Rubber Co., Inc. 
Hewitt Rubber Co, 
The Jeffrey Manufacturing Co. 
New York Belting & Packing Co. 
BELTING, THRESHIER 
Chicago Belting Company 
Gandy Belting Co. 
New York Belting & Packing Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 


BELTING, TRACTOR 
Burrell Belting Company 
Chicago Belting Company 
Victor Balata, & Textile Belting Co. 


BELTING, TWISTED 
Chicago Belting Company 
Chicago Rawhide Mfg. Co 
Victor Balata & Textile Belting Co. 


BELTING, WATERPROOF 
Alexander Brothers 
Chicago Belting Co. 
Chiex go Rawhide Mfg. Co. 
Gandy Belting Company 
Hide, Leather & Belting Co. 
Chas. A. Schieren Co. 
Turtle—Edward R, Ladew Co., Ind. 
1. B. Williams & Sons 
Victor Balata & Textile Belting Co. 


BELTS, WELL DRILLING 
Chicago Belting Company. 
Victor Balata & Textile Belting Co. 


BENCHES (WORK), JEWELERS 
Leiman Bros. 





BENCH LEGS 
W. A. Jones Foundry & Machine Co. 
Standard Pressed Steel Co. 
BENCH STOPS 
Chas. Morrill 
BENDERS, PIPE 
M. B. Skinner Co. 
BLOCKS, CHAIN 
Ford Chain Block Co, 
Wright Mfg. Co. 
BLOCKS, PILLOW 


Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
lodge Manufacturing Corporation 
The Jeffrey Manufacturing Co. 

W. A. Jones Foundry & Machine Co, 


The Medart Company 

The Carlyle Johnson Machine Co. 
hoyersford Foundry & Machine Co, 
Standard Pressed Steel Co. 

T. B. Wood’s Sons Co. 


BLOWERS 
Champion Blower & lorge Co. 
Leiman Bros. 
BLOWERS, HAND, ELECTRIC 
United States Electrical Tool Co, 
BLOWERS, SANDBLAST 
Leiman Bros. 


BOILER TUBES 
E. F. Keating Co, 
National Tube Coa. 
BOILERS, TUBULAR AND WATER TUBE 
Henry Vogt Machine Co, 
BOLT CUTTERS 
H. K. Porter—‘Easy,” “New Easy,” ‘“‘Allen- 
Randall.” 
BOLTS, NUTS AND SCREWS 
The National Acme hoe gaa . 
Standard Pressed Steel Co 
BRACKETS, WALL 
Bond Foundry & Machine Go, 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
BRAKE LINING 
General Asbestos & Rubber Co. 


BRASS GOODS, STEAM 
American Injector Co. 
Capitol Brass Works. 
Detroit Brass & Malleable Works 
McRae & Roberts Co. 
Sherwood Manufacturing Co. 
The Wm. Powell Co. 
Sterling & Skinner Mfg. (a. 
The D. T. Williams .Vaive: :Co. 
BRICKS, ABRASIVE 
The Cleveland Stone Co. 
Sterling Grinding Wheel Co. 
BRONZE 
The Bunting Brass & Bronze Co. 
Johnson Bronze Company 
BRONZE BUSIIINGS AND BARS 
The Bunting Brass &' Bronze Co. 
Johnson Bronze Company 
Stewart Manufacturing Corp. 
BROOMS, FACTORY, WAREHOUSE AND 
RAILROAD 
Indianapolis Brush & Broom. Mfg. Co. 
Long Island Broom Works 
Tolman Mfg. Co. 
BROOMS, STREET AND PLATFORM 
Long Island Broom Works 
BRUSHES, BENCH, FLOOR, ETC, 
Indianapolis Brush & Broom Mfg. Co, 
Long Island Broom Works 
Tolman Mfg. Co. 
BRUSHES, FLUE AND HEATER 
Pilley Packing & Flue Brush Mfg. Co. 


BRUSHES, PAINT 

Long Island Broom Works 

BUCKETS, ELEVATOR 
H. W. Caldwell & Son Co. 
The Jeffrey Manufacturing Co. 
W. A. Jones Wdy. & Machine Co. 
“Salem’’—Mullins Body Corporation 

BURNERS, GASOLINE AND KEROSENE 

Clayton & Lambert Mfg. Co. 


CANS, EXCELSIOR 
Geo, W. Diener Mfg. Co. 
Miller Peerless Mfg. Co. 

CANS, OILY WASTE 


Geo. W. Diener Mfg. Co. 
Miller Peerless Mfg. Co. 
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CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
Miller Peerless Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co, 
Appleton Car-Mover Co. 


CASING, WELL 
National Tube Co. 


CASTERS, TRUCK 
Bond Foundry & Machine Co. 


CASTINGS, GRAY AND MALLEABLE 
Detroit Brass & Malleable Works 
Illinois Malleable Iron Co. 
The Jeffrey Manufacturing Co. 
CEMENT, ASBESTOS 
Asbestos Products Company 


CEMENT, LEATHER BELT 
Alexander Brothers 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Cocheco—I. B. Williams & Sons 
Chas. A. Schieren Co. 


CEMENT, PIPE JOINT 
J. C. Whitlam Mfg. Co. 


CHAIN BELTS 
H. W. Caldwell & Son Co. 
The Jeffrey Manufacturing Co. 

W. A. Jones Foundry & Machine Co. 
CHAINS FOR ALL ELEVATING, CONVEYING 
AND ALL POWER TRANSMISSION 
PURPOSES 

fhe Jeffrey Manufacturing Co. 


CHUCKS, LATHE 
“Sweetland’—The Hoggson & Pettis Mfg. Co. 


CLAMPS, BELT 


The Hoggson & Pettis Mfg. Co. 
T. B. Wood's Sons Co. 


CLAMPS, “C” 
Armstrong Bros. Tool Co. 


CLAMPS, PIPE AND PIPE JOINT 
M. B. Skinner & Co. 


CLEANERS, CLOSET BOWL 
Hercules Chemical Co., Inc. 


CLEANERS, FLUE 


Pilley Packing & Flue Brush Mfg. Co. 
Sherwood Mfg. Co. 


CLEANERS, SEWER AND DRAIN PIPE, 
CHEMICAL 


Hercules Chemical Co., Inc. 


CLEANERS, SEWER AND DRAIN PIPE, 
MECHANICAL 


Hercules Chemical Co., Inc. 


CLIPPERS, BOLT 
H. K. Porter 


CLOSETS, FROST PROOF 
Jos. A. Vogel Co. 


CLUTCHES, FRICTION 
Bond Foundry & Machine Co. 
H. W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 
The Hill Clutch Co. 
The Jeffrey Manufacturing Co. 
“Lemley’—W. A. Jones Fdy. & Mach. Co. 
The Medart Company 
The Moore & White Co. 
“The Reeves’’—Reeves Pulley Co. 
T. B, Wood's Sons Co. 

COCKS, AIR 

American Injector Co. 
Detroit Brass & Malleable Works 
McRae & Roberts Co. 
Michigan Lubricator Co, 
The Wm. Powell Co. 
The Sterling & Skinner Mfg. Co. 
The D. T. Williams Valve Co. 


COCKS, BALL 
Detroit Lubricator Co. 
McRae & Roberts Co. 
The Sterling & Skinner Mfg. Co. 


COCKS, CORPORATION 
The Wm. Powell Co. 


COCKS, GAGE 
American Injector Co. 
Detroit Brass & Malleable Works 
Jenkins Bros. 
Michigan Lubricator Co, 
“Ohio"’—The Ohio Brass Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co 
The D. T. Williams Valve Co. 


COUCKS, STEAM AND SERVICE 
Detroit Brass & Malleable Works 
McRae & Roberts Co. 





The Wm. Powell Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 


COLLARS, SHAFT 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
The Jeffrey Manufacturing Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Standard Pressed Steel Co. 
T. B. Wood’s Sons Co. 


COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
Superior Flake Graphite Co. 
COMPRESSORS, AIR, ELECTRIC 
The Black & Decker Mfg. Co. 


COOLERS, WATER 
The Halsey W. Taylor Co, 


COPPERS, SOLDERING 
Chicago Solder Co. 
COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Edgemont Machine Co., The 
. B. Wood’s Sons Co. 
COUNTERSHAFTS, SMALL 
Birkle Machine Works. 


COUPLINGS, MOTOR 
Birkle Machine Works 
Bond Foundry & Machine Co. 
W. A. Jones Foundry & Machine Co. 
CUUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Marufacturing Corporation 
. A. Jones Foundry & Machine Co. 
The Hill Clutch Co. 
The Jeffrey Manufacturing Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine Co. 
Standard Pressed Steel Co. 
T. B. Wood’s Sons Co. 
COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co. 
The Jeffrey Manufacturing Co. 
W. A. Jones Foundry & Machine Co. 
T. B. Wood’s Sons Co. 
COUPLINGS, SHAFT, FRICTION CUT-OFF 
Edgemont Machine Co., The 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 


COVERING, PULLEY 
Chicago Pulley & Shafting Co. 


CUP LEATHER. 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 


CUPS, LEATHER 
The Watson-Stillman Co, 


CUPS, OIL AND GREASE 


American Injector Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 
The Wm. Powell Co, 
Sherwood Mfg. Co. 

D. T. Williams Valve Co. 


CUTTERS, BOLT, RIVET AND WIRE 
H. K. Porter 


CUTTERS, GASKET AND WASHER 
M, B. Skinner Co. 


CUTTERS, MILLING 
National Twist Drill & Tool Co. 


CUTTERS, PIPE 
Toledo Pipe Threading Machine Co. 


CUTTERS, STORAGE BATTERY 
H. K. Porter 


CUTTING DIES FOR LEATHER, PAPER AND 
CLOTH 


4 


The Hoggson & Pettis Mfg. Co. 


CYLINDERS, WATER, AIR OR GAS 
National Tube Co. 


CYLINDERS, WATER, BRASS AND BRASS 
D 


ait 


F. E, Myers & Bro. Co. 
DERRICKS 
Sasgen Derrick Co, 


DIES, BOLT THREADING 
The National Acme Company 


DIES, BRASS AND STEEL, LETTERING AND 
RINTING 
The Hoggson & Pettis Mfg. Co. 
DIES, PIPE THREADING 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
DOGS, LATHE 
Armstrong Bros. Tool Co, 
J. H. Williams & Co, 
DRAIN PIPE SOLVENT 
Hercules Chemical Co., Inc. 
DRAINERS, CELLAR 
Penberthy Injector Co. 
DRILLING POSTS 
Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, ELECTRIC 
_ Black & Decker Mfg. Co. 
U. S. Electrical Tool Co. 
Wisconsin Electric Co, 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co, 
Lovejoy Tool Works 
DRILLS, TWIST 
National Twist Drill & Tool Co. 
The Whitman & Barnes Mfg. Co. 
DRINKING FOUNTAINS 
The Halsey W. Taylor Co, 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 
DRUMS, CAST IRON 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
DRUMS, STEEL RIM 
The Medart Company 
EJECTORS 
American Injector Co. 
Penberthy Injector Co. 
Sherwood Mfg. Co. 
ELEVATORS, MATERIAL 
Sasgen Derrick Co, 
ELIMINATORS, OIL 
The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
American Injector Co. 
Capitol Brass Works 
Detroit Brass & Malleable Works 
McRae & Roberts Co. 
The Pickering Governor Co. 
The Wm. Powell Co. 
Sterling & Skinner Mfg. Co. 
Sherwood Mfg. Co. 
Williams Valve Co. 
ENGINE LATHES 
The John Steptoe Company 
EXPANDERS, TUBE 
The Watson-Stillman Co. 
Lovejoy Tool Works 
EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 
Miller-Peerless Mfg, Co. 
FASTENERS, BELT 


The Bristol Company 

Crescent Belt Fastener Co, 
Flexible Steel Lacing Co. 

Isaac Jackson Belt Fastener Co. 


FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
FILES 

American Swiss File & Tool Co. (Precision, 

diemakers’, toolmakers’, jewelers’, machin- 

ists’.) 
Delta File Works 

FILES, ABRASIVE, “STERBON” 
The Cleveland Stone Co. 
Sterling Grinding Wheel Co, 
FIRE FIGHTING DEVICES—UNDER- 
WRITERS’ APPROVED 


Geo. W. Diener Mfg. Co. 
Miller-Peerless Mfg, Co. 


FIRE PREVENTING EQUIPMENT--—UNDEK- 
WRITERS’ APPROVED 


Geo. W. Diener Mfg. Co. 
Miller-Peerless Mfg. Co. 


FITTINGS, COPPER TUBING 
Michigan Lubricator Co. 
FITTINGS, GAS FIXTURE 
Detroit Brass & Malleable Works 
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CRESCENT | 
BELT FASTENERS 


A belt is only half-sold until it gives satisfac- 
tion on the job. Joining as good as the belt is 
necessary. Crescent Belt Fasteners make a joint 
that insures satisfaction from every belt you sell, 
and clinches repeat orders for you. 


CRESCENT BELT FASTENER CO. 
381 Fourth Ave., New York City 


Canadian Branch: 


England: 
32 Front St., West, Toronto 32 Paradise St., Birmingham 


A complete 
portable 
pumping 
outfit 


Here is a 
complete 
portable 
power 
pumping 
outfit that you could stock to advantage. It 
answers the demand for any pumping job not 
exceeding 125 lbs. working pressure, with 
capacities from 8 to 70 gallons per minute. 


Fig. 854 on Truck 


The “Type S” Power Pump furnished with 
this outfit has one piece all bronze wing type 
valves, replaceable 16 gauge brass lining, big 
heavy stub tooth gears and pinions. It’s an 
“oversize in strength” power pump. 


Write for Bulletin M16A and prices 


THe BARNES MANUFACTURING COMPANY 
MANSFIELD, OHIO. 








Quick 
to 
Start 





Penberthy Injectors can always 
be depended upon to start quick- 
ly, regardless of whether the 
water is clean or sandy. They 
never fail to operate successfully 
under any and all circumstances. 
Their reliability, economy and 
durability have been proved over 
a period of nearly 50 years by a 
multitude of users. This is why 
the Penberthy hus come to be 
universally recognized as_ the 
Standard Boiler Feeder of the 
World. 


Write today for literature. 


Penberthy Injector Company 
Established 1886 


1254 Holden Ave. Detroit, Mich. 
Canadian Plant, Windsor, Ont. 











The Only 

Practical Automatic 
Stream-Controlled 
Cooler Fountain 


A drinking fountain without 
automatic stream control is 
at times useless, or danger- 
ously unsanitary. 


HALSEY TAYLOR Cooler 
Fountains combine positive 
automatic stream control with 
a practical drinking mound, 
built up by two streams of 
water converging at the apex 
of the arc. 


HALSEY TAYLOR Cooler 
Fountains are scientifically in- 
sulated to give maximum cool- 
ing efficiency with the minimum 
of ice consumption. 





No. 570A 


Write for catalog and discounts today. 


The Halsey W. Taylor Company 
No. 531 N. Park Ave., Warren, Ohio 


BRANCHES 
New York City Boston Chicago Den 
210 East 45th St. 46 a. 1702 N. Talman 401 " ncobeon Bidg 
Room 512 Ave. San ee <> 
... 7 1 
Philadelphia Atlan Kansas Cl —— 


ty Angeles 
5224 Greene St. 202 Baltimore Bidg. tt East Ninth St. 


322. N. Jackson St. 











TAYLOR 
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FITTINGS, HIGH PRESSURE 
Vogt Marhine Co. 
Watson-Stillman Co, 


Henry 
The 


FITTINGS, HYDRAULIC 


Henry Vogt Machine (Co, 
The Watson-Stillman Co, 

FITTINGS, PIPE, BRASS 
Detroit Brass & Malleable Works 

FITTINGS, PIPE, MALLEABLE 

Detroit Brass & Malleable Works 
Illinois Malleable lron Co. 
Walworth Mfg, Co. 

FITTINGS, PIPE, STEEL 
The Watson Stillman Co, 
Henry Vogt Machine Co, 


FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 


The Hill Clutch Co, 
W. A. Jones Foundry & Machine Co. 
The Medart Company 


T. B. Wood's Sons Co. 
FLUE BRUSH AND CLEANER 
Pilley Packing & Flue Brush Mfg. Co. 


FLUX, 

Chicago Solder Cc. 

FLY WHEELS, CAST TRON 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 


FORGES, BLACKSMITH 
Blower & Forge Co. 
FORGES, RIVET 
Champion Blower & Forge Co. 
Lovejoy Tool Works 
FOUNTAINS, 
Halsey W. 


SOLDERING 


Champion 


DRINKING 
Taylor Co, 
FRAMES, WALL 
Foundry & Machine Co. 
Manufacturing Corporation 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
FRICTION CLUTCHES 
(See “Clutches, Friction’’) 
FURNACES, SOLDERING 
Clayton & Lambert Mfg. Co, 
Geo. W. Diener Mfg. Co. 
GAGE GLASSES, 
Rogers & 
GAGES, 
Watson-Stillman 
GAGES, 
Injector Co. 
Brass & Malleable 


The 


Bond 
Dodge 


PRISMATIC 
H. A. 


Co, 
HYDRAULIC 
Co. 


WATER 


The 


American 


Detroit Works 


Detroit Lubricator Co. 

McRae & Roberts Co. 

The Ohio Brass Co. 

Penberthy Injector Co 

The Penn Engineering Co. 

The Wm. Powell Co. 

Sterling & Skinner Mfg. Co. 
GASKETS 


Asbestos & 
Gasket & 
Jenkins Bros 
Metric Packing 
New York 


General 


Rubber Co. 
Goetz i 


Packing Co. 


Co., Inc. 
Belting & Packing 

GEARS 
H. W. Caldwell & Son Co. 
Dodge Sales & Engineering 
The Jeffrey Monufacturing Co 
A. Jones Foundry & Machine 
Medart Company 


GEARS, 
Chicago Rawhide Mfg. 
W. A. Jones Foundry 


Co. 


Co. 
Ww. Co. 
The 

RAWTIIDE 
Co. 

& Machine 

GLASSES, GAGE 

Libbey Glass Mfg. Co. 

A. Rogers & Co, 
GOVERNORS, FOR STEAM AND GASOLINE 
ENGINES 
The Pickering Governor Co., Conn. 
GRAPHITE FOR ALL PURPOSES : 

Joseph Dixon Crucible Co. i 

Superior Flake Graphite Co. 
GREASE CUPS, 

Michigan Lubricator Co, 


Co. 


The 
H. 
Portland, 


BRASS 


GREASE, LUBRICATING 
Bond Foundry & Machine Co., “‘Bondeline’”’ 
Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co. 
Superior Flake Graphite Co 


GRINDERS, BENCH AND FLOOR 
Chicago Pulley & Shafting Co. 
The Cleveland Stone Co, 
Sterling Grinding Wheel Co 
The U. S. Electrical Tool Co. 
Wisconsin Electric Uc 


GRINDERS, 
Black & Decker 
S. Electrical Tool 
Wisconsin Electric Co. 


ELECTRIC 
The Mfg. Co. 
U. Co, 

GRINDERS, TOOL, ROLLER BEARING 
Chicago Vulley & Shafting Co. 


GRINDERS, VALVE 
& Decker Mfg. Co. 
Klectric Co, 


The Black 
Wisconsin 
GRINDSTONES 
Stone Co, 
GUARDs, ELECTRIC 
Steel Lacing Co. 


GUNS, OIL AND GREASE 
Bond Foundry & Machine Co, 
Royersford Foundry & Machine Co. 


HACK SAW BLADES 


The Cleveland 


LAMP 
Flexible 


Victor Saw Works 
ILANGERS, DOOR 

F. E. Myers & Bro. Co. 
ILANGERS, PIPE 

“Ball Joint’—The Penn Engineering Co. 
ILANGERS, SHAFT 

Bond Foundry & Machine Co, 


Chicago 
lodge 


Pulley & Shafting Co. 
Manufacturing Corporation 


The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 


Royersford Foundry & Machine Ca, 
Standard Pressed Steel Co. 
B. Wood’s Sons Co. 


ILOISTS, CHAIN 





Ford Chain Block Co. 
Wright Mfg, Co. 
HOISTS, HAND, GASOLINE AND ELECTRIC 


Sasgen Derrick Co, 


HOLDERS, TOOL 


Armstrong Bros. Tool Co. 


J. H. Williams & Co. 

HOOKS, BELT 
The Bristol Company 
Flexible Steel Lacing Co. 


HOSE, COTTON 


Diamond Rubber Co., Ine. 

New York Belting & Packing Co. 
HLOSE, FIRE 

Diamond Rubber Co., Ine. 


New York Belting & Packing Co. 
ILOSE, RUBBER 

Diamond Rubber Co., Ine. 

Hewitt Rubber Co, 

New York Belting & Packing 

IlOSE, STEAM 

Diamond Rubber Co., Inc. 

New York Belting & Packing Co. 
HYDRAULIC LEATHER 

Belting Company 

Chicago Rawhide Mfg. Co. 

Chas. A. Schieren Co. 

The Watson-Stiilman Co, 


INDEX CENTERS 
Steptoe Company 


INJECTORS 
Injector Co. 
Injector Co, 


Co. 


Chicago 


The 


John 


American 
Penberthy 


The Wm. Powell Co. 
Sherwood Mfg. Co. 

JACKS, LIFTING 
Lovejoy Tool Works 

LACE LEATHER 


Chicago Belting Co. 


Chicago Rawhide Mfg. Co. 

Chas. A. Schieren Co. 

I. B. Williams & Sons 

LACERS, BELT 

Clipper Belt Lacer Co. 

Detroit Belt Lacer Co, 

LACING, BELT, METALLIC 

Clipper Belt Lacer Co. 

Detroit Belt Lacer Co. 

Flexible Steel Lacing Co. 


The Bristol Company 


LADLES AND KETTLES, MELTING 
Mullins Body Corporation 


LAMP GUARDS 
Steel Lacing Co. 
LEATHER BELTING 
(See ‘Belting, Leather’’) 
LATHES, ENGINE 
The John Steptoe Co. 


LATHES, SPEED 


Flexible 


Leiman Bros. 


LEAD BURNING EQUIPMENT 
Torchweld Equipment Co. 


LEATHER SPECIALTIES 

Alexander Brothers 

Chicago Belting Co. 

Chicago Rawhide Mfg. Co. 

LEATHERS, HAND 

Chicago Belting Co. 

Chicago Rawhide Mfg. Co. 

LEGS, BENCH 

W. A. Jones Foundry & Machine Co. 
Standard Pressed Steel Co. 


LETTERS AND FIGURES, STEEL 


The Hoggson & Pettis Mfg. Co. 
LIQUID SOAP DISPENSERS 
Chas. Morrill 


LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co. 
toyersford Foundry & Machine Co. 


LUBRICATOR GLASSES 
Rogers & Co. 


LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co, 
Mecktae & Koberts Co. 
Michigan Lubricator Co. 
The Pickering Governor Co. 
The Wm. Powell Co. 
Sherwood Mfg, Co, 
The D. T. Williams Valve 


H. A. 


Co. 


MACHINE TOOLS 
The Crescent Machine Co, 
Sidney Machine Tool Co, 
The John Steptoe Company 
MACHINERY CLUTCHES 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 


Edgemont Machine Co., Ine. 
The Hill Clutch Co, 

Jones Foundry & Machine Co. 
T. B. Wood's Sons Co. 


MACHINES, CIEANING, 
The Black & Decker Mfg, C 
MACHINERY, COAL HANDLING 
Manufacturing Corporation 


MACHINERY, CONVEYING AND ELEVATING 

H. W. Caldwell & Som Co: - 

Dodge Manufacturing :Corporation 

The’ Hilt Clutch Co.*" 

The Jeffrey Manufacturing Co. 

w . “Jones Foundry & Machine Co. 
MACHINES, GRINDING AND POLISHING 


Royersford Foundry & Machine Co. 
United States Electrica] Tool Co. 


METAL PARTS 
0. 


Dodge 


Wisconsin Electric Co. 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co, 
MACHINES, MARKING 
The Hoggson & Pettis Mfg. Co. 
MACHINES, PIPE CUTTING AND 
THREADING 
The Oster Mig. Co. 
Toledo Pipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEARING 


Royersford Foundry & Machine Co. 
MACIIINERY, WOODWORKING 

The Crescent Machine Co. 

Sidney Machine Tool Co. 

MALLETS AND HAMMERS, RAWHIDE 

Chicago Rawhide Mfg. Co. 
MATS AND MATTING, 

Diamond Rubber Co., 


RUBBER 
Ine. 


New York Belting & Packing Co. 
MERCHANDISE CONVEYORS 
F. E. Myers & Bro. Co. 
METAL, BEARING 


Podge Manufacturing Corporation 
The Medart Company 
Reeves Pulley Co. 
Stewart Manufacturing Corp. 
MILL BRONZE 
Johnson Bronze Company 
MILL LEATHERS, ALL 
Chas. Bond Co., Philadelphia 
Chicago Belting Co. 
The Chicago Rawhide Mfg. 
Chas. A. Schieren Co. 
MILELBOARD, ASBESTOS 
Asbestos Products Co, 
MILLING MACHINES 
John Steptoe Company 


KINDS 


Co. 


The 


MOTORS, AUTOMOBILE 
Reeves Pulley Co. 
MOTORS AND DYNAMOS 
Electric Company 
MOVERS, CAR 
Appleton Car-Mover Co. 


Wisconsin 
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Send for complete catalogue 


STEPTOE Tools 
satisfy your customers 


will 


” x 6’ 
16” 


The John Steptoe Co., Cincinnati, Ohio 









$450.00 
= & 500.00 
Ith Quick Change Gear 
Box $85.00 Additional 





of our line of Shapers, Millers and Lathes 


STEPTOE Tools are backed 
by 75 years of experience 





























Manufacturers of 


Portable and Stationary 
Hand, Gasoline and 
Electric Driven Der- 
ricks, Winches, Hoists, 
and Single and Double 
Cage Material Eleva- 
tors. 


Write for Circular ‘‘M’’ 





SOLID BEL1\ 
DRESSING_/ii\ 


Recommended as a quick, 
sure cure for slipping belts 


It may be safely used on leather, rub- 
ber, 


hardening or cracking the belt, even after 


or fabric belts without clogging, 


years of use. 


If applied sparingly at intervals it will 
preserve the belt and prevent loss of 
power through slipping. There is no more 
popular dressing on the market. 


Write for Circular No. 71-O and sample. 


JOSEPH DIXON CRUCIBLE CO. 


Jersey City, N. J. 


Established 1827 


D 


‘Trane mann 


N D 


TRADE MARK 














| THE Ny 198 (wore Co. 


RE ee ae 


Power 
Transmission § 


Machinery 


OUR inquiries for complete line 

shaft equipment or for single items, 
such as friction clutches, bearings, etc., 
will receive prompt attention. 





When desired we will forward sketch 
showing layout of equipment quoted 
upon. 


Send us your inquiries. 
Let us work together. 
Catalog and prices upon request. 


THE ju CLUTCH ce. 


Cleveland, O. 
New York Office: 50 Church Street 
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MULE STANDS 


Bond Foundry & Machine Co. 

Dodge Manufacturing Corporation 
W. A. Jones Foundry & Machine Co. 
The Medart Company 

T. B. Wood’s Sons Co. 


NAIL PULLERS 
Chas. Morrill 
NAME PLATES 
The Hoggson & Pettis Mfg. Co. 
NUTS AND SCREWS 
‘The National Acme Co, 


OIL CUPS, GLASS AND BRASS BODY 


Michigan Lubricator Co, 


OIL GAGES (LEVEL) 
Michigan Lubricator Co, 
OIL PUMPS, HAND 
dichigan Lubricator Co, 
OIL WELL ACCESSORIES 
the Wm, Powell Co. 
OILERS, MULTIPLE FEED 
Michigan Lubricator Co, 
OILING DEVICES 
American Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
OILSTONES 
The Cleveland Stone Co, 
PACKING, AMMONIA 
Diamond Rubber Co., Inc. 
New York Belting & Packing Co. 
PACKING, HYDRAULIC 


Alexander Brothers 
Chicago Belting Company 
Chicago Rawhide Mfg. Co. 
Donovan Packing & Rubber Co., Inc, 
Diamond Rubber Co., Inc. 
Generali Asbestos & Rubber Co. 
Metric Packing Co. 
New York Belting & Packing Co. 
The Watson-Stillman Co. 

PACKING, LEATHER 


Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
PACKING, PISTON 
Diamond Rubber Co., Inc. 
General Asbestos & Rubber Co. 
Metric Packing Co. 
PACKING, RING 
Diamond Rubber Co., Inc. 
General Asbestos & Rubber Co. 
New York Belting & Packing Co. 


PACKING, RUBBER 


Diamond Rubber Co., Inc 

General Asbestos & Rubber Co. 

Hewitt Rubber Co. 

Metric Packing Co., Inc. 

New York Belting & Packing Co. 
PACKING, SHEET 

Diamond Rubber Co., Ine. 

General Asbestos & Rubber Coa, 

Goetze Gasket & Packing Co. 

“Jenkins ’96’’°—Jenkins Bros. 

Metric Packing Co., Inc. 

New York Belting & Packing Co. 

PACKING, VALVE STEM 


Diamond Rubber Co., Inc. 
yeneral Asbestos & Rubber Co 
Metric Packing Co., Inc. 
New York Belting ‘& Packing Co. 

PAINT, SILICA-GRAPHITR 
Joseph Dixon Crucible Co. 
Superior Flake Graphite Co. 

PAPER, ASBESTOS 
Asbestos Products Company 
PASTE, SOLDERING 

Chicago Solder Co. 

PEGS OR PINS, RAWHIDE 
Chicago Rawhide Mfg. Co. 

PIPE CLAMPS 
M. B. Skinner Co, “Emergency” 
PIPE SADDLES 

M. B. Skinner Co. “Skinner” 

PIPE THREADING TOOLS 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 

PIPE, HIGH PRESSURE 
The Watson-Stillman Co. 





‘ 


PIPE, STEEL 
National Tube Co. 


PIPE, WROUGHT IRON 
E. F. Keating Co. 


PLATES, BASE 


Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 


PLATES, FLOOR AND CEILING 
The Penn Engineering Co. 


PLUGS, BRASS AND FUSIBLE 
American Injector Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co. 
The D. T. Williams Valve Co. 


POLES, TUBULAR STEEL 
National Tube Company 


POWER PUMPS AND DEEP WELL HEADS 
The Barnes Mfg. Co. 


POWER TRANSMISSION APPLIANCES 
Arguto Oilless Bearing Co. 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Moore & White Co. 
Royersford Foundry & Machine Co. 
Standard Pressed Steel Co. 
Winfield H. Smith 
T. B. Wood’s Sons Co. 


PRESSES, DRILL, JEWELERS’ SENSITIVE 
Leiman Bros. 


PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co. 


PRIMING CUPS 
Michigan Lubricator Co. 


PROTECTORS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 


PULLEY COVERING 
Chicago Rawhide Mfg. Co. 


PULLEYS, CAST IRON 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
Fo Hill Clutch Co. 

W. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Winfield H. Smith 
T. B. Wood's Sons Co. 
PULLEYS, CONE 

W. A. Jones Foundry & Machine Co. 
Saginaw Mfg. Co. 
T. B. Wood’s Sons Co. 

PULLEYS, CONVEYOR 
The Medart Company 
T. B. Wood’s Sons Co. 

PULLEYS, FLANGE 

Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood’s Sons Co. 


PULLEYS, FRICTION CLUTCH 

Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
— Hill Clutch Co. 

W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Moore & White Co. 
Reeves Pulley Co. 
T. B. Wood’s Sons Co. 


PULLEYS, GROOVED 

Birkle Machine Works 
Dodge Manufacturing Corporation 
W. A. Jones Foundry & Machine Co. 
Reeves Pulley Co. 
The Ohio Valley Pulley Works, Inc. 
Saginaw Mfg. Co. 
The Medart Company 
Winfield H. Smith 

B. Wood’s Sons Co. 


PULLEYS, TRON CENTER 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood’s Sons Co. 


PULLEYS, LOOSE 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W,. A. Jones Foundry & Machine Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 


Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood’s Sons Co. 
PULLEYS, MOTOR 
Birkle Machine Works 
W. A. Jones Foundry & Machine Co. 
The Ohio Valley Pulley ‘sean Inc. 
Paragon Paper Pulley Co 
Saginaw Mfg. Co. 
T. B. Wood’s Sons Co. 
PULLEYS, PAPER 
Paragon Paper Pulley Co, 
PULLEYS, STEEL 
American Pulley Co. 
Dodge Manufacturing Corporation 
PULLEYS, STEEL RIM 
The Medart Company 


PULLEYS, STEP AND TAPER CONE 


Dodge Manufacturing Corporation 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood’s Sons Co. 

PULLEYS, WOOD SPLIT 


Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 

PUMP JACKS 
The Barnes Mfg. Co, 

PUMPS, GAS AND VACUUM 
Leiman Bros. 
PUMPS, HAND AND POWER 

F. E, Myers & Bro. Co. 

PUMPS, JET 
American Injector Co. 

PUMPS, MINE 
F. E. Myers & Bro, Co. 

PUMPS, OIL 

Detroit Lubricator Co. 
Leiman Bros. 
The Pickering Governor Co. 
Sherwood Mfg. Co. 

PUMPS, POWER 
The Barnes Mfg. Co. 

PUMPS, TANK 


The Barnes Mfg. Co. 
F. E. Myers & Bro, Co. 


PUNCHES AND DIES 
Royersford Foundry & Machine Co. 
PUNCHES, HAND 
Chas. Morrill 
NCHES, SCREW 
Lovejoy Tool Works 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RASPS 
Delta File Works 
RATCHETS 
Armstrong Bros. Tool Co. 
REAMERS 
National Twist Drill & Tool Co, 
The Whitman & Barnes Mfg. Co. 
RESEATERS, VALVE 
M. B. Skinner Co. “Skinner” 
ROPE DRIVES 


Dodge Manufacturing Corporation 
H. W. Caldwell & Son Co. 

The Hill Clutch Co. 

The Medart Company 

T. B. Wood’s Sons Co. 


ROPE, WIRE 
Wickwire Spencer Steel Corp. 


RUBBER GOODS, MECHANICAL 


Diamond Rubber Co., Inc. 

General Asbestos & Rubber Co. 

Hewitt Rubber Co. 

Jenkins Bros. 

New York Belting & Packing Co. 
SAFETY DEVICES 

The Crescent Machine Co. 

Dodge Manufacturing Corporation 

SAND BLAST OUTFITS 
Leiman HBros. 


SAW SETS 
Chas. Morrill 
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VICTOR 


HACK SAW BLADES 





Victor All Hard and Flexible 
Blades for hand frames and 
Victor All Hard Blades for light 
machine work are made of spe- 
cial tungsten alloy, attractively 
boxed, and in steady demand. 


Victor Service includes full in- 
formation on hack saw blade 
use, advice on metal cutting, 
price lists, etc. Write us and 
let us help you increase your 
sales on this popular brand. 


VICTOR SAW WORKS 


MIDDLETOWN, N. Y. 


2005-28 








You Can't Fool 
The Engineer 


He knows that 


MONCRIEFF’S 
Scotch Gauge Glasses 


make for the highest degree of safety in the 
Boiler Room. That’s part of his job. Why take 
a chance? 





Moncrieff Gauge Glass has exceptional tough- 
ness and strength, yet it does not cloud up. It 
does not shatter at the first draught of cold 
air. It stands even cold water thrust against it 
while the glass is in use. Hot or cold—cold 
or hot—the Moncrieff tube is safe, sure, de- 
pendable and long lived. 


That is why the Engineer demands them and 
why wise dealers stock and prefer to sell them. 


Order a stock today. 


PERTH brand for Standard Steam Pressure up to 200 lbs. 
UNIFIC brand for High Steam Pressure up to 400 Ibs. 


H. A. Rogers.Co. ‘uwron 














They’re Safe to Use 





BLUE GRASS Sanitary Wipers are 
safe for the engineer, machinist and 
all others who use wiping cloths in 
their work. They are better than 
waste. To make them perfectly safe 
for handling, they are washed in boil- 
ing water, sterilized and disinfected 
in powerful chemicals. Blue Grass 
Wipers are endorsed by health 
officials. 


Mill supply and hardware jobbers 
write for special proposition on this 
high grade line of sanitary wiping 
cloths. Jobbers have our full co- 
operation. 


Louisville Sanitary Wipers Co., Inc. 
Manufacturers 


Louisville, Kentucky 





Insist on BLUE GRASS 
SANITARY WIPERS 











‘*Accurate”’ 
<0) 


maul 





CCURATE means ex- 
actly right, every 
“Dependable” Product is 





accurate, because each one 
of them must stand the 
same careful inspection and 
rigid test. 

The “Dependable” line for 
water, steam, gas, oil and air 





has been available and 
standard for thirty years. 
Why experiment? Specify 
them on your next order. 


DETROIT BRASS 
& MALLEABLE WORKS 


Detroit Michigan 
Sole Manufacturers 


The “Dependable” Line 
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SAWS, BAND 
The Crescent Machine Co. 
Sidney Machine Tool Co, 
SAWS, HACK 
Works 


(Blades) 
Victor Saw 


SAWs, HACK (Machines) 


Racine Tool & Machine Co, 
SAWS, SWING, CUT-OFF 
The Crescent Machine Co. 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 
SCREW MACHINES, AUTOMATIC 
The National Acme Company 


SCREW MACHINE 
The National 
Standard 


PRODUCTS 

Company 

Steel Co. 
SCREWS, CAP AND SET 

National 


Acme 
Pressed 


The Acme Company 


Strong, Carlisle & Hammond Co. 
SCREWS, SAFETY SET 

Allen Mfg. Co, 

The Bristol Company 


The National 
Standard 
Strong, 


Acme Company 

Pressed Steel Co. 

Carlisle & Hammond Co. 
SEPARATORS, OIL AND STEAM 

The D, T. Williams Valve Co. 


SHAFTING 
Machine Co. 
Pulley & Shafting Co. 
Manufacturing Corporation 
The Hill Clutch Co. 
The Jeffrey Manufacturing Co. 
W. A. Jones Foundry & Machine 
The Medart Coripany 
Royersford Fouiudry & Machine Co. 
T. B. Wood’s Sons Co. 
SHAFTING, TUBULAR 
National Tube Company 


SHAPERS 
Company 
SHARPENERS, 
Cleveland Stone Co, 


Bond Foundry & 
Chicago 
Dodge 


Co. 


(MATERIAL FOR) 


The John Steptoe 
KNIFE 
The 
SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Co. - 


The Medart Company 
T. B. Wood’s Sons Co. 


SLEEVES AND SOCKETS, DRILL 
Lovejoy Tool Works 


SOAP 
Morrill 


SOLDER, BAR AND WIRE 
Chicago Solder Company 


SOLDERING COPPERS, FLUX, PASTE AND 
SALTS 


Company 
SPROCKETS 

H. W. Caldwell & Son Co. 

The Jeffrey Manufacturing Co. 

W. A. Jones Foundry & Machine Co. 
The Medart Company 


STEAM SPECIALTIES 
Injector Co. 

Armstrong Machine Works 

G. M. Davis Regulator Co. 
Detroit Lubricator Co. 
Detroit Brass & Malleable 
Michigan Lubricator Co, 
Penberthy Injector Co, 
Sterling & Skinner Mfg. Co. 
Strong, Carlisle & Hammond Co. 
The McRae & Roberts Co. 

The Pickering Governor Co. 
The Wm. Powell Co. 

H. A. Rogers & Co. 

Walworth Mfg. Co. 

The D. T. Williams Valve Co. 


STEEL STAMPS AND MARKING DIES 
The Hoggson & Pettis Mfg. Co. 


STENCILS, SHIPPING 
The Hoggson & Pettis Mfg. Co. 


DISPENSERS 
Chas, 


Chicago Solder 


American 


Works 


STILLSON WRENCHES 
Moore Drop Forging Co. 
Walworth Mfg. Co. 
STOCKS AND DIES 


The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
STRAINERS 
American Injector Co. 
STRAPS, LEATHER 


Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 


TANKS, SEAMLESS STEEL 


National Tube Company 
TAPS, COLLAPSING 
The National Acme Co. 


TILING, RUBBER, INTERLOCKING 
New York Belting & Packing Co. 
TIRES, AUTOMOBILE 
Rubber Co., Inc. 
TOOLS, BORING 
Armstrong Bros. Tool Co. 
TOOLS, ELECTRICAL 
Black & Decker Mfg. Co. 
U. S. Electrical Tool Co. 
TOOLS, MACHINISTS’ 


American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 


Diamond 


TOOLS, PLUMBERS’ AND STEAMFITTERS’ 

The Oster Mfg. Co. 

Toledo Pipe Threading Machine Co. 

Walworth Mfg. Co. 

TOOLS, VALVE RESEATING 

Skinner Co. “‘Skinner’”’ 
TORCHES, BLOW 

Lambert Mfg. Co, 

Diener Mfg. Co, 
TORCHES, WELDING 

Torchweld Equipment Co. 
TRANSMISSION, VARIABLE 


The Moore & White Co. 
Reeves Pulley Co. 


M. B. 


Clayton & 
Geo. W. 


SPEED 


TRAPS, STEAM 
Armstrong Machine Works 
G. M. Davis Regulator Co. 
Strong, Carlisle & Hammond Co. 
dD. T. Williams Valve Co. 
TROLLEYS 
Works 
TUBES, BOILER 
E. F. Keating Co, 
National Tube Company 
TUBING, RUBBER 
New York Belting & Packing Co. 
TUBING, STEEL 
Tube Co. 


UNIONS, BRASS AND IRON 


Lovejoy Tool 


National 


Illinois Malleable Iron Co. 
Walworth Mfg. Co. 
VALVE LEATHERS 


Chicago Belting Co. 

Chicago Rawhide Mfg. Co. 
VALVES, AIR 
Malleable Works 
Engineering Co. 

& Skinner Mfg. Co. 
VALVES, BALANCED, 
Ma3on Regulator Co. 


Detroit Brass & 
The Penn 
Sterling 


FLOAT 


VALVES, BLOW OFF 
Jenkins Bros, 
The Wm. Powell Co. 


The D. T. Williams Valve Co. 
Walworth Mfg. Co, 

VALVES, CHECK 
Jenkins Bros. 


Detroit Brass & Malleable Works 
The Ohio Brass Co. 

The Wm. Powell Co. 

The D. T. Williams Valve Co. 
Walworth Mfg. Co. 


VALVES, COLD WATER, BALATA 
Victor Balata & Textile Belting Co. 


VALVES, GATE, GLOBE AND ANGLE 
Detroit Brass & Malleable Works 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 


VALVES, 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Henry Vogt Machine Co. 
The D. T. Williams Valve Co. 
Walworth Mfg. Co. 
The Watson-Stillman Co, 


VALVES, HYDRAULIC 
Jenkins Bros. 
The Wm. Powell Co. 
Henry Vogt Machine Co, 
Walworth Mfg. Co. 
The Watson-Stillman Co. 
The D, T. Williams Valve Co. 


HIGH PRESSURE 


VALVES, POP 
Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 


VALVES, PRESSURE 
G. M. Davis Regulator Co. 
Mason lkegulator Co, 
Walworth Mfg. Co. 


VALVES, PUMP, RUBBER 
Diamond Rubber Co., 
Jenkins Bros. 
New York Belting & Packing Co. 


VALVES, RADIATOR 
Capitol Brass Works 
Detroit Brass & Malleable Works. 
Detroit Lubricator Co. 
Jenkins Bros, 
Michigan Lubricator Co, 
The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Mig. Co. 
The D. T. Williams Valve Co. 


VALVES, THROTTLE 


SAFETY AND RELIEF 


REGULATING 


Inc. 


Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 
VISES, BENCH 
The Chas, Parker Co. 
Walworth Mfg. Co. 
VISES, PIPE 


The Chas. Parker Co. 
Toledo Pipe Threading 
Walworth Mfg. Co. 
WASHERS, 
Chicago Belting Co. 
Chicago Rawhide Mfg. 


Machine Co. 


LEATHER 
Co. 
WASHERS, RUBBER 


Rubber Co., Ine. 
Belting & Packing Co. 


WASTE, COTTON AND WOOL 
J. Milton Hagy Waste Works 
WATER CLOSETS, FROST PROOF 
A. Vogel 


Diamond 
New York 


The 


Jos, Co. 
WATER GAGES (LEVEL) 
Michigan Lubricator Co, 
WATER SYSTEM 
The Barnes Mfg. Co. 
WELDING EQUIPMENT 
Torchweld Equipment Co. 
WHEELS, GRINDING 
The Cleveland Stone Co, 
New York Belting & Packing Co. 
Sterling Grinding Wheel Co. 
WHISKBROOMS 
Works 


PUMPS 


Long Island Broom 


WINCHES 
Derrick Co, 
WIPING CLOTHS, MACTIINERY 


The J. Milton Hagy Waste Works 
Louisville Sanitary Wipers Co., Inc. 


WIRE BRUSHES 
Pilley Packing & Flue Brush Mfg. Co. 
WIRE ROPE 
Spencer Steel Corp. 
WIRE SOLDER 
Solder Co. 


WOODWORKERS, VARIETY 
Crescent Machine Co, 
Sidney Machine Tool Co. 


WRENCH SETS 


Sasgen 


Wickwire 


Chicago 


Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
WRENCHES, ADJUSTABLE 
Walworth Mfg. Co. 
J. H. Williams & Co, 


WRENCHES, ENGINEERS’ & MACHINISTS’ 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
WRENCHES, PIPE 
Moore Drop Forging Co. 
Walworth Mfg. Co. 
J. H. Williams & Co, 
WRENCHES, PIPE, CHAIN 
Armstrong Bros. Tool Co. 
J. H. Williams & Co, 
WRENCHES, SOCKET 


Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co. (electric), 





98 


When writing to Advertisers please mention M1Lt Suppvigs. 














MLL QUPPLUES 














BIRKLE Cast Iron Motor Pulleys 


Us ta 2” 
within Twelve Hours 


Motor Rails 


Carried in stock for immediate 


Diameter shipped 


shipment. 





Telephone Monroe 7053-54 


BIRKLE MACHINE WORKS 


456 N. Union Ave. Chicago, Ill. 











AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists, jewelers, and other skilled workers. 

















Booklet with list of distributors and other interesting data sent 
upon request. Sold by the foremost dealers. 


American Swiss File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 











x ATLANTIC Bar Belt Dressing 


20 Years on the Market without a Complaint 


A record that is hard to beat. During that time 
we have never had a report of a belt injured 
by it. Made of high grade materials. We 
never lower the quality. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 




















‘ LS FFERS 
DRIFINDERS BUFF EMers |) [ 


A bigger day’s work at a bigger profit and with 
less fatigue—that is the gift of the U. S. Portable 
Electric Drill to every shop that uses it. 


Light. Balanced. Powerful. Ball Bearings. 
Air cooled. Won’t overheat. Handiest switch 
ever devised. Universal Motor—plug to any 
electric light socket. Write for catalog 20-P and 
details of jobber and dealer proposition. 


2he UNITED STATES 


ELECTRICAL TOOL CQ 
CINCINNATI, OHIO, 


District Sales Offices and Service Stations 
Boston Detroit Milwaukee Philadelphia 
Chicago Houston Minneapolis Pittsburgh 
Cleveland Kansas City, Mo. New York St. Louis 
Columbus 












UNITED STATES 
Portable Electric 


DRILLS 


Complete stocks 
carried in all 


service stations. 


Ghe Good Mechanic Knows! 

















The Gate that will 


build your business 





No. xvvu 


Capitol Radiator 
Valves have been a 
standard for 25 years 





A better Valve cannot be 
made 


Made in packless and standard type. 
We also make a full line of boiler trim- 
mings and plumbing goods. 


CAPITOL BRASS WORKS 
DETROIT, MICHIGAN 


Write for Catalogue No. 12 
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Repeat Orders 


The steady Oster advertising, adequate 
profit-margin and live leads furnished by 
the manufacturer, make Oster Bull-Dog 
Die-Stocks a profitable item for supply 
houses that want the best. 


And once you have sold a man satisfactory 
equipment repeat orders come naturally. 


OSTER 


BULL-DOG DIE-STOCKS 


cut straight threads so easily and so accu- 
rately there’s no question what your custom- 
er will get the next time. 


Have you our latest catalog? 


THE OSTER MANUFACTURING CO. 


Specialists in Hand and Power 
Pipe-Threading Equipment 
2087 East Gist Place 
CLEVELAND, O. 


When writing to Advertisers please mention MILL SuPPLIEs. 





SAFELY SET SCREWS 


Profits 


Increase your profits by in- 
creasing your sales. 


A satisfied customer is the 
best source of profit for 
your business. 


Create this desired end, by 
selling him MAC-IT 
SCREWS — that will not 
split — break — twist or 
mushroom at the point. 


Made in all types and sizes. 


The next time your cus- 
tomer wants Hollow 
Screws sell him Mac-Its. 


THE STRONG, CARLISLE 
& HAMMOND CO. 
Cleveland, O. 


BRANCHES: 


Boston Philadelphia Detroit 
New York Chicago 


Mac-its == Satisfaction + Profit 
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